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TURN COMPLAINTS 
INTO PROFITS 


Test results convince 
Chicago Street Dep t. 
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| WARREN PETROLEUM COPE 


TULSA, OKLAHOMA 














me 


sizes. Two-piece construction, with minimum seam 
area. Famous for light weight, easy handiing, good 
looks and long life. 


Hackney Lightweight LP-Gas Cylinders are made in 
a complete range of types and sizes from one to 420 
pounds. Horizontal Cylinders available in the larger 


Hackney Anhydrous Ammonia Tanks 
in capacities of 500 and 1000 gallons. 
Also Hackney Ammonia Applicator 
Tanks up to 150 gallons. 


Hackney LP-Gas Systems, with 
shoulder- or end-connected fittings 
for convenient filling. Seven stand- 
ard sizes from 250 to 3360 gallons. 


Hackney Lift Truck Cylinders for increasing your LP-Gas 
sales to the growing industrial lift truck market. Three 
popular sizes in vertical and horizontal models. Perm 

nently mounted ASME Fuel Tanks supplied for lift trucks, 


tractors, trucks, buses, taxis 


Downingtown Bulk Storage Tanks for LP-Gas or anhydrous ammonia. Stand- 
ard or special sizes up to 30,000 gallons. Supplied with or without fittings. 


facturer of Hackney Products 


Downingtown LP-Gas Tank Trucks are designed with 

special features to speed up deliveries. Meet both ICC MC- 1487 S. 66th St., Milwaukee 14 + 52 Vanderbilt Avenue, Room 2099, 
330 Specifications and ASME Code for 250 pounds pres- New York 17 * 138 Wallace Ave., Downingtown, Pa. * 227 Hanna 
available, including the popular Bldg., Cleveland 15 * 936 W. Peachtree St., N.W., Room 112, Atlanta 9 


be made for anhydrous * 208 S. LaSalle St., Room 790, Chicago 4 * 552 Roosevelt Bidg., Los 
Angeles 17 


sure. Several sizes 
1700-gallon capacity. Can also 


ammonia service. 





Thank You, Mr. Fallin! 
For Using and Recommending 


ROCKWELL LP-GAS METERS 


FALLIN - MAGNOLIA GAS COMPANY 
PARTS AND REPAIRS 
Experienced Workers 
3210 West Beaver Street Jacksonville 5, Florida 


May 15, 1956 


Mr. J. G. Hoyt, District Manager 
Rockwell Manufacturing Company 
1495 Northside Drive, N.W, 
Atlanta 1, Georgia 
Dear Mr, Hoyt: 
For some time I have intended to write you about our experience Good management goes hand in hand 
with Rockwell LP-gas meters. - “ 
with good measurement. Good LP-gas 
First let me say we have been completely satisfied with their a ss 
performance, They are durable, attractive and easy to handle and install. property managers, like John C. Fallin, 
Our customers like metered service. In fact, we use metering as cI i iri ivi 
a selling tool, We also believe that our metered customers are more loyal k how that by metering their individual 
to us and better satisfied than they wuld be buying gas in bulk by the services they attract new customers 
liquid gallon, ‘ a ? 
From our om standpoint your meters have helped improve our cut distribution costs, and increase 
service and reduce operating costs, With them we can route our trucks ite ? ; : 
more efficiently, and we don't get out-of-gas phone calls either, profits. Why don t you investigate the 
, xk Dos ; 
Your organization has always been most cooperative and promt prov ed Rockwell LI -gas meter plan? 


in handling our orders and in supplying us with literature and sales aids, l ws " = 
It has been a real pleasure to do business with you, W rite today for full details. 


Yous truly, 


FALLIN MAGNOLIA BOTTLED GAS COMPANY 


C tilbiw 


John C, Fallin 
President 











ROCKWELL MANUFACTURING COMPANY 


PITTSBURGH 8, PA. Atlanta Boston Charlotte Chicago Dallas Denver Houston Los Angeles Midland, Tex. 
New Orleans New York NN. Kansas City Philadelphia Pittsburgh San Francisco Seattle Shreveport Tulsa 


In Canada: Rockwell Manufacturing Company of Canada, Ltd., Toronto, Ontario 
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Be Complete 


WAREHOUSE STOCKS 


as near as your phone 


HOSE & COUPLINGS 
SYSTEMS 
COMPRESSORS 
PUMPS 

UNLOADING RISERS 
LOADING RISERS 


ROTARY & MAGNETRON 
GAUGES 


ALL TYPES OF VALVES 
AND FITTINGS FOR 
STORAGE TANKS 
(Including extra- 

heavy fittings) 


LARGE & SMALL PACKAGED 
BULK PLANTS 


FLINT TANKS 


Our engineers are available to assist 
you in planning or installing bulk 
plant equipment. 


TWO GREAT NAMES IN LPG EQUIPMENT 


ANCO 


MANUFACTURING & 
SUPPLY CO. 


ANCO Manufacturing & Supply Co. 


Tulsa, Oklahoma e 21st at Union e  LUther 4-6187 


Anco is the Largest Stocking 
Dithetor in the U. %. of Memphis, toon. = BO Industrial Ave. — Withehal 6-1694 
: East St. Louis, Ill. —316 No. Front — BRidge 1-8386 
CORKEN Equipment. Des Moines, la. —325 Exchange Bldg. — 4-5347 
— All Models Available — 
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Special ROUTE-RATED. (02%; 
PROFITABLE YEAR ROUND 


STANDARD TWIN 


Business small? Just getting started? 
Wherever you are located, the Nor- 
Tex Standard Twin is your best buy! 
This streamlined twin unit (1200 
thru 2400 WG) is completely piped 
and ready to use with Viking 
mechanical seal pump, 50’ filler 
hose, ICC lights, P.T.O. and splines 
jack shaft. A complete ‘‘Package 
Unit." 


DE LUXE TWIN 


Here is the choice of the fleet 
owner! It is the finest looking unit 
on the road with plenty of big, 
roomy cabinet space. It is a com- 
plete unit (1200 thru 2000 WG) 
with Viking mechanical seal pump, 
50’ filler hose, ICC lights, P.T.O., 
splines jack shaft and it is all piped 
and ready to use. A complete 
“Package Unit.”’ 


PAYLOAD SPECIAL 


Get immediate delivery on this in- 
ternationally popular Nor-Tex twin 
and save money, too! It has every- 
thing you need in sizes from 1200 
thru 2400 WG. Viking mechanical 
seal pump, 50’ filler hose, ICC 
lights, P.T.O., splines jack shaft and 
it is completely piped and ready to 
use. A complete ‘‘Package Unit.” 
(Model illustrated) 


ATTENTION! NEW TRUCK BUYERS! Nor-Tex is regularly saving truck buyers 
Spot Your Fuel hundreds of dollars on brand new Internationals... Chevrolets... Fords and 


GMC's. Order any particular unit you need. Nor-Tex will work out a deal for 
you that can't be beat. 


Where You Need It 


Immediate 
Delivery 


Completely, 


NOR-TEX SCOUT 


Safely place your fuel supply right 
where it's needed. Nor-Tex Scout is 
easy to ‘‘spot’’ with car, truck or 
tractor. Well-baffled, recessed 
relief valve, 12%’ delivery hose, 
¥,” OIC valve and hose coupling. 
Heavy duty axle. Standard 
Chevrolet hub, 15” wheels, Sturdy 
l-beam tongue. 150, 250, 300 and 
500 WG sizes. 


Lb 
TRACTOR TANKS 


“There's not a better ratio builder 
in the industry than those profitable 
tractor conversions.'’ That's what 
one of our customers told us 
recently. It's a fact! If you are going 
to boost your winter ratio with 
increased summer sales...do it 
the sure way with tractor conver- 
sions. Nor-Tex Custom-bilt tractor 
tanks for all units. 


Immediate 
Delivery 


PORTABLE PONIES 


Boost year ‘round sales and quotas 
with Nor-Tex ‘‘PONIES."’ Place 
them on farms, ranches, in truck 
and bus terminals, in highway serv- 
ice stations as well as ‘‘on-the-job”’ 
for contractors and utility compa- 
nies. Built to W 250 Code require- 
ments. Sizes: 500, 700, 1000, 2000 
and 4000 WG. Choice of pumps, 
meters and accessories. 


FOR PRICES 


WRITE, WIRE Complete LP-G Bottle Stations /\ |) Rh Aypws: 
oF PON | | ” LP-GAS SERVICER 


PRODUCTS 
COMPANY 


National Sales Agents for 


i Immediate 
Delivery 





PAT. PENDING 


BALANCE YOUR LOAD THE 


NORTH TEXAS 
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DELIVERY UNITS INSURE 
_ OPERATION AT LESS COST 


“Habit buying and guess-calculation of delivery unit sizes by bulk plant operators becomes more and more hazardous 
as costs increase and profits decline. The need for job rated units is greater than ever." These convention facts 
point up Nor-Tex service. Nor-Tex "ROUTE-RATED" units are built to fit individual route needs, based on the length 
of the route, the terrain covered, convenient cabinet location, and trips required on peak loads... keeping a two- 
year eye on the future. The rule for profit today is... "Right-size units on the right chassis for the job." May we 
help you? 


PERFECTLY 
BALANCED 


HIGH FLOW 
PIPING 








WE ARE AUTHORIZED 
TRUCK . DISTRIBUTORS 


memBee 


l 


i 
' 
; 


“Lk ti Pipe It Yourself al 


Immediate ° 
Delivery 





and Save Tax Included 





Built to last a lifetime! Nor- STANDARD $ 63 
DOMESTIC TANKS 1,402 


Tex tanks meet all national M 
' ounted On Your Truck 
Factory to You state and local require- 


On Nor-Tex Transports = ments. Complete satisfac- DE LUXE 7 702° 


tion guaranteed. 2%, 10 
days, in. treckioed lots Mounted On Your Truck 


deliveredinourtradearea. 
Yr PAYLOAD SPECIAL $4 55963 
uy one or a truckload. 
Mounted On Your Truck 7 











NOR-TEX WAY — FINANCE THE BALANCE 


=. P.O. BOX 1219 
Lat ee 
. ad CENTRAL 5416 
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BACKED 
UP BY 
MORE THAN 
TWENTY 
MILLION 


When the Model 400 UNITROL® Gas 
Water Heater Control was presented to 
water heater manufacturers it combined the 
lessons learned in more than 57 years of 
experience with the know-how gained in the 
manufacture of more than 20 million units 
and the knowledge accumulated by watch- 
ing these controls in action under all gas and 
water conditions. That’s why UNITROL 400 
represents the finest water heater control on 
the market today. 


Kobertshaw-Groyson, thermocouples 


and pilots belong together — because 
they are designed to work together. 


























MODEL 400 





Snap-on gas cock handle 
@ easily removed. Supplied in 
gold or silver. 


New “C” valve adjustable 
@ with a coin — no screwdriver 
or special tools needed. 









Snap-on cover requires 
no tools for removal. 


* Corrosion resistant valve 
assures positive closure. 


Easily removed gum and 
@ dust filter keeps pilot light 
from clogging. 


























‘ 4 

Conitral %y ‘ \ 3 Big capacity — delivers up to 
Can Be : At : 90,000 btu’s per hour. 
Demounted . aa ; 100% gas shut-off. 


4 ce z 
Without " ' | ie Magnet assembly easily removed 
0 ra in in gp f: in the field if necessary. 
a : 


Ta nk ‘ ~ y ee Built-in dust trap inside control 
: keeps any dust or scale 
out of working parts of control. 















Easily calibrated and adjusted 
from the front of the control. 











GAS WATER HEATER CONTROLS 


Almcnicas most Leaidy 
wile hilt contol 


BY WORLD'S LEADING MANUFACTURER 


Grayson Controls Division, Long Beach, California 
Robertshaw-Fulton Controls (Canada) Ltd., Toronto 
Robertshaw-Fulton Controls (Australia) Pty. Limited, Burwood, N.S.W. 

















Air-Gap Construction 
throughout prevents water 
entering gas lines. 


SELECT THE CONTROLS THAT HELP YOU SEL 


a es ee 

















er oe 


Business Insurance 


2g | 
(G20 renemstins | Millions of 


give 
, pone 


— PN | National Advertising 


OEPENDAB 


on == - Te , A J Messages Like These 
i} Seta Ave Selling LP-Gas 
for the 7 Big 


Household Services 














“CLEAN, Fast, s : 
SAFE AND.2oo PRBS 


gives you 
more 

- comfort ond 
convenience 





incimerates refuse .-- 
as pr te M 
FMATIN At 








\ye 
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or YOUL...rovay AND TOMORROW 


To help sell more LP-Gas to today’s and tomorrow’s home 
owners, 13 manufacturers supplying equipment to the gas 
industry are investing in national advertisements like these 
in The Saturday Evening Post, New Homes Guide and Home 
Modernizing. 


EVERY LP-GAS DEALER CAN TIE-IN AND BENEFIT ALL SUPPLIERS ARE INVITED TO PARTICIPATE 


LP-Gas dealers are making this program pay extra As the gas industry goes, so will go the sales of 
dividends by: every manufacturer selling to it. The GEM Pro- 
1. Publishing these advertisements in local news- gram is producing results for the industry and for 


papers. More than 1,200 free ad mats, used by gas iia All : mee ws 
utilities and LP-Gas dealers, have added ee enpytiens app Sante se Seen 


21,000,000 messages to the GEM Program. 
. Using FREE enlargements (30” x 40”) of these 


pate. For further information, write for the book- 
let, “The GEM Program... Business Insurance 
advertisements as floor and window displays. For You And Your Customers.” Available from 


Mailing FREE proofs of the advertisements to Gas Equipment Manufacturers Committee, c/o 
dealers. More than 20,000 reprints have been Gas Appliance Manufacturers Association, 
distributed. 60 East 42nd St., New York 17, New York. 

. Using appliance price tags, similar to tags shown 
in advertisements, and supplying these price tags 
to dealers. Approximately 50,000 tags have been 2 
distributed at $10 per thousand. C 


AMERICAN it 7 vila 


METER COMPANY better for 


ED (ESTABLISHED ta36 


Published as a service to the LP-Gas Industry the 7 big 
— household 
£Erviceg 


Sponsors of the GEM Program 


American Cast Iron Pipe Co. 
American Meter Co. 
Cleveland Trencher Co. 
Fisher Governor Co. 

E. F. Griffiths Co. 

A. C. Lawrence Leather Co. 
Mueller Co. 

Rockwell Manufacturing Co. 
M. B. Skinner Co. 

Sprague Meter Co. 


Superior Meter Co. 
Subsidiary of Neptune Meter Co. 


U. S. Pipe and Foundry Co. 
Vulcan Rubber Products 


Division of Reeves Brothers, Inc. 
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Yes, many suburbs simply outlaw 
clotheslines. In many others they’re 
banished by mutual consent. 


That’s why today’s mass migration 
to the suburbs and trend toward out- 
door living is also a Temco trend, build- 
ing impressive sales for Temco dealers 
coast to coast. 


Temco’s Automatic Gas Clothes 
Dryer is not only improving the sub- 
urban view, but also freeing thousands 
of housewives from hard work and 
weather worries. It’s the ultimate in 
home-laundry convenience. Tell your 
customers about these... 

















THREE TEMCO EXCLUSIVES: 


* Wonderful Mistaway — 
Temco’s specially developed 
high velocity blower. 


* Knee-High Push-Button 
Door—the easiest to open 
of all dryer doors. aunt OR A REFUND o> 


< D> 

*" Guaranteed by © 
Go d Housekeeping 
* 


* Exclusive Sun Dial—just one ‘ 
Mor > 


control to set. 
AS ApveRtistd 
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That's not jive-talk, even though dealers from 
coast-to-coast are hopped up about it. 

It’s sales talk that’s persuading more and more 
of your prospects and customers to turn to Temco— 
specifically to Temco’s remarkable Air-Flow Reflec- 
tor* Gas Heater, with the really cool cabinet. 

To your customers it means no more singed 
curtains, scorched drapes, or burned fingers. 

To you it means an exclusive feature you can 
shout about (using the new cooperative newspaper 
ad mats Temco has prepared just for you). 

In a few brief phrases, Air-Flow Reflector* 
means cool cabinet, circulating heat without fans, a 
Temco exclusive—in other words, your key to local 
leadership in the unvented gas heater field. 


*Pat. Pending 


TENICO, Tale 


NASHVILLE 9, TENNESSEE 


Gs Healing Specialsl for the Medion” 


“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” 


ROOM HEATERS * FLOOR FURNACES + WALL HEATERS 
WARM AIR FURNACES AND AIR CONDITIONING 
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Zgiel O8 g BErUND o> 
@" Guaranteed by > 


Good Housekeeping 

$F 45 Aovennist® ent 
. . - And like all Temco heaters, it’s engi- 
neered to operate with equal efficiency on 
natural, manufactured, or L.P. gas. 


* Combines advantages of both radiant and 
circulating heaters. 

* Striking new beauty of design. 

* Finished in “Lifetime” Porcelain Enamel. 


* Approved by A.G.A., guaranteed by Good 
Housekeeping. 


Temco, Inc.: Department B-832 
Nashville, Tennessee 


Please send me catalog and complete details on 
Temco’s Air-Flow Reflector* Gas Heaters. 

*Pat. Pending 
Name 
Firm Name 


Address 


City essed Zone State 








AMASTER TANK 
8’ Wlasterpiece hen at 
LSS we" 


> ee 


cs ASME 
Mest abitrs 


BEST FITTINGS 
MONEY CAN BUY 


6" WELD ON LIFTING 
LUG... CAN'T PULL OFF 








HEAVY DUTY 
WELDS ARE 
TRIPLE INSPECTED 


2) 
8. 
OVERLAPPING 


CIRCUMFERTIAL 
1S DOUBLE WELDED 


LONGITUDINAL SEAM 
ZS, \ \S DOUBLE WELDED 
v +s INSIDE AND OUT 


Me 
W LIQUID AND 
DRAIN LINE 


VEE aa Bons) 
ALL SIZES AND VEE aa Bons) GOOD LOOKS 
CAPACITIES 
THROUGH 


1,000 GALLONS 





D omestic systems by Master are high _ the smallest, there’s a Master domestic sys- 


quality products you can depend upon 
because of Master Tank & Welding’s years 
of experience in building better, stronger, 
safer tanks. Only the highest quality mate- 
rials, the most advanced engineering, and 
the finest workmanship are used in con- 
structing a Master tank. From the largest to 


Call Master for all your LP gas pressure vessel needs. 


2000 S. Front Street e Box 39 e Quincy, Illinois e Baldwin 3-5014 


tem to fit your particular need —all sizes 
and capacities through 1,000 gallons. Master 
tanks are constructed of double welded Hi- 
Tensile steel to meet ASME Code construc- 
tion. Inspected by Hartford Steam Boiler 
Inspection and Insurance Company. 





* P. O. Box 5146 e Dallas, Texas e RI 7-2441 








Letters 


No liquefaction pliant now 
France 
I have heard that there is in the 
U.S.A. one plant for the lique- 
faction of methane gas in Amarillo. 
(Methane for domestic and indus- 
trial uses.) 
I don’t know if the fact is really 
true. Can you give me some in- 


formation about it? 
IoD. 


Replying to your inquiry of July 
27, 1956, there was a natural gas 
or methane liquefaction plant in the 
city of Cleveland at one time where- 
in natural gas was liquefied and 
stored, later being drawn off and 
vaporized as needed. This plant, 
however, was destroyed in a dis- 
astrous fire several years ago. 

In recent years the Peoples Gas 
Co. in Chicago designed and drew 
up plans for a natural gas lique- 
faction plant, but it was not con- 
structed. 

The Phillips Petroleum Co. does 
some liquefaction of hydrocarbons 
in the Amarillo area. However, we 
do not know if they liquefy me- 
thane or not. 

There is no methane or natural 
gas liquefied in the Amarillo area 
for use as a domestic or industrial 


fuel_—Ed. 


To detect leaking gas 
South Africa. 
We are now using L. P. gas in 
South Africa and I would like all 
possible information on methods of 
detecting leaks—instruments and 
methods. 
W. R. 


The “Handbook Butane-Propane 
Gases” deals with both the tech- 
nical and the practical side of the 
L.P. gas business. Also, the series 
of articles written by Carl Abell 
entitled “Safety is Everybody’s 
Business” has recently been pub- 
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lished in book form. This book 
deals with the safe use and han- 
dling of L.P. gas in all aspects of 
the industry. 

The best leak detecting device we 
know of is a pressure test with 
soap and water on all joints. This 
method is described in the publica- 
tions mentioned. 

The national Fire Protection As- 
sociation, 60 Batterymarch St., 
Boston 10, Mass., publishes Pam- 
phlet No. 58 entitled “Standards 
for the Storage and Handling of 
Liquefied Petroleum Gases,” June, 
1956, and Pamphlet No. 52 “Recom- 
mended Practices for L.P. Gas Pip- 
ing, Appliances in Buildings,” 1956. 
These pamphlets cover the recom- 
mended minimum standards for the 
handling of L.P. gas.—Ed. 


Drying lumber with propane 
Minnesota 


We are extremely interested in 
obtaining any and all the informa- 
tion available on kiln dryers, for 
L.P. gas. The opportunity to in- 
stall such a unit is in a saw mill 
and will be used to dry out the 
green sawed lumber so as to have 
it ready for planing in as short a 
time as possible. 

Evidently such a unit would have 
to have some kind of an exhaust 
system to remove the moisture 
from the shelter so as to let it dry, 
and also to maintain a set temper- 
ature. 

R. W. 


Several gas and L.P. gas fueled 
lumber drying kilns have been con- 
structed the past several years. 
They have proved quite efficient and 
depend upon recirculation of air 
through the kiln, with a portion 
being discarded and replaced by 
fresh air. Close control of temper- 
ature and humidity are easily main- 


tained to produce a high quality 
product at a minimum cost. 

One kiln with a capacity of 60,- 
000 board ft reports the following 
results. It requires approximately 
48 hours to kiln dry partially air- 
dried lumber and up to seven days 
for green 8/4 and 9/4 lumber. Rec- 
ords showed that a heat input of 
1 million Btu per hour was required 
during the drying cycle. 

A second kiln with a capacity of 
70,000 board feet circulated heated 
air through the kiln from a 1 mil- 
lion Btu per hour pre-mixed dry- 
air furnace. Records indicated a 
consumption of 1 million Btu per 
1000 board feet for semi-dried lum- 
ber and up to 4 million Btu per 
1000 board feet for green redwood 
and sugar pine. 

The Pacific Coast Gas Associa- 
tion published a short report on 
the construction and operation of 
one or two such kilns a few years 
ago. The report included consider- 
able detail of the construction, ar- 
rangement, controls and operation 
of the kilns and air heaters. We 
believe you can obtain a copy of the 
report from the above association 
by writing to them at 2 Pine St., 
San Fr is : if. —Ed. 


Higher heat temperature 
needed 
Florida 

We have a customer who is in 
the business of hardening automo- 
bile cam shafts. As the cams are 
made of carbon steel, the heat must 
be applied evenly along the full 
length of the cam at the same time 
to prevent warpage and to prevent 
the cams from breaking. 

We have constructed a cylinder 
10 in. in diameter, 39 in. deep, and 
with 2 in. of insulation. We placed 
eight cams on a 7 in. circle inside 
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A year full of the best Cy 


is our wish 


for you 


BB ecving you during 1956 has been our pleasure 
and main purpose as representatives of The Weatherhead 
Company. For us, the past year has seen our 
old friends retained and many new ones added. 
With 1957 near at hand, we wishall of you 
success and good fortune in every way on every 
day. We look forward to assisting in your 
LP-Gas cylinder and equipment 
needs real often during the 


months that lie ahead. 


A.J. Tirpak — District Mgr. 
Minneapolis, Minn. 


Paul Evans and Al Szojak — Sales Coordinators — Cleveland, Ohio 


THE WEATHERHEAD COMPANY 
LP-Gas Equipment Division 


300 E. 131 Street »* Cleveland, Ohlao 


—_ 


— 


— 


R.A. Miller — Sales Mgr. 
Cleveland, Ohio 


C. H. Boylan — District Mgr. Lester Browne — District Mgr. 
Cleveland, Ohio Wayne, Pa. 


J. D. Hill — District Mgr. T. E. Malan — District Mgr. 
Atlanta, Ga. St. Louis, Mo. 


H. D. Warren — District Mgr. J. H. Williams — District Mgr. 
Memphis, Tenn. Irving, Texas 


—_ 
ee 
——_— 
——— io 
——as 
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Letters * Continued 


of the cylinder so as to leave 1 in. 
clearance from inside wall and the 
cams are rotated at 30 rpm to 
assure even heat. 

We have placed atmospheric 
burners of 13,000 Btu on 3-in. off- 
sets all around the cylinder, com- 
pletely covering the outer side of 
the cams, but we have been unable 
to reach a temperature above 1240° 
and the desired temperature is be- 
tween 1550° and 1650° for best re- 
sults. So, it looks as if we will have 
to go to forced draft burners to 
get this temperature. 

We would appreciate any in- 
formation you can give us on this 
problem or any suggestions you 
may have as to the construction of 
a proper heat treating cylinder to 
give us this temperature. 

L.H.F. 


It is difficult to engineer a prob- 
dem like yours via long distance 
correspondence. You are not add- 
ing enough heat, or the fuel-to-air 
ratio is so far off that the gas is 
not burned because insufficient air 
enters the burners, or far too much 
air enters and carries the heat out. 

We suggest you contact one of 
the following companies for a suit- 
able furnace and burners. They are 
specialists in heat treating and in 
the long run your customer will 
save money with a correctly de- 
signed and constructed furnace. 
The temperature you desire should 
be readily obtained as it is not con- 
sidered a high temperature. 

Surface Combustion Corp., 2375 
Dorr St., Toledo 1, Ohio. 

Eclipse Fuel Engineering Co., 
1191 Buchanan St., Rockford, Ill. 

Johnson Gas Appliance Co., 520 
East Avenue N.W., Cedar Rapids, 
Iowa.—Ed. 


Operating pressure for boilers 


Illinois 
The A. O. Smith Co. supplies a 
hot water boiler for use with pro- 
pane gas and a rating table with 
it in instructions which show that 
it may be operated with a modu- 
lating control. This table shows out- 
puts from 10% in. we down to 1 in. 
This boiler lists as the company’s 
110 and is normally rated at 100,- 
000 Btu input and 88,000 M out- 
put at 10% in. we. 
Where can I find out whether or 
not it is safe to operate this boiler 
at other than 10% in. pressure? 
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What is the address of the AGA 
testing laboratory? 
A. H. C. 


The A. O. Smith Co. manufac- 
tures a model HW-110 Permaglas 
water boiler which is listed in the 
AGA Directory of approved appli- 
ances for use with liquefied petro- 
leum gases. The directory makes no 
comment regarding their use with 
a modulating control. 

Approved units, when undergoing 
tests at the AGA Laboratories are 
adjusted to correctly operate on 11 
in. we gas pressure and then with- 
out adjustment are operated at 8 
in. and at 13 in. we pressure. We 
suggest you write the AGA Test- 
ing Laboratories at 1032 E. 62nd 
St., Cleveland 3, Ohio, regarding 
this matter. 

It is also suggested that if a 
modulating control is approved that 
you use one recommended by A. O. 
Smith Co. to use with their boiler 
and follow their instructions care- 
fully when making the installation. 
—Ed. 


Cylinder testing 
Iraq 


Can you direct us to people who 
sell propane cylinder jacket testing 
equipment? 

R. M. 


We believe that the Pasley Man- 
ufacturing & Distributing Co., 601 
East 11th Street, Kansas City, Mo., 
can supply propane cylinder jacket 
testing equipment. 

This equipment is not used very 
much in this country any more. 
About two years ago the ICC reg- 
ulations were changed so that the 
requirements no longer asked for 
the hydrostatic test. It has been 
replaced by visual inspection to be 
conducted every ten years.—Ed. 


House trailer cylinder filling 
Ontario 


I have a problem which no doubt 
many other LPG dealers have en- 
countered. People living in trailers 
often have only one 20-lb cylinder, 
and even if they have two, they 
usually wait till the second one is 
empty and then they want service 
right away, so they come daytime, 
night time, even holidays. 


It is not worth keeping a man on 
the job, so I wondered if there is 
such a thing as a cylinder dis- 
penser, where a customer could ob- 
tain a full cylinder and leave his 
empty for a small extra charge. It 
would save stocking a lot of cylin- 
ders and one would lose no sales. 

A.G. 


We do not believe that a self- 
serve refill program would be prac- 
tical because of the very great 
probability that the customers 
would not observe safety precau- 
tions in its use. 

A few of our L.P. gas dealers in 
the United States have worked out 
a plan which seems to be much 
more satisfactory and is definitely 
safer. They have arranged to set 
up the managers of trailer parks as 
sub-dealers. Each sub-dealer is 
equipped with a locked steel cabinet 
specially designed for the storage 
of trailer cylinders. These are 
equipped with ventilating holes 
through all the shelves and to the 
outside air at the level of the low- 
est part of the enclosure, so if any 
gas escapes from the cylinder, it 
may find its way out without creat- 
ing an explosion hazard. 

The trailer park manager is 
trained in the safe procedure of ex- 
changing cylinders. There is al- 
ways someone on duty at the trailer 
park office to sell the refill and give 
any help needed in its installation. 
People living in trailers located 
away from the park may be served 
from this supply, also. 

These L.P. gas dealers using this 
type of service arrange to pick up 
a load of empties and deliver a load 
of refilled cylinders as they are 
needed. In this way they are able 
to fit the refilling of the cylinders 
into their plant schedule in the 
most efficient possible way, and this 
makes it worthwhile to give the 
trailer court operator a suitable 
profit for handling the service to 
the customer. 

We believe that a plan of this 
kind would be much more satisfac- 
tory than a self-service deal which 
requires the trailer people to come 
to your plant. 

The Phillips Petroleum Co., Bar- 
tlesville, Okla., has provided stand- 
ardized cabinets to quite a number 
of their L.P. gas dealers. They 
might be willing to give you the 
details and dimensions of this cabi- 
net.—Ed. 





*In commemoration of LPGA‘s 25th Silver Anniversary. 


the NEW TRINITY STORY 
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: 7 ; — TATSA — 
Write today for your beautiful 18-page 2 1 F Fe Trial 
booklet covering the entire Trinity ee ee ey 


line of truck tanks, storage tanks and S. A. Calle Poniente 
transports. 


150-#734 
Mexico 16, D.F. 
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Trinity’s famous 106 has now 


become the most popular twin- 

barrel unit available to LPG dis- 
tributors. The ruggedness, econ- 

omy, and beautiful design that is ‘ 
built into each 106 is your guar- ey 

antee of performance an d : ares So 


dependability B Stop and Directional lights, recessed thermometer, 
‘Rotary and Pressure Gauges. 






















Chock blocks ‘and Ch 


tune Printome <a Se 
roe Reel this eee | , TAKE ADVANTAGE OF THIS 


MONEY-MAKING TRINITY BONUS 


¢ Advanced designs 


© Rugged con$truction 





® Quality materials © 
. © Low operating costs 
¢ High payload profit 
¢ TRINITY Know-How 


Built-in quality is the real secret of the 106. Pre- 
.cision-engineered plumbing especially designed for - 
' ease of operaton, repair or replacement — made of - 
the finest materials available. 





— 1400 WG or 1700 WG capacity 
— ICC and large 7” Stop Light 
—38 WG Fuel Tank §~ 

— KK-200 Viking Pump, 38 gpm 


— Dual Hewitt-Robbins liquid and vapor hoses : : ap 
mounted on Double Hannay Hose Reel 


— Two coats DuPont Enamel over Red Oxide 
— Rear directional lights 
— Remote control Okadee Valves 








~ Remote Control (vacuum-cylinder actuated) power 
take off and clutch in Meter Compartment 


ASK US—about financing spe new on 
25% down, balance mont 


FLyT-e2e0 6 1 








And our sincere wishes for 


R Happy and Prosperous New Year 


McNAMAR_ BOILER & 


Box 868 * CHerry 2-6291 
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Small Business Administration steps up lending 

The pinch of short supplies and high costs of bor- 
rcwed money is causing an increasing number of 
businessmen to apply to the Small Business Adminis- 
tration for funds for inventory buying, moderniza- 
tion, and expansion. 

SBA officials expected a record 700 firms to apply 
for help under the agency’s loan programs in Oc- 
tober. A near-record 512 applications were received 
in September. 

In order to keep up with the increasing number 
of loan applications, the agency has authorized its 
15 regional directors to approve loans up to $100,000 
without sending them to Washington if a bank 
agrees to take 25 per cent of the loan. The previous 
limit was $50,000. 

In addition, SBA has “borrowed” from other gov- 
ernment agencies almost 100 financial experts and 60 
clerks to help speed up processing of the increased 
flow of applications. 

Even in more normal times, when business credit 
is easier to obtain, many sound firms—especiallv 
those with little or no fixed assets and thus consid- 
ered marginal risks by many lending institutions— 
find the SBA is their only source of canital. The 
SBA is scheduled to die next year, but Congress is 
expected to extend its life. 

The average amount of loan applications to SBA 
is running between $500 and $700. 


U. S. population shifting to West and South 

Population of the U. S. is shifting toward the West 
and to some extent the South, and away from the 
heavily built-up areas of the East, new figures from 
the U. S. Census Bureau show. 

The figures show that while only five states lost 
residents between 1950 and 1956 (Arkansas, down 
5 per cent; Maine, down .4 per cent; Mississippi, 
down 2.5 per cent; Vermont, down 2 per cent; West 
Virginia, down 1.1 per cent), the largest increases 
are in the West. 

Total U. S. population increased almost 11 per 
cent during the five year period, the Bureau says. 

Among the states with the highest percentage of 
population increase are: Nevada, 54.6 per cent; Cali- 
fornia, 26.9 per cent; Florida, 36 per cent; Arizona, 
41 per cent; Colorado, 21.7 per cent; Maryland, 20 
per cent; Texas, 15.7 per cent; Utah, 17.9 per cent, 
and New Mexico, 19.6 per cent. 
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New Congress may aid smail business 


Some long-needed help for small business firms 
will probably be coming out of Washington next year 
as members of both political parties in Congress 
attempt to live up to at least a part of this year’s 
campaign promises. 

Among the most frequently proposed actions to 
ease the problems of small firms are: 

Tax reduction through a reduction in the corpora- 
tion tax rate from the present 30 per cent to 20 per 
cent on the first $25,000 of profits a year, and per- 
sonal tax cuts to help unincorporated firms. (This 
may be put off because of the slim $700 million 
budget surplus now in prospect.) 

An amendment in the tax laws to permit firms to 
use new accelerated depreciation rules for purchases 
of used equipment up to $50,000 a year. 

Grant corporations with 10 or fewer stockholders 
the option of being taxed as partnerships, and ease 
inheritance tax rules to permit payment over a 
period of up to 10 years where an estate consists 
largely of investments in closely-held businesses. 

Reduce the paperwork burden on small firms, and 
increase the exemption limit for small stock issues. 

Provide a tax break for losses by investors in 
small business firms. 


LPG dealer seeks $1.8 million stock registration 

Van Horn Butane Service, Fresno, Calif., is seek- 
ing permission from the Securities and Exchange 
Commission to register 75,000 shares of $25 par 
cumulative convertible preferred stock to be offered 
for public sale to help finance its acquisition and 
consolidation program. 

The firm, according to information filed with the 
SEC, will use $244,000 of the proceeds to complete 
the purchase of stock of Liquid Gas & Appliance 
Co.; $282,000 for purchase of stock of Ransome Co. 
of Nevada; $331,000 for purchasing certain assets 
of Ransome Co. of California; $220,000 for the cash 
portion of the purchase price of stock of Teton Gas 
& Appliance Co., General Equipment Co., the Mc- 
Hade L.P. Gas Co., Lincoln Gas & Appliance Co.. 
and Sweetwater Gas & Equipment Co.. and the re- 
maining $573.000 to reduce short term indebtedness 
and for additional working capital. 


Neil Regeimbal, Correspondent 
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Here’s why there’s such a | 
in the use of H 
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You can sell MORE ranges with HARPER MICRO-LITE! 


RANGE MANUFACTURERS: Take advantage of the sales features MICRO-LITE 
can add to your gas ranges. It is precision manufactured . .. tiny, stable flame 
is shielded from outage . . . is positioned to insure instant lighting. MICRO-LITE 
is ideal for thermostatically controlled top burners. You'll be surprised how 
quickly the assembly can be fitted into your ranges. Write today for further 
details and cost estimates. 
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tremendous increase 


MICRO-LITE 


the tiny pilot at each burner that gives instant ignition 


INSTANT IGNITION WITH SMALLEST PILOT FLAME POSSIBLE 





KEEPS TOP OF RANGE CCOLER 
ENGINEERED TO FIT ANY RANGE TOP BURNER 


AN EASY-TO-DEMONSTRATE SALES FEATURE 





There is extra sales appeal to ranges 
equipped with tiny-flame, instant-ignition @$ 
MICRO-LITE top burner pilots. For when 


housewives feel the cool range top . . . see for 


ae 
themselves how fast and sure the burners * 


light...sales come easier. And you've 
another important story to tell: MICRO- es 
LITE requires no more gas—and often less— ~ 


than the ordinary flash-tube ignition systems. 


‘ 
Another Product of / nome ENGINEERING 


HARPER-WYMAN COMPANY 


DEPT. HI26-Be 8550 VINCENNES AVENUE ¢ CHICAGO 20, ILLINOIS 
ORIGINATORS OF CENTER SIMMER BURNERS 
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“TI wish I’d done it 2 years ago... 














MOTOROLA 2-WAY RADIO STARTED BOOSTING 


PROFITS THE DAY 


“2 years ago I felt handcuffed, watching my com- 
petitors building up their business while we were left 
at the post... listening to customers complain and 
eventually drift away. I had heard of 2-way radio, 


but I was “on the fence”’ about it. Others were using 
it and actually taking my customers away from me 


with better service. 


“So I decided to take the plunge—and that turned 
out to be the happiest business day of my life. 
Motorola 2-way radio cuts costs a dozen ways and 
gets more work from every truck. Single handed, it 


IT WAS 


INSTALLED” 


has taken our hit-and-miss operation and made 
it into a smooth-functioning, profit-making unit. 


“With better service we’re keeping our present cus- 
tomers and winning many of the old ones back. 
News gets around and we’re putting new customers 
on our books every day. I was pretty late in discover- 
ing 2-way radio, but now it runs a close second to 
trucks as the most important tool in our organiza- 
tion. Before I invested, I learned that Motorola 
furnishes more 2-way radio than all others combined. 
The reasons become more obvious after using it 
for 2 years.” 


Write, phone or wire TODAY 


MOTOROLA 


2-WAY RADIO 


MOTOROLA COMMUNICATIONS & ELECTRONICS, INC. 


A SUBSIDIARY OF MOTOROLA, INC 
A BO EVARD e CHICAG( 


Motorola consistently supplies more mobile and portable 

radio than all others combined. 

Proof of acceptance, experience and quality. 

The only COMPLETE radio communications service— 
specialized engineering... product... customer 
service... parts... installation... 
maintenance... finance... lease. 

“The best costs you less—specify Motorola.” 


eeeseeeoeeseeeee80208080808 
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you ean profit by selling PHILGAS, 
Ameriea’s Largest-Selling LP-Gas! 


High Quality Product. Phillips modern fractionation meth- 
ods, plus rigid product control tests, insure a clean, uniform 
fuel with a high thermal content. 


Dependable Supply. Phillips ample storage facilities, 
modern transportation by pipelines, trucks and tank cars 
assure you of prompt deliveries of Philgas even in periods 
of peak demand. 


Experienced Engineering. Phillips maintains a staff of 
LP-Gas specialists to advise its contract customers on eco- 
nomical plant design and safe, efficient equipment. Take ad- 
vantage of Phillips many years of practical experience in 
the LP-Gas field. 


Effective Marketing Help. Philgas is the most advertised 
brand of LP-Gas in America! Promotion and advertising 
material, scaled to your needs, is available to Phillips 
contract customers. 





Operational Assistance. Need advice on special operating 
problems? Phillips contract customers can call on Phillips 
for assistance at any time. And Phillips bulletins and infor- 
mation service keep you up-to-date on the latest improve- 
ments in equipment, newest safety measures, most efficient 
and economical distribution procedures. 











Write for additional information. 


*PHILGAS is the Phillips Petroleum Company trademark for 
a its high quality LP-Gas or bottled gas (propane, butane) 


epirttads PHILLIPS PETROLEUM 
3 7. F COMPANY 


THE ALL-PURPOSE FUEL Sales Department Bartlesville, Oklahoma 
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Charlie Wilkerson makes three delivery trucks 
do the work of five... using 2-way radio 


Leading Florida L-P distributor delivers 
more gas, makes more friends, operates more 
profitably with the help of G-E 2-way radio 


The radio-equipped gas delivery trucks 
of the Charlie Wilkerson Gas Com- 
pany cover the Pensacola market, 
and deliver more gas to more cus- 
tomers faster than vehicles without 
radio. Radio saves money, too! Op- 
erating costs are reduced, deadhead- 
ing eliminated, and customer rela- 
tions kept at a high level. 


Three do the work of five 


Charlie Wilkerson reports that now 
three radio-equipped vehicles do the 
job which previously required five 
trucks—radio makes this possibie. 
Phone orders from customers are 
relayed to trucks for prompt serv- 
ice. Emergency orders are handled 
in routine fashion, driver overtime 
has been drastically reduced. 


A profitable radio operation 


Profitable operation due to the G-E 
2-way system has made a big dif- 
ference to the Charlie Wilkerson 
Gas Co. It can make a big difference 
to your business operation, too. 


(Sas 


Investigate the new 
G-E Progress Line Radio 


Call your local G-E Communication 
Counselor for the details of the new 
Progress Line of 2-way radio. Or, 
write: General Electric Co., Commu- 
nication Equipment, Section X31126, 
Electronics Park, Syracuse, N. Y. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


Dispatcher contacts radio-equipped trucks in- 
stantly, relays phone orders, new instructions. 
Radio reduces deadheading, makes three L-P 
delivery vehicles do the work of five. 


Radio-equipped trucks leave each morning with 
full load, return with empties later in the day. At 
completion of regular delivery drivers check with 
dispatcher for nearby customers who may be pros- 
pects for full L-P tanks remaining on trucks. 
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Ways 


AMERICAN’ LP-GAS METERS 
BUILD SALES AND PROFITS 








od 4 7 -N a 
> aig! 
storage ' 
fot-Ter-leriay 


REDUCE 
multi-service 


installation FREE Manual — Gives complete information on 
rod ot 3 4 handling, storing, installing, sizing and testing 
: LP-Gas Meters. 
Write today for this valuable manual that shows 
how you can make extra profits with American 
LP-Gas Meters, give your customers ‘‘City-Type”’ 
service and reduce your costs as well. 


U | LD American LP-Gas meters are precision instru- 
= | 4 J ments designed for accurate measurement from 
‘  Pigangs 
: pilot burner to full load. Built with the same care 
oT UE fol sali , 
rorelalilel-jalei- ‘ ; oe standard of accuracy, performance and long life 


that has made American Gas Meters the accepted 
in the Gas Industry for 120 years. 





( . ® - GENERAL SALES OFFICE: Somerton, Philadelphia 16, Penna 
Albany Alhambra - Atlanta Baltimore Birmingha 
Boston Chicago - Denv er e uston : pom - 
Kansas City - zeie Minneap New York sey 
ny | 7 OMPAN WY maha Pittsburgh - San Francisco: Se atte - Tuls a: Wynnewood vies 
= © N CANADA: Canadian Meter Company, Ltd., Milton, Ontar : wi 


reo TAOCISHEO 626 Calgary Edmonton Regin 


Meters * 
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FROM OUR SALES DEPARTMENT 
Skilled and experienced to 
serve you in many ways 


FROM OUR TRAFFIC DEPARTMENT FROM OUR SUPPLY DEPARTMENT 
Transporting TULOMA LP-GAS TULOMA LP-GAS from more 
in modern tank cars from an> = than 30 plants and refineries 
ever increasing fleet \ and huge storage facilities 


FROM OUR ENGINEERING STAFF 
Technicians trained to assist FROM ALL OF US IN TULOMA 


ou in your operations ; 
Y Y P Who take a personal interest in 


your business, large or small 


all working together to 


bring you top-quality 
TULOMA LP-GAS 


TULOMA GAS PRODUCTS COMPANY 
Phone CHerry 2-3261 * BOX 591 © STANOLIND BUILDING © TULSA 2, OKLAHOMA 
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beyond the mains GH) 


ACCIDENTS DO NOT HAPPEN._THEY ARE CAUSED. The several seri- 
ous accidents that have recently brought so much unfavorable 
publicity for L.P. gas are a matter of urgent industry concern. 
Nearly all LPG accidents resulting in fires and explosions could 
be prevented. Accidents caused by acts of God are extremely 
rare. In almost every case in which the facts have been estab- 
lished, the only possible conclusion is that "Somebody goofed." 
Somewhere along the line an unsafe piece of equipment was used 
or an unsafe practice was followed, and disaster was the result. 
Lack of knowledge is not an acceptable excuse. With the amount 
of information available today on the safe handling of the 
product, lack of knowledge can be only lack of responsibility. 





This unfortunate series of recent accidents emphasizes again 
the urgent need for tighter policing of the industry. We may be 
very sure that this policing is in the making, and without 
wholehearted cooperation and intelligent guidance by the indus- 
try leaders in each political unit it is quite likely that any new 
regulations enacted will be based on lack of knowledge and su- 
percharged emotionalism. In short, they will be restrictive and 
burdensome to our industry and will deprive the local citizenry 
of benefits that they might safely and economically enjoy. Model 
statutes and ordinances that will go a long way toward eliminat- 
ing accident-producing conditions are available through the 
state and national associations. These laws should be enacted 
and rigidly enforced. and they should be supplemented by inten- 
sive safety training of everyone who handles L. P. gas. More of 
these accidents might happen wherever safety regulations are 
absent or improperly enforced,but let's come closer to home_— 
without adequate and continuous safety training of your own 
staff, the next one might happen to you. 


THE PUBLIC'S IDEA OF BARGAINS HAS CHANGED. More than ever 
before, customers want the best. And more than ever before, they 
have the money and the willingness to buy. Which leads to to- 
day's most important question in merchandising appliances. Why 
Should any dealer specialize in low priced lines with which the 
customer can just "get by" when he might as well be selling pre- 
dominantly the best merchandise, and thereby giving the customer 
something in which he can take pride and which will give him 
the best results? Customers never bubble over with enthusiasm 
over appliances for which they must constantly apologize to 
themselves for buying them, and to their friends for having 
them. The pride of ownership and the satisfaction of using the 
best lead to the kind of enthusiasm that can be harnessed and 
directed to produce additional sales. Be fair to your customers 
and to yourself._sell the best whenever possible. Continued 








All the features you want are in 


of the LMC Home Delivery Unit 


f 


=m 6 


mn 





nium . 


Long after you’ve forgotten the original price of a piece 
of capital equipment, you remember how economical it 
operates, how efficiently it does the job, and how its 
general appearance impresses your customers. All of 
these features are incorporated in the design and en- 
gineering of the LMC Home Delivery Unit. Together 
they result in a performance that makes you, in profits, 
many times the original cost. All of the extras that add 
= to your long range profit picture, but are eg gt 
Reasons why the LMC gives overlooked in competitive models, are included in the 
you more value per dollar! LMC. Yet, the LMC Home Delivery Unit is compet 


itively priced. 
- Engineered Plumbing and Pumping. 


. Lighter Weight. WRITE FOR ADDITIONAL INFORMATION, PRICES & PAYLOADS 
Engineered for Strength, Balance, Conven- 
jience. LP Gas dealers throughout the nation have given Lubbock 
More Pleasing Appearance, Better Customer Machine products the strongest possible recommendation . . 
acceptance. that of re-ordering additional units after carefully checking the 
. LMC. gives Better Service on Equipment. Performance of their first LMC Unit. 


K MACHINE & SUPPLY CO. 


P.O. DRAWER 1589 © POrter 2-5269 
LUBBOCK, TEXAS 


Buager Van! 
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EUROPE AND THE NEAR EAST ARE AGAIN SITTING ON THE POWDER 
KEG. And again, no matter who wins, both sides will lose. We can 
| be reasonably sure that the United States will not voluntarily 
walk into the mess, but it is possible that we may be forced in. 
Meanwhile, Western Europe is in a bad spot due to the choking 
| off of the Middle Eastern fuel supply. Unless the peace is re- 
Stored at once the situation will affect the entire American 
petroleum industry. If the fighting and sabotage of transporta- 
tion facilities continue we may expect to see a shortage in this 
country of both crude oil and refined products that can be read- 
ily shipped, and a surplus of related products that cam not be 
readily exported. Included among the latter are butane and pro- 
pane. 








The pattern of the Soviet strategy is already apparent, and 
it is pointed in one direction--to pit Western’ Europe against 
the Arab World with USSR coming ‘to the rescue of the Moslems in 
exchange for the rich petroleum output of the Middle East. The 
rescue will no doubt be delayed until there is no longer any- 
thing left to salvage for the people of those troubled lands. 
If this strategy is followed, the Soviet may again win a war 
that someone else has fought, as they did in their last minute 
participation in our war with Japan. And while the fighting 
nations suffer, the Kremlin gang can build up domestic strength 
and prosperity, and perhaps save their own skins from a situa- 
tion that has rapidly been turning against them. 





THIS MONTH WE SING, "PEACE ON EARTH, GOOD WILL TOWARD MEN", 
while the birthplace of our Prince of Peace resounds with the 
clang of war. "Thou shalt love thy neighbor as thyself." With 
nations and businesses, as with individuals, this is the only 
formula that has ever led to peace and justice and good will. 
And now the entire Christian world joins to celebrate the birth 
of the greatest man who ever walked this earth; whose kingdom 
built on the power of love has survived and grown while empires 
based on greed, hate and force have appeared, flourished only 
temporarily, then crumbled into oblivion. Christmas is the 
noblest tradition of the human race--the season of planned giv- 
ing, when we put into tangible form the sym*ols of our love for 
those dear to us and our good will toward those around us. 





WE WISH YOU ALL A MEKRY CHRISTMAS AND HAPPY GIVING. 


Aearl AbclC__ 
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MODEL 
TC-2 


FOR USE WITH 14%,” METERS 


Smith pumps have given outstanding 
service since the early days of the in- 
dustry. Recent improvements in materials 
assure double the old expected service 
life, even at the higher pumping pres- 
sures now demanded. 


There is no excuse for not getting excel- 
lent service from one of these pumps. 
Proper piping systems are not expen- 
sive, nor are they difficult to make. Send 
for the booklet on how to install your 
Smith truck pump. It will teii you how to 
get the most ous of a TC-2, in 1a way you 
can understand. Truck operators using 
Smith Pumps who follow these simple 
principles frequently handle five million 
gallons between pump repairs, and 
make deliveries at the maximum capac- 
ity of the meter. 


and 


She " 
"te 
> 


MODEL 
TC-3 





























BOOKLET ON 
DELIVERY TRUCK PUMPS 


If you are interested in faster delivery 
rates, consider the use of our TC-3. This 
requires larger piping, usually 3” on the 
inlet side of the pump, and a larger 
delivery hose, but can pay for itself 
through time saved in making large de- 
liveries. Our engineering department is 
at your service for consultation on such 
matters, without cost or obligation. 
Used TC-2 pumps can be converted into 
TC-3 units at our factory for substan- 
tially less than the cost of a new TC-3 
pump. They have the same mounting di- 
mensions, but DON'T PUT A T3-C IN 
A PIPING SYSTEM MEANT FOR A 
SMALLER PUMP. 


PUM PS 


FOR USE WITH 11” METERS 


SMITH Pumps installed in approved piping systems are covered by 
a “Satisfaction or money back"’ guarantee. Write Smith Precision 
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Mayor L. F. W. Jensen of Cuyk, Holland, ad- 
ministers that city's piped propane system, 
Holland's first. The coming of LPG to Cuyk 
has attracted population and industry at an 
unprecedented rate. When the genial mayor 
made a recent trip to the United States, he 
made BUTANE-PROPANE News one of his 
key stops. Here is a report by the editors 
on Mayor Jensen's LPG system. 


FTER the Meuse River flows 
A through France and Belgium 
on its way to the North Sea, it 
passes through a flat land of wind- 


mills and tulips, wooden shoes and 
dikes known to most people as Hol- 


as the 
enters 


land but known officially 
Netherlands. The Meuse 
Holland in the Southeast, where 
that nation touches Belgium and 
Germany. Although today the land 
is once again peaceful countryside, 
here and there can be seen remind- 
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ers of the battles waged over the 
terrain during the great struggle 
known as World War II. It was 
only 25 miles to the north, near the 
Dutch city of Arnhem, that the 
British landed the first paratroop- 
ers behind enemy lines. 

Situated on the west side of the 
Meuse in Southeastern Holland is 
the city of Cuyk. There, since the 
war but especially during the past 
five years, things have been hap- 
pening. Three hundred new homes 


-- 


have recently been completed and 
1000 more are under construction. 
New industry is coming into the 
once small town and new popula- 
tion is being added in an ever- 
quickening cycle. The reason for 
all of this activity is a word that 
is on the lips of every householder, 
shopowner, building superintendent 
and factory manager in Cuyk: 
“Propagas.” Cuyk has a _ piped- 
town propane gas works and LPG 
is available to all. 

Industry first began flocking to 
Cuyk because it was the only town 
that could offer gas. It was the 
first Dutch town to install a pro- 
pane gas plant, but results have 
been so good that at least 10 other 
cities have already followed Cuyk’s 
lead. 

Industries include a new Royal 
Typewriter Co. plant, a meat proc- 
essing and canning plant, a factory 
which makes grinding stones from 
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Cuyk ... It was the first Dutch town 
to install a propane gas plant 





carborundum, machine shops which 
use propane for cutting steel, a 
diamond cutting industry, and fac- 
tories which manufacture leather 
products, can baby foods and make 
cigars. 

Every building—churches, fac- 
tories, homes, shops —is_ heated 
with propane. A new church is hav- 
ing a propane-fired infra-red heat- 


In charge of the city’s propane 
system is Cuyk’s mayor, L. F. W. 
Jansen, who sings the praises of 
propane for domestic, commercial 
and industrial uses. He is proud 
of his propane system, and right- 
ly so. 

The city propane supply is stored 
in two tanks on a plot of ground 
which has been completely enclosed 


pacity of 18 metric tons of propane 
(just under 10,000 gal) giving the 
city a total storage of almost 20,- 
000 gal. 

Fuel is shipped in by railroad 
tank cars from the Shell refinery 
so no shortage of propane has been 
encountered. Tank cars are un- 
loaded at the railway station which 
is located about 250 meters (820 ft) 
from the tanks. A 64 mm (2% in.) 
liquid line moves propane from the 
tank cars to the storage tanks and 
vapor is returned to the cars 
through a 50 mm (2 in.) line. A 
vapor compressor is used to force 


ing system installed in which the by high trees and a fence. Each vapor from the tank into the tank 
heaters will be 15 meters (49 ft) tank is 40 cu meters in size car, thereby putting additional 
above the congregation. (181.2 cu ft) and each has a ¢a- pressure on the liquid and speeding 


Cuyk's propane storage 
tanks have no vaporizers, 
yet provide enough vapor 
to satisfy the entire city's 
demands even during the 
coldest winter months. 
Water sprays are used for 
cooling the tanks during 
warmer periods. Pressure 
is reduced at three points: 
at the plant, at several 
locations in the city and 
just before entering the 
customer's meter. 


The city's propane supply is 
stored in two 18 metric ton 
(about 10,000 gal.) tanks located 
near the railroad which brings 
propane from the Shell refinery. 
A vertical tank will soon be 
added to increase the capacity 
of LPG storage. The gas is the 
town's principal fuel. 
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railroad ca. unloading operations. 

The storage tanks have no va- 
porizers but have been designed to 
provide sufficient vapor to supply 
the city’s needs even under the most 
unfavorable winter conditions. Last 
winter was the coldest for Cuyk in 
200 years but there was no gas 
shortage. 

All safety features have been in- 
corporated in the design of the two 
storage tanks including water 
sprays for cooling, two safety 
valves and excess flow check valves. 

With increased demand from the 
growing residential and industrial 
community, a third storage tank 
will soon be added. This will be a 
vertical tank so that a minimum of 
space will be used. Propane con- 
sumption in 1951 was 60 metric 
tons (31,815 gal.) but this figure 
more than tripled by 1955 whan 
consumption jumped to 200 metric 
tons (104,237 gal.). 

Propane from the storage tanks 
is piped through mains and then to 
each home, building and factory. 
Two stages of pressure regulation 
are used in the process. 

A first stage regulator is situ- 
ated at the gas plant. This reduces 
the high pressure of all gas as it 
comes from the storage tanks to a 
medium pressure of 4 meters we 
(157.48 in. we). Gas at this pres- 
sure travels through the mains to 
second stage regulators at various 
points in the community. These 
secondary regulators drop the medi- 
um gas pressure to a low pressure 
of 300 mm we (11.91 in. we). At 
this low pressure the propane is 
piped to the ultimate domestic con- 
sumer. 

Gas for the industrial area is 
tapped from the medium pressure 
line before second stage regulation. 
Domestic installations along the in- 
dustrial branch line have individual 
second stage regulators at each 
horne which gives them the low 
pressure required. 

Gas is metered both at the main 
station and at each consumer in- 
stallation. House meters are of a 
Dutch make with a maximum ca- 
pacity of 2.5 cu meters per hour 
(98.4 cu in.). Although the first 
meters, which were designed espe- 
cially for propane, gave sporadic 
trouble, the replacements are now 
working well. There are now about 
900 L-P-gas meters in use. Each 
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consumer installation is equipped 
with a main gas shutoff just be- 


fore the meter. 

The piping system consists of 
11,250 meters (36,900 ft) of bitu- 
men-coated 
pipes. 


steel 
Pipe size varies from 125 
mm (about 5 in.) to 26 mm (about 
1 in.). All connections are welded 
and normal depth of the pipes are 
from 60 cm (23.6 in.) to 100 cm 
(39.3 in.) below the earth’s sur- 
face. Service lines—the connection 
street mains and gas 
meters—is also made of seamless 


seamless drawn 


between 


drawn steel pipe where these lines 
are underground. The lines vary 
from % in. to 1 in. and average 
about 7.5 meters (24.6 ft) in length 
each. 

Propane is piped from the meter 
to the appliance through 12 mm 
(.47 in.) seamless copper tubing. 
There is about 10 meters (32.8 ft) 
of interior tubing in each home. 
The entire interior system is pro- 
tected with blow-off safety valves 
and checking manometers. 


The municipally owned and oper- 
ated propane plant is aimed at 


breaking even. Domestic service 


Meters for domestic 
use are made in 
Holland especially 
for LPG. Each has 
a maximum capac- 
ity of 2.5 cu meters 
(98.4 cu in.) per 
hour. There are 


about 900 of these 


meters in use. 


about 85 cents Dutch (25 
cents American) for 22,000 calories. 
The gas works has had three rises 
in the cost of propane, but increas- 
ing efficiency has allowed the city 
to hold the same price to customers. 


costs 


No real difficulties of any kind 
have yet been encountered. The 
costs of operating the system are 
considered especially attractive 
since fixed costs are low and since 
there are practically no labor costs. 
The functions of meter reader. and 
maintenance or service man can be 
combined with functions of a dif- 
ferent municipal department since 
neither is occupied full time with 
the gas works. Administrative 
costs are low since the system is 
kept simple. 


Though used in a picturesque 
village where wooden shoes can still 
be heard clopping down a cobble- 
stone street, the same propane that 
has brought so many comforts and 
convenience to millions of Ameri- 
cans is doing the same thing for 
the hundreds of residents of Cuyk, 
Holland. There too the blue flame 
is a symbol of the better things 
in life. a 
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By GRIER LOWRY 


YDRO BUTANE CO., Hick- 

man Mills, Mo., does a high 
volume of bulk and bottle gas busi- 
ness with customers who own their 
own storage equipment, has a 
booming tractor carburetion de- 
partment, and even operates a 
profitable L. P. gas filling station 
for local taxicabs and milk truck 
fleets. But the heart of the dealer- 
ship’s operation—accounting for 75 
per cent of the total 4 million gal. 
annual volume—is its metered gas 
service. 

The metered service has been one 
of the keys to the firm’s growth 
during its 20-year existence, a 
growth of 10 per cent each year for 
the past 10 years. At the present 
time, Hydro Butane has 5000 
metered accounts throughout the 
Missouri counties of Platte, Clay, 
Jackson, Lafayette, Johnson and 
Cass. 

Homer L. Braswell, now presi- 
dent of Hydro Butane Co., bought 
his first truckload of butane in 
1936 from the Cities Service Co. in 
Tulsa, Okla. It was the first tank 
of L. P. gas sold by that company 
and the transaction necessitated 
laying a special pipeline to funnel 
the fuel to Mr. Braswell’s truck. 

At that time, Mr. Braswell and 
his partner, the late Hugh Elgin, 
sold L. P. gas to roadside restau- 
rants, tourist camps and filling sta- 
tions. After five years, they had 
500 regular customers. 

When an air crash took Mr. 
Elgin’s life in 1940, the business 
was incorporated with Jack H. 
Braswell, Homer’s brother, as vice- 
president and B. V. Caine as secre- 
tary-treasurer. In 1941, one year 


The 5000 customers on metered service read their own meters using return postcards pro- 
vided by the company in reporting their readings. Customers like the fact that their bills 
are smaller and easier to pay with monthly meter readings. 





Hydro Butane Co. 


The dealer that 


later, the firm inaugurated its pres- 
ent metered gas plan. 

“Before we began metered ser- 
vice, we could see that every time 
we succeeded in convincing an in- 
dividual of the benefits of using 
L. P. gas and finally sold him a 
tank,” Homer Braswell remarked, 
“we were simply doing the spade- 
work to set someone else up in 
business. With a little effort a com- 
petitor could come along and by 
simply offering the customer gas 
for a penny or so less a gallon, get 


To the dealer who is still de- 
bating whether or not to use 
customer meters, Hydro Bu- 
tane Co. would advise a 
definite yes. The Missouri 
LPG dealership now meters 
75 per cent of its fuel and 
credits metered gas for a 
big part of the firm's 20 year 
growth. 
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the customer’s business. 

“We also reasoned that as long 
as you had to have storage to stay 
in the L. P. gas business,” he added, 
“we might as well put the gas in 
the customers’ tanks where it would 
be used.” 

The company’s present storage 
facilities consist of 47,000 gal. at 
the Hickman Mills base, 20,000 
gal. at Liberty, 67,000 gal. at 
Odessa, 36,000 gal. at Pleasant Hill, 
and 5000 gal. at Harrisonville. Each 
branch operation is staffed with a 
manager, an assistant manager and 
a serviceman-routeman. B. V. 
Caine manages the Harrisonville 
plant, Jack Braswell is the Odessa 
manager and Walter H. Lofland is 
at Liberty. The metered accounts 
are pretty well distributed over the 
entire territory. 


In enumerating the advantages 
of metered service for his company, 
Homer Braswell cities the fact that 
the tank, though leased to the cus- 
tomer, belongs to the company and 
that gas can therefore be put in at 
any time without bothering the cus- 
tomer. In turn, this means that a 
Hydro Butane Co. truck always 
returns empty, since routemen sim- 
ply hit every tank on their routes 
until their supply is exhausted. 

One of the definite advantages of 
metered service, the company head 
pointed out, is that it helps work 
out the summer-winter ratio prob- 
blem. Along the last of February, 
the company’s routemen take a 
swing around their routes and drop 
gas in the tanks to about the half- 
filled mark. By the time the sum- 
mer fuel season has arrived, the 





metered gas built 


Right, Homer L. Braswell, one of the 
pioneers of the Missouri L. P. gas 
industry, holds one of the plates used 
in addressing direct mail material, 
meter report cards and statements 
sent out to the 5000 meter customers 
and other accounts. The company 
he heads boasts of sales record of 
4 million gal. of gas yearly. 


Below, a railroad track that permits 
unloading tank cars directly into 
company storage facilities is one of 
the notable features of Hydro Butane 
Co.'s headquarters operation in 
Hickman Mills, Mo. The company, 
which operates three branch outlets, 
has a total storage of 155,090 gal. 
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roads are good and the days are 
long. The tanks are in good shape 
to receive a substantial quantity of 
gas. 

In realizing full dividends from 
ratio storage with a metered plan, 
Homer points to the tank size as an 
important factor. The company in- 
stalls 500, 600, 750 and 1000 gal. 
tanks for metered accounts with 
the percentage running about one- 
half 500 gal. sizes and the re- 
mainder in the larger tanks. 

Customers pay a minimum of 
2.55 per month for metered ser- 
vice. There is a nominal installa- 
tion charge which approximates 
the company’s cost for the gas in 
the tank. The customer signs a 
contract which stresses that the 
tank is the property of the Hydro 
Butane Co. In the past, the com- 
pany has had a problem with cus- 
tomers who sell their homes and 
include the tank in the deal. 
Plaques, welded to the tanks, plain- 
ly state that the tank is the “Prop- 
erty of Hydro Butane Co., Not For 
Sale.” 

When meters were first intro- 
duced, customer resistance was 
found to exist, mostly because of 
inadequate knowledge on the part 
of the customers of how the meters 
and the metered gas system oper- 
ate. This lack of understanding 
has been done away with by a posi- 
tive information program to the 
point where resistance has disap- 
peared and many customers would 
not be without a metered tank. 

Several advantages have accrued 
to Hydro Butane customers due to 
the metered gas system. These ad- 
vantages have proved to be power- 
ful sales tools for adding new ac- 
counts. Customer advantages in- 
clude: (1) Customers do not have to 
be home when gas is delivered; (2) 
they are assured of accurate mea- 





surement and that they pay only for 
what they use; (3) bills are smaller 
and easier to pay; (4) customers 
are relieved of the problem of budg- 
eting a sum for purchasing the 
tank; and (5) they have no tank 
maintenance worries. 

IF'rom the standpoint of the com- 
pany, there is pretty fair assurance 
that the customer will be a perma- 
nent fixture since switching to an- 
other dealer would necessitate 
changing tanks and equipment, all 
of which would have to be paid for 
by the customer. There is a mini- 
mum of credit difficulty with a 
metered plan, Homer Braswell ad- 
vised. If a customer gets too far 
behind, the regulator is removed. 
However, metered customers are 
better risks than other customers, 
he stated, and the reason is the fact 
that they have a $15 to $35 deposit 
at stake which they want to pro- 
tect. 

The company uses the American 
decitherm 2 B 50 meter for most 
domestic accounts and the Amer- 
ican 10 B for customers who use 
from 1500 gal. up a month. 

Customers read their own meters, 
using a return postcard provided 
by the company. The customer 
simply records the meter reading 
on the card and drops it into the 
mail each month. Experience has 
been that about 10 per cent of the 
customers refuse to cooperate in 
reading their own meters and these 
are read once every two months by 
the routeman. 

The company has an average of 
$100 invested in each 500 gal. tank 
and $20 in each meter. The invest- 
ment runs about $250 in the 750 
gal. size and for the 1000 gal. tank, 
$320. Tanks are coated with fresh 


paint every two years. Meters are 
taken out and overhauled by a com- 
pany that specializes in this work 
about every seven years at a cost 
of $4.50 per meter. 

Homer Braswell is a stickler for 
dealing with each new prospective 
customer on a personal basis and 
believes that each L. P. gas in- 
stallation should be planned to fit 
the needs of the customer. If the 
prospect plans to use L. P. gas for 
cooking only, the salesman asks 
how much baking is done and if 
the housewife is a heavy baker, 
chances are at least a 300 lb cylin- 
der is recommended. If a dryer and 
washer are to be serviced, the firm 
usually recommends a 420 lb cylin- 
der or perhaps a 200 gal. tank. 
Small homes with heating units 
operated by L. P. gas are equipped 
with 500 gal. tanks. If the cus- 
tomer has more than a 65,000 Btu 
heating system, a 750 gal. tank is 
utilized. 

Mr. Braswell has considerable 
respect for the power of mass ad- 
vertising but estimates that 75 per 
cent of the meter business stems 
from favorable word-of-mouth ad- 
vertising dispensed by satisfied cus- 
tomers. 

Helping to bolster the reputation 
of the firm is a service department 
policy that provides repair on any 
piece of L. -P. gas equipment 
whether sold by the firm or not. 
Whether it’s a tank head gone hay- 
wire or a leak in the line, the firm 
has two men with the technical ex- 
cellence to correct the difficulty. 

Company servicemen’ undergo 
one year of apprenticeship in the 
shop before they make any repairs 
without supervision. They also at- 
tend factory schools regularly and 


Three trucks are employed in servicing metered accounts located in the area of the 
Hickman Mills home base plant. Some 700 underground butane units are also serviced 


from this operation. 
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attend the Missouri and Kansas 
LPGA schools. As a result, making 
adjustments, overhauling motors, 
lighting a furnace, or putting a 
blower into good working condition 
are fairly routine for them. 

On the service agenda is a fall 
“tune-up” service for the company’s 
customers. For a fee of $7, service- 
men will place all of the customer’s 
equipment—heating, cooking, ete.— 
in top shape for winter service. 
It’s a feature, this dealer firmly 
believes, with excellent goodwill- 
building potential. 

The matter of expediting phone 
calls is a specialized activity at the 
Missouri firm. Handling requests 
for service, information and orders 
for gas are two full-time dispatch- 
ers who endeavor to speed up cus- 
tomer requests by getting all of the 
details on each problem, assessing 
its importance, and channelling it 
to the proper department. 

With the customer who insists 
he is out of fuel and must have a 
fresh supply immediately, the dis- 
patcher, by tactful cross-examina- 
tion, is often able to discover that 
there is still some gas in the tank 
and he can schedule a _ delivery 
without making an emergency trip. 
Each dispatcher has a minimum of 
five years LPG experience. 

The company has_ encountered 
the feeling, especially in residential 
sub-divisions, that above-ground 
tanks create a discordant note. The 
company is therefore installing 
underground tanks and now has 
700 customers for this service. 
These installations are sold to the 
customers and represent a variety 
of eight or nine different sizes of 
tanks, ranging from 500 to 2000 
gal. Net profit from underground 
storage units, according to the 
dealer, is better than any other 
installation. The firm has two tank 
trucks servicing underground sys- 
tems. 

Keeping books on 5000 metered 
accounts could become a complex 
project. However, one person is 
able to perform this chore as the 
result of several labor saving ideas. 
For one thing, the firm uses Ad- 
dressograph plates in addressing 
all communications to customers 
including the meter report cards 
and the statement cards. The 
plates, which contain the customer’s 
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name, address, type of service and 
account number, are filed alpha- 
betically in drawers. The plates 
are divided according to type of ser- 
vice—metered or non-metered. The 
plates can be fed into the machine 
in batches of 35 at a time. 

The Cass County branch unit has 
reaped especially good dividends 
from sales campaigns aimed at the 
tractor market. Mr. Braswell 
believes that the key to developing 
business in this field lies in being 
discriminating regarding the con- 
dition of the tractor to be con- 
verted to L.P. gas carburetion. 

Tractors more than three years 
old, he believes, are too worn to 
realize full benefits from use of 
LPG. These customers are quite 
likely to blame the fuel for their 
low mileage and lack of efficient 
performance. His instructions to 
branch managers are to accept only 
first-rate equipment, and the newer 
the better. Within a five-year 
period, the Cass County branch has 
developed 65 tractor users who 
represent 25 per cent of the total 
business done at this operation. 

The company president puts a 
high estimate on the value of 


proper conversions in getting this 


business. “You can’t go out with 
a screwdriver and expect to do the 
job,” he emphasized. “You’ve got 
to work with a _ pick-up truck 
equipped with complete installation 
kits and exhaust analyzers. 

“However, we’d rather not make 
carburetor installations on _ the 
farms,” he added. “Why? Because 
the farmer gets worried and loses 
confidence when he sees his tractor 
torn down and the parts lying 
around. We’d rather do the job 
in the shop, paint the tractor, and 
have it ready for operations when 
the farmer sees it.” 

Direct mail has_ given real 
momentum to the tractor business, 
according to Mr. Braswell. From 
10,000 to 15,000 pieces of direct 
mail go out to RFD _ boxholders 
every February. Copy-slant is usu- 
ally on the economy angle and the 
longer life of LPG-powered trac- 
tors. When a lead develops from a 
mailing, a salesman visits the pros- 
pect in person and cites specific 
dollars and cents savings had by 
other farmers in the area. 

“We have a secret weapon when 
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The important responsibility of speeding up customer service is assigned to a dispatcher 
who takes incoming phone calls, screens them, records pertinent information and channels 


requests to the proper departments. 


Two taxicab companies are regular customers of the 500 gal. propane dispensing station 
operated at the Hickman Mills plant. The cabs use a minimum of 20 gal. of fuel each day. 





we talk to the farmer about instal- 
lation costs,” Homer Braswell as- 
serted. “We tell him he doesn’t 
have to pay a dime at the time 
the unit is put on. All he has to do 
is pay the uaifference between the 
price of gasoline and L.P. gas until 
he has paid $225. 
ally runs about 6 cents less per gal. 
and it doesn’t take long for the big 
farmers to pay this out. That kind 
of a proposition invariably impress- 
es farm prospects.” 


His saving usu- 


Two taxicab companies and the 
four milk trucking companies were 
offered this same deal in changing 
to a propane fuel system on their 
vehicles. They pay for the $225 
cost per vehicle of converting to 
propane as they save on fuel costs. 


Since the average cab uses 20 and 
more gallons daily, the installation 
fee is paid off in six months or 
less. The taxicab companies using 
propane have found their fuel 
costs are running at least 20 per 
cent less, there is less fume from 
the exhaust system and they achieve 
far more wear from their engines. 
The firm operates a 500 gal. dis- 
pensing unit for these customers. 

“But metered gas service is still 
our forte,” Mr. Braswell summed 
up. “It has benefited us and our 
customers while building new busi- 
ness. We here at Hydro Butane are 
100 per cent sold on its merits. It 
has gone a long way toward giving 
us the kind of dealership we have 
today.” ® 
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HEN field report 


very L. P. gas dealership would 

like to provide its employees 
with a good, workable safety train- 
ing program. But such a program 
is not always easy to put on. Em- 
ployees must be receptive to the 
training, time has to be found for 
the meetings, suitable material is 
needed and a good instructor is 
important. How can these obstacles 
be overcome? 

Home Gas Co., Minneapolis, 
Minn., has found the way. It is 
currently in the midst of a highly 
successful program in which all of 
the obstacles have been neatly 
hurdled. 

With 15 plants and 150 employees 
throughout Minnesota, North Da- 
kota and Wisconsin, Eldon Engel, 
director of safety and education 
training for Home Gas decided to 
open the safety training course to 
only those employees who wanted 
it; to have employees use their own 


Eldon Engel (stand- 
ing) director of safe- 
ty training for Home 
Gas Co., Minneap- 
olis, Minn., looks 
over General Man- 
ager E. A. Doven- 
berg's shoulder at 
the course of study 
used in the com- 
pany's successful 
safety training pro- 
gram. 


Home Gas Co. 


hurdles the 


safety training obstacles 


time at home for taking the course 
and to use a ready-made expert 
course of study which provides 
the basic safety material and puts 
it over in the same way as would 
a skilled instructor. 

Basis of the safety course is the 
book “Safety is Everybody’s Busi- 
ness,” written by BUTANE-PROPANE 
News editor Carl Abell. The book 
is a compilation of 23 articles which 
appeared in BPN through 1953 
and ’54. Each of the sections is 
followed by questions for discus- 
sion. 

The course was set up by Home 
Gas as a home study project. With 
normal time spent on home study, 
the company figured that the 
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William Beeson,  service- 
man at Home Gas Co.'s 
Fargo, N. D., plant, was the 
first of over 100 employees 
to complete the safety 
training course. 


FARGO.N.D 


Phone 4969 | 





Ninety per cent of this LPG dealer's employees have signed up 


to take a safety course at home, after regular working hours 
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course would be completed in 44 
weeks, allowing about two weeks 
for each of the lessons. 

Offered on a strictly voluntary 
basis to all employees beginning on 
February 1, 1956, 90 per cent of 
all servicemen, salesmen and man- 
agers at the 15 plants enrolled. 

First announcement of the avail- 
ability of the home study program 
was made in a letter to all em- 
ployees on January 4, 1956 
(Fig. 1). Interested employees 
filled out enrollment blanks sup- 
lied with the letters and sent them 
to Mr. Engel at the head office. A 
record sheet was made out for each 
man who enrolled and a notation of 
enrollment was made on his per- 
sonnel] record. 

In order to remain active in the 
course, the minimum requirement 
:s to complete one lesson every two 
weeks. Completing a lesson entails 
studying a chapter and writing 
answers to the questions given at 
the chapter’s end. The written an- 
swers are mailed to Mr. Engel who 
corrects them and returns them 
with comments to the employee. 

Since all studying must be done 
after working hours, employees are 
allowed to go ahead with the les- 
sons at a faster rate then one every 
two weeks if they wish. Although 
the course is scheduled to end in 
December, seven men had finished 
the course completely by Septem- 
ber and four of these men were 
done in 28 weeks instead of the 44 
allowed for normal home study. 
The seven who finished by Septem- 
ber are William Beeson, service- 
man at Fargo, N. D.; Gene Nugent, 
serviceman at St. Cloud, Minn.; 
Lambert Doll, district manager at 
Grafton, N. D.; Herb Kremin, dis- 
trict manager at Mankato, Minn.; 
Orville Miller, district manager at 
Rice Lake. Wisconsin; Si Bidinger, 
Redwood Falls, Minn.: and Norman 
Shoberg, Wahpeton, N. D. Miller, 
Kremin, Beeson and Nugent had 
already finished their final exams 
by that time. 

Final exams are given at the 
completion of the course and are 
made up by Mr. Engel. The exam- 
ination contains 15 questions, each 
of which requires considerable 
thought on the part of the student. 
Answers provide a measure not 


DECEMBER, 1956 


only of the employee’s safety knowl- 
edge, but also of common sense and 
good judgement. Mr. Engel has a 
series of tests so that the same test 
is not given to every student. 

On completion of the course and 
the final exam, each man is pre- 
sented with a cigarette lighter 
which carries a blue flame and the 
man’s initials. 

The completion is recorded in 
the employee’s permanent educa- 
tional file which contains a record 
of all home study or other educa- 
tional accomplishments made with 
the company. 

Because the use of L. P. gas 
equipment and the application of 
certain methods of operation differ 
in various parts of the country, 





Home Gas employees have made 
some interesting comments regard- 
ing certain parts of the material 
in the course. Because of these 
comments and indications which 
show up in writing answers to 
questions in the final examination, 
Home Gas believes the course is 
accomplishing more than safety 
training alone. It provides another 
measure of the employees’ indi- 
vidual ability and initiative. 

The home study safety course is 
only one part of the company’s 
program of promoting higher 
standards of education and safety 
within all employees, according to 
Mr. Engel, who is responsible for 
organization and complete admin- 
istration of the successful program. 
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January 4, 1956 


TO ALL HOME GAS EMPLOYEES 





Here is something new for you. 


A home study course on LP-Gas Safety. 
Safety is everybody's business, its your business, 


As a member of the 


industry, this course is offered in your interest - the text material 


is the best, written by leaders in the LP-Gas field. 


You're wanted - 


grasp this opportunity, be informed, enroll! 


Here is how it works - Along with this letter you received a quantity 


of enrollment blanks. 


Each man interested in the course should fill out 
an enrollment form and mail it to this office. 


Upon receipt of the 


enrollment form a study course record sheet will be made for each man 
and his enrollment entry recorded in the personnel files. 


The text that will be used, "Safety is Everybody's Business" by Carl 


Abell, is so arranged that each chapter will be a lesson. 
each chapter there are some problem questions. 


At the end of 
Besides reading the 


chapter, written answers to these problems are a lesson requirement. 

The answers are to be mailed to my attention at this office by the student. 
Upon completion of the study course a series of review questions will be 
issued to the student in the form of a final examination. 


The answers as given by the author are written at the back of the book, 
These can be used as a guide, however, the answers should be original. 
The student's opinions and suggestions are also welcome, 


The minimum requirement is one chapter every two weeks. 


However, a 


student can complete as many lesson chapters as rapidly as desired. At 
present each plant has one text book, and every two students shall use 


one book, 


More books will be furnished as needed. 


The course is open to everyone - managers, salesmen and servicemen, It 


is entirely voluntary. 


mation about gas and gas equipment. 


You'll enjoy it and it contains a wealth of infor- 
Any person can enroll at any time by 


merely filling out an enrollment form. 


Upon completion of the prescribed course and after the final exams, a 
fitting acknowledgement for initiative and effort will be presented. 


Fig. |. 
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Eldon Engel 


This letter to all employees started things popping. 





General Manager E. A. Doven- 
berg adds that “Today, more than 
ever before, we in the L. P. gas 
industry are faced with the prob- 
lem of tremendous expansion. We 
are expanding by amazing leaps 
and bounds with the acquisition of 
new facilities and the addition of 
thousands of new customers, there- 
by calling for heavier and faster 
work schedules for al] personnel. 
Most important, this great expan- 
sion and growth brings us many 
new and inexperienced employees. 
These men need safety training, 
and our older and more experienced 
men also need constant safety re- 
minders. It’s true our industry has 
an excellent safety record, but 
during this period of expansion 
and unusual growth, this record 
could very well be tarnished. Let’s 
recognize this problem and make 
every man in the L. P. gas indus- 
try safety conscious. Only then, 
can we hope to maintain our great 
record.” Be 
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Six of the men enrolled in the home study safety training course talk over an assignment 
at the Rice Lake, Wisconsin, plant. Seated is District Manager Orville Miller, who has 
already completed the course. Standing (left to right) are Harold Thorstad, John Relford, 
Denny Charron, Louis Carpenter and Charles Mell. 





L. P. gas portable rig is the 
latest in fire fighting equipment 


A unique, mobile set-up that 
gives industrial, municipal, and 
voiunteer firemen advanced train- 
ing in the use of portable extin- 
guishers was launched on its way 
earlier this year by the Buffalo 
Fire Appliance Corp., Dayton, 
Ohio. 

This school is literally going to 
the student of fire fighting. In 
actual practice, the “school” 
amounts to eight schools in one. 
Each is presided over by a Buffalo 
representative. Together, they 
blanket the entire nation and con- 
duct the class wherever it is re- 
quested. 

Vice President Byron J. O’Hara 
of Buffalo estimates that his men 
will stage 350 “mass” demonstra- 
tions the first year under the aus- 
pices of local distributors. On top 
of that, they are expected to put 
on hundreds more for small groups 
such as volunteer fire departments 
at special request. 

The school features the latest in 
portable 


demonstration equip- 
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ment. Heart of the equipment is 
a special portable rig developed 
by Buffalo fire engineers to oper- 
ate on L. P. gas. The rig, which 
stores into the trunk of an auto 
when dismantled, can simulate 


Members of the select audiences are given 
an opportunity to use the extinguishers after 
the demonstrations are over. Here, Robert 
C. Peel of Buffalo watches as an industrial 
safety man puts out one of the fires. 


some of the most dangerous and 
hard-to-handle gas and oil fires. 
These include fire in a ruptured 
underground oil line, flaming liq- 
uid shooting from a broken pipe 
flange and flames bursting from 
an open pipe and rebounding from 
a nearby wall. 

Many safety officials have been 
impressed by the versatility of the 
L. P. gas rig and have borrowed 
it for short periods to help train 
their men. 

The L. P. gas rig is a series of 
seven rubber hose lines, six of 
them with metal outlets simulating 
different types of fire hazards. The 
seventh line leads to a regular 
L. P. gas cylinder and feeds the 
liquid petroleum to the other lines. 
When valves are turned on and a 
torch is applied to the outlets the 
resulting fires roar at tempera- 
tures as high as 2400° F. 

The demonstrations begin with 
a brief talk on the techniques of 
using extinguishers on the haz- 
ards to be demonstrated. Then, 
the Buffalo demonstrator shows 
how each of the blazes is best ap- 
proached and put out. 

The demonstration ends with a 
question and answer period. 
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HE quickest definition of man- 

agement is “it’s what the boss 
does.” L. P. gas dealers are the 
bosses of their own business. What- 
ever they do is management. 
Whether it is good or bad, it’s man- 
agement. If one half of their deci- 
sions are good, their profits will 
grow. 

What do you do in managing 
your business? We’ve asked that 
question of many LPG distributors. 
Here are some of the answers. 

One will say “I supervise em- 
ployees.” Another will say, “I 
watch expenses.” “collect,” 
“keep after people,” “sign notes,” 
“maintain equipment,” “find new 
personnel,” “sell appliances,” “buy,” 
“make improvements,” “sell,” “pro- 

“keep old cus- 


mote the business,” 

tomers,” “pay taxes,” “watch the 
inventory,” and “worry.” These 
are important tasks, but they are 
not management. Such businesses 
might grow but they are seldom 
profitable. 

One giant automobile company 
grew to immense proportions with- 
out management. Though they 
turned out thousands of auto- 
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MORE PROFIT 


through 


By L. T. WHITE - 


mobiles, they lost nine million dol- 
lars a month. 

All of the things these distrib- 
utors said they were doing could 
have been done by others. I heard 
one such man ask an expert, ‘““When 
should I put on another man?” And 
the answer was, “Whenever you 
can find someone who will work 
for less than you think you're 
worth.” If you believe you are 
worth $5 per hour, you should hire 
a man who will do that work for 
$3 per hour. 

You know the story of the young 
man who applied for a job. When 
he had qualified, he asked, “What 
do you pay?” He learned, “We pay 
what you’re worth.” He said, 
“Gosh, I am making more than that 
now.” 

If all of the tasks quoted above 
are not management, what is man- 
agement? Here is what financial 
men say. These essentials of good 
management were listed by Federal 
Reserve Bank presidents and they 
should know, because whenever you 
lend money or raise money for 
business as they do you judge man- 
agement. 


These are the things which man- 
agement should do. They are the 
duties of management. 


L. T. White is director of Cities Ser- 
vice Petroleum Inc. and manager of 
the Business Research and Education 
department. He knows marketing 
through 40 years of experience from 
house-to-house selling to top market- 
ing management consultant. He is a 
member of the National Distribution 
Council for the U. S. Secretary of 
Commerce, consultant to the U. S. 
Small Business Administration, vice- 
president of the API Marketing Per- 
sonnel Training Committee and is ac- 
tive in a variety of endeavors fo 
raise the prestige of business leaders. 
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1. See new business opportunities 


Let me give you an example. 
Thirty-five years ago, a young man 
left the farm and came to Little 
Rock, Ark. He got a job in a tire 
shop. He learned how to fix a tire 
and then to sell a tire. Then he 
took a picture of a tire store and 
went to a man who had a vacant 
lot and money to lend. 

He asked the capitalist if he 
would build him a store like the 
picture. The man said, “such a 
store will cost about $17,000. How 
much collateral do you have?” Our 
friend said, “I’ll let you know to- 
morrow.” He hurried down to the 
local library and looked up the word 
“collateral.” 

The following day he returned, 
proud to use the new word. “Here 
is my collateral—$1600.” The land- 
lord then said, “Now put it in 
escrow.” Our friend had to rush 
back to the library again to find 
out what “escrow” meant. 

Having learned how to finance, 
he was soon running a successful 
tire business. Then he began to 
look for new opportunities. He 
put in gas pumps. Then he won- 
dered how much money the whole- 
salers made. Next he became an 
oil jobber. Then he saw good opn- 
portunities in gasoline retailing. 
So he opened a super service sta- 
tion. He saw that his customers 
wanted emergency road _ service. 
So he purchased a service truck. 

From the wrecks he towed, he 
saw the need for collision service. 
So he opened that. From looking 
around at the scene of wrecks, he 
put in an ambulance service for 
the people who were hurt. Recently 
he purchased an undertaking busi- 
ness. He is one of the wealthiest 
men in town. He said, “It is won- 
derful to see how many opportuni- 
ties there are today.” What is 
the lesson for this story? 

First, look forward. That will 
show you opportunity. Next, look 
backward. Review your operations. 

These days there is a baby born 
every ten seconds in America. That 
means, there will be more people. 
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Each additional person wants more 
and better things and wants them 
both for less. 

Forward looking businessmen let 
“change” work for them. One man 
said, “Progress is continuous. If 
we don’t learn when offered the 
chance, we will be forced to learn 
another way.” 

One of our business research 
projects has been to study the lives 
of famous men who had built fine 
businesses and made enduring for- 
tunes. 

Sixty-seven such careers were 
carefully analyzed. We noticed that 
each of these men believed 
America would grow, that people 
would want more goods and better 
services. 
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2. Plan 


Here is an example of business 
planning to make profits in the 
public interest. One of the larger 
rubber company’s representatives 
visited a smaller businessman who 
retails their tires. After the usual 
pleasantries he asked, “How much 
money did you make last year?” 
This dealer replied, “I’ve just made 
out my income tax. I’ve discovered 
that I made $3900. Why, that’s 
only 94 cents an hour. I could have 
made more that that working in 
a factory.” 

The factory man asked, “What 
is your definition of profit?” And 
the dealer said, “What’s left after 
the bills are paid.” In other words, 
continued his friend, “it’s what 
happens to be left.” The dealer’s 
answer was, “In my case, anyway.” 
The factory man said, “How much 
would you like to make?” After 
some thought the dealer said, “Five 
dollars per hour — $10,000 per 
year.” The factory man and the 
dealer planning together took the 
$10,000 and projected it into an- 
nual sales. 

They saw $200,000 could be 
budgeted. They separated that vol- 
ume into quotas by month, week, 
and days. Then they had a plan. 
Now the dealer makes $10,000 a 
year—plus. 
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3. Organize 


In organizing, the business man- 
agement keeps in balance the five 
M’s = Markets, Methods, Men, 
Money, and Merchandising. 

For this discussion, let us take 
Men. The key to management is 
in its first syllable—man. 

Two women distributors were 
attending a management institute 
at the University of Illinois last 
spring. Both were managing a 
business which their husbands had 
left them. They were asked, “Why 
are you more successful in man- 
aging your business than was your 
husband?” 

One said, “As mothers, we know, 
no two people are alike. Even your 
own children will differ. Women 
know that you can’t handle people 
by classes. They must be under- 
stood as individuals.” 

The second woman distributor 
said, “I listen to my employees and 
to salesmen. My husband never 
would. He thought he knew all 
the answers. He rarely had new 
information.” 

It’s people who make your prof- 
its, not your products nor your 
property. Then you could say to 
each person on your payroll, “I 
pay you ($300) per month. We get 
the money from sales we make to 
customers and the profit resulting 
from those sales.” Show your 
people how they can bring in more 
than $300 in profits, more than 
$6000 in sales. 

One man who operates many 
service stations and garages was 
asked how far he could extend such 
a plan. He said, “I don’t know. If 
every person on my payroll brings 
in more net profit than they cost 
me, why can’t I add people all the 
time?” Many companies which are 
now big and successful, have done 
just that. The opposite thinking 
is unfortunately practiced by some 
managers who lay off people to 
increase profit. You’ve heard of 
the man who doing some amateur 
carpentry work said, “I don’t un- 
derstand this thing, I’ve cut it off 
three times and it’s still too short.” 
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4. Control 


Control is like driving a car. You 
start the motor, push the throttle 
for power and steer for direction. 
Then you put on the brakes so you 
can reach the exact spot you had in 
mind. All through the trip, you 
watch instruments to know what 
is happening inside. 

These instruments are meaning- 
ful because they have marks on 
them by which you can compare 
what is happening with what should 
happen. Thus you are able to see 
what is going on inside the engine, 
battery and radiator. 

The controls of a business are 
its records. Your judgment or de- 
cisions depend on how much infor- 
mation you have about the inner 
workings which are hidden. 

How good is your business in- 
formation? 

. How much profit did you make 

last month? 

. How much does it cost you to 

open the door each day? 

. Do you take inventory regu- 

larly? 
4. What is your business worth? 

. Can you leave your business 

for two weeks? 

. Why do steady customers buy 

from you? 





Let’s take one of these questions 


—inventory. Inventory can be too 
low to satisfy customers or too 
high in the opinion of your bankers. 

Last summer, I asked a man who 
has spent a life time liquidating 
stocks of bankrupt merchants, 
“What management mistakes 
would you say those men made?” 
He said, “They bought what they 
liked when they should have bought 
what the customers like.” 

Unless your information tells 
you about your inventory, its turn- 
over, how much is obsolete and 
should be redded, you are in danger. 

Let’s take another item — ac- 
counts receivable. I have met job- 
bers who purchased the business 
from the former owner and then 
were able to collect enough from 
the past-due accounts to pay for 
it. 
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A third .matter—that of insur- 
ance. Georgia Distributors had a 
study made of their insurance 
costs. They went to the State Uni- 
versity where an expert was on the 
faculty. They found it was pos- 
sible to improve their coverage 
and reduce the cost by one-third. 
They would never have sought this 
information unless their controls 
indicated that there was room for 
improvement. 
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5. Improve 

Not long ago, America sent a 
young man to Switzerland where 
he won the world’s championship 
as a figure skater. He came back 
to New York, and he appeared on 
a television program. They asked 
him why he became champion and 
what it would take to stay cham- 
pion. He quoted another champion, 
Ben Hogan of golf, “You must 
have a friend watch what you are 
doing to tell you of careless bad 
habits you have slipped into. Then 
you can correct them.” In this com- 
ment there is a good point. 

Do you admit making mistakes? 
A young lady wrote to Miss Fair- 
fax, a newspaper columnist, and 
said, “I was out with a traveling 
salesman last night. We had a lot 
to drink and then went to a lone- 
some place to park. Did I do 
wrong?” Miss Fairfax wrote, “You 
probably did.” 

When businessmen realize that 
their profits are not growing, they 
should admit they have made some 
mistakes. It’s a hard thing to do. 
It leaves a bitter taste in your 
mouth, but it’s a very useful prac- 
tice. Businessmen must release 
that excess pressure which comes 
from ego. 

One man in Virginia says that 
his business really became solvent 
when a friend told him that he 
was taking all the credit for the 
growth of the business. He added 
that he would never become much 
bigger unless he called all his em- 
ployees together and apologized for 
hogging the spotlight and taking 
all the credit. 


Fred Allen told that his grand- 
father once built a scarecrow so 
good that crows brought back corn 
they had stolen three years before. 
Their consciences hurt them. 

In good management, you de- 
velop a business conscience. You 
think, “What could I have done 
better, and how could I have pre- 
vented that sad occurrence today? 
Was it my fault?” 

A theatre owner used to go 
around the main street of his town 
and tell people how poor attendance 
was. Next he couldn’t figure out 
why merchants wouldn’t buy thea- 
tre advertising. He blamed the ad- 
vertising agency and the salesmen. 
Finally, he saw his own mistakes. 
He was running down the advertis- 
ing medium so fast that they 
couldn’t build it up. 

That brings to mind another 
question which is often asked, 
“How much should [ spend for ad- 
vertising?” A good general an- 
swer is, “One dollar out of each 
$100 of sales or one per cent.” Be- 
fore you spend one penny in ad- 
vertising, ask yourself these ques- 
tions: 

Why should people buy from me? 
What do I do for people? When 
you know that you give people 
warmth, ease and vitality; when 
you know that their satisfaction 
and happiness results from your 
efforts, when you’re sure you excel 
competitors, then you should ad- 
vertise. 

You’ve seen things happen. Yon 
have installed a new gas stove. You 
have taken out the old coal or wood 
burner. You’ve seen the improve- 
ment. You’ve seen the delight in 
the eyes of the user when you 
started the new appliance. Later 
you went back to replace the cyl- 
inder. The customer told you how 
much enjoyment you have brought 
to them. How much drudgery you 
eliminated. How much satisfaction 
came to mother when praised by 
father and the kids at her new skill 
in cooking. 

You know that the benefits you 
brought far exceed your price. 

You have helped people to live 
better, and you can prove it. You 
can prove it in your customers’ 
words. It is often said that ex- 
pansion begins when customers tell 
how good you are. a 
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Why all the sudden fuss about 
unified gas industry promotion? 
What's in it for the individual 
L. P. gas dealer? In part one 
of this series, we told of the 
continuing promotional cam- 
paign waged by the electric in- 
dustry and how it was not until 
recently that the gas industry 
fully realized the threat this 
campaign posed to every dis- 
tributor of gas—LPG and util- 
ity. While the growing na- 
tional gas promotion campaign 
will go a long way toward com- 
batting this threat, the national 
effort must be reinforced from 
the grass roots level by gas 
marketers in every area joining 
hands to present the gas story 
in each marketing area in the 
nation. 


Unified gas industry promotion 
can be accomplished through 
use of any or all media and 
through a variety of promo- 
tional campaigns. Parts two 
and three of this series present 
an outstanding use of one 
media — highway signs. This 
movement began in Oklahoma, 
as was explained in "Part Two: 
The Oklahoma Story" (BPN, 
October 1956), and has now 
spread to Pennsylvania and at 
least eight other states. Its aim 
is to cover the nation with signs. 
This month we tell the story of 
the unified highway sign pro- 
gram in these other states. In 
all cases, it was the state LPGA 
and the LPG dealers who were 
in the forefront of the move- 
ment. 


Next month, in port four, we 
will show what the gas appli- 
ance manufacturers are doing 
as their part of the unified gas 
industry promotional program. 


HE idea that highways 
T throughout the state of 
Pennsylvania might be covered 
with signs proclaiming the vir- 
tues of gas was spearheaded by 
the Pennsylvania LPGA and a 
utility, the United Gas Improve- 
ment Co. Precedent had already 
been set by Oklahoma which is 
spotted with 200 highway signs. 

Pennsylvania’s LPGA had ap- 
proved the plan, in which LPG 
dealers and gas utility companies 
each contract for any number of 
highway signs in their marketing 
areas, the result being an endless 
chain of signs across the state. 
Every sign is similar in style, yet 
every one carries a different mes- 
sage and the contracting firm’s 
name and town. 

Two meetings held in October 
of 1955, one in southeastern 
Pennsylvania and one in the west- 
ern part of the state, set the stage 
for the present program. 

Sixty L. P. gas and utility oper- 
ators came together for the south- 
eastern meeting held at the 
United Gas Improvement build- 
ing in Reading. Willard Colvin, 
sales manager of UGI’s Reading 
Gas Division, presided. Among 
the larger LPG dealers from east- 
ern and central Pennsylvania who 
attended were Suburban Gas Ser- 
vice, Harrisburg; Gas - Oil Prod- 
ucts Ine., Oxford; Sungas Co., 
Scranton; Eastern Propane Co., 
Malvern; Fuelane Corp., Liberty, 
N. Y.; Rural Gas Co.. Williams- 
port; and Cutten Gas Service, Wy- 
oming, Pa. 

At that meeting, arrangements 


Part three: 


were made for the second meeting 
at Pittsburgh. The second meet- 
ing brought together three Pitts- 
burgh utilities and 23 LPG deal- 
ers at the People’s Natural Gas 
Co. This launched the western 
Pennsylvania program which tied 
into the eastern program. Jack 
Board, Johnstown Suburban Gas 
Co. and the then president of the 
Pennsylvania LPGA, presided. 

A total of 56 companies — LPG 
and utility — and five manufac- 
turers contracted for signs as the 
result of these two meetings. Over 
150 highway signs are already up 
in Pennsylvania, 100 of them in 
the eastern part, and additional 
signs are being contracted for with 
a goal of more than 200 signs for 
the state. 

As in the case in the entire 
state of Oklahoma, it is now al- 
most impossible to drive through 
southern, southwestern or south- 
eastern Pennsylvania — day or 
night — without realizing that 
gas is the fuel to use. 

Northeastern Pennsylvania is 
now joining in the program with 
a network of signs which will take 
over where the southeastern signs 
leave off. Bill Cutten, Cutten’s 
Gas Co., Wyoming, Pa., and 1954 
Pennsylvania LPGA president, 
was the first northeastern dealer 
to contract for signs. 

Bryant Corp., Philadelphia, con- 
tracted for 20 signs in coopera- 
tion with 11 of its dealers and the 
Bengal Range Division and the 
water heater division of the John 
Wood Co. are in the program. 

What about other states? The 
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Pennsylvania joins the program 


first signs are already up in Mary- 
land and will run right into the 
southern Pennsylvania concentra- 
tion, making a constant chain 
right across the state lines. Jim 
Hayes, Town and Country Gas 
Service Inc., Taneytown, Md., 
gave the go-ahead for his com- 
pany. The Maryland LPGA, of 
which Mr. Hayes was president, 
has given its approval to the pro- 
gram. 
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In Nebraska, 
panies were the first to join the 
highway sign program but LPG 
dealers are not far behind. Govy- 
ernor Victor Anderson became 
the first L. P. gas dealer in the 
state to sign up. 

The program was first brought 
into Nebraska by the endorse- 
ment ef the Blue Flame Gas Asso- 
ciation, itself unique in being the 
first association in the country to 


utility gas com- 


include all segments of the gas 
industry in its membership and 
activities. The Association is in 
the process of raising funds to 





Each flame on this map of the state of 
Pennsylvania shows the location of a high- 
way sign contracted for by either an LPG 
dealer or a gas utility company. The signs, 
which reflect light at night, all proclaim the 
virtues of gas for a variety of household 


chores. 





Pennsylvania joins ... The Quaker state and eight others have 
already joined Oklahoma in using highway signs to promote gas 


Let ws Prove. . 
. FOR COOKING — B 


y GAS: BEST } 


me 
DE ALER NA 


Nebraska's Governor Victor Anderson becomes the first L. P. gas dealer in his state to 
join the unified highway sign program following the Nebraska LPGA's approval of the 
plan. Present as he signed on the dotted line are (left to right) Norman Hahn, president, 
Nebraska LPGA, and Tom Haney, Beals Advertising Co., Oklahoma City. 


support a number of signs as an 
Association project to supplement 
signs purchased by individual 
companies. 

Other states in which the uni- 
fied highway sign program has 
been launched include _ Illinois, 
Wisconsin, Iowa, Arkansas, Tex- 
as, Indiana and West Virginia. 

The Beals Advertising Co., 
Oklahoma City, has coordinated 
the highway sign program and is 
helping LPG dealers and gas util- 
ity companies start a sign pro- 
gram in every state*where inter- 
est is shown. The initial fire must 
come from the dealers and util- 
ity officials themselves. 

Repetition makes advertising. 
Repeating the message that “gas 
is best” to every motorist on 
every highway in the nation is 
an excellent means of aiding the 
overall gas promotion campaign 
aimed at letting every American 
householder realize that whatever 
the chore, gas IS best. x 


Twenty-one L. P. gas dealers and representatives of three Pitts- motion. Every dealer and utility present joined the program, 
burgh gas utility companies were represented at this meeting last thereby reinforcing a similar program in southeastern Pennsylvania. 
year in Western Oklahoma to discuss unified highway sign pro- Over 150 signs are already up. 
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A man whose fingers are on the pulse of the LPG 
industry considers two important problems that 
affect future industry growth as he discusses: 


LPG storage, buyer motivation, and 


these next few important years 


EGARDLESS of how success- By W. R. LUND, Manager, Marketing Research 
ful an industry may be or how Warren Petroleum Corp. 

fine the product it offers, it is likely 
to encounter changing conditions TOTAL PROPANE SUPPLY AND DEMAND 
and different problems at any time (IN MILLIONS OF GALLONS) 
in its growth. Like management in 3600 a 
any other industry, L. P. gas dealers | 
cannot afford to take it for granted 3400 asi2 
that business conditions will always 
be exactly as they are now. 3200 

One of the functions of my job 
in marketing research is to keep 3000 
track of these trends and sales 
problems. There are two subjects 2800 
which should be considered at this 2600 | 1952-1955 INCREASE 
time. The two subjects are quite 
different yet have one thing in com- 2400 —— PRODUCTION... 40.88% 
mon—both are important to the adeo SALES 43.84% 
L. P. gas dealer’s growth and 
profits. The first is the changing 0 
industry storage situation and the 1952 1953 1954 1955 
second is a look at what market 
research findings indicate about the Fig. 1. Sales have increased about 44 per cent over a four-year period. 
future growth of the L. P. gas 
industry. 















































Propane supply and demand 


TOTAL PROPANE STORAGE 


Fig. 1 shows the very c ] ose 4 IN THOUSANDS OF GALLONS) 


balance between propane production 
and sales from 1952 through last 
year. It indicates that total produc- 
tion has increased almost 41 per 
cent and that sales have increased 
about 44 per cent over the four-year 
period. It should be noted that while 300 900 
1955 showed a greater sales in- 

crease than that for production, this 

was brought about more from unex- 200,000 
pected cold weather rather than 

from the failure of production to 

keep up with demand. It is expected 100,000 
that 1956 production increase will 

match or exceed that for demand. 





500,000 





400,000 

















0 
Propane storage 1952 1953 1954 1955 1956 


Fig. 2 was designed principally [I asove GROUND EBBUNDERGROUND [MM TOTAL 
to explain why the propane price 


structure is likely to be more stable Fig. 2. There is now more than 500 million gallons of storage available. 
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REGO is the registered trade mark of The Bastian-Blessing Company 


1 Uniform Delivery Pressure. That’s a regulator’s one essential job. And whether you go by 
experience or the regulator’s performance curve, you'll find that RecgO LP-Gas Regulators 
deliver remarkably uniform appliance pressures over wide ranges of flow despite considerable 
variations in inlet pressures. 


2 High Capacity. RecO Regulators are designed to give you the highest practical capacity 
for their size. That’s true in cold weather as well as hot, with low lock-up pressures to prevent 
pilot light outages. 


3 Assured Quality. LP-Gas distributors throughout the world have since the beginning of 
this industry purchased millions of RecO LP-Gas Regulators ... and many of the original 
models are still in service after more than 30 years. That’s proof of quality! 


@ Wide Selection. You'll find a RecO Regulator for every LP-Gas application. It saves you 
time and money when you can bring all your problems to one source. 
5 Low Cost. Service calls cost you money. When you buy the correct size and type of RecO 


Regulator for each application, your experience will show you that initial cost is usually 
the final cost. 


tase 


Little Red Giant 467 Series 468 and 488 Series 


WRITE TODAY for complete details 


REGO EQUIPMENT IS STOCKED BY LEADING DISTRIBUTORS THROUGHOUT THE WORLD... 
OR WRITE DIRECT TO 


*<BASTIAN- BLESSING?" 


4205 West Peterson Avenue * Chicago 30, Illino 





production has had on prices. With 
the minor exception of that small 


PROPANE STORAGE amount of product which, because 
ESTIMATED TAN N Nl a ie 1956 of the location, is not available for 


storage. 
Fig. 3 shows what we believe will 
be the situation this year. At the 


end of March, propane underground 
storage was almost depleted, that 
is, from an industry standpoint. 
Actually there were 36 million gal- 
lons in storage. It is estimated that 
surplus production during the sum- 
mer months increased stock to 340 
: to 360 million gallons. This is ap- 
preciably below the 500 million gal- 
lons of capacity which is available. 
So it was difficult for companies 
with underground storage to obtain 


JUNE JULY AUG. SEPT OCT enough production this past sum- 
mer to fill their storage. Thus 
on the basis of the supply-demand 
balance and the adequate storage 
it appears we will have a firm and 
strengthened price situation and 
that price structure based on low 


TOTAL US. LP-GAS SALES a cake Skane tink ee pacibete. 


DINE AI ;16 1[e) 3 AND VOLO) ;4 FUEL As background on the second sub- 


i a ea @)\ ha @) ae CY-NEL@)\\ hy ject—the outlook for future growth 


—you all know the year 1955 was 

the best year the industry has en- 

Sh joyed and that the rate of growth 

977 was larger than any of the past 
four. Industry statistics for 1956 


| : 457 f indicate an 18.8% growth again. 
Fig. 4 shows just how encour- 
aging this growth has been. The 
industry has grown at an average 
rate of 300 million gallons per year 
from 1945 through 1954 and the 
1955 increase of 617 million gallons 
(YA was considerably above this average. 
rh Also sales of L. P. gas appliances 
and equipment during 1955 indicate 
we can look for additional substan- 


1945 I950 195] I952 I953 1954 
: — tial use of L. P. gas in the future 


lel aad (Table I). Based on average annual 
Fig. 4. The industry has grown at an average rate of 300 million gallons per year. consumption, the new appliances 
and equipment sold in 1955 will use 
in the future. Over the past five pected that this storage capacity approximately 513 million gallons 
years the winter demand for L. P. will be more than adequate to store of L. P. gas a year. For the first 
gas has exceeded the summer de- all the former distress summer six months of 1956 this trend con- 
mand by about 400 million to 500 production, which in turn will tinued at a somewhat slower pace. 
million gallons. Beeause of this eliminate the depressing effect this Industry growth in the consumer 
difference and the lack of adequate eS ce Rew Sateen) hanes — 
storage there has been a substantial TABLE |. GROWTH INDICATORS, L. P. GAS INDUSTRY 
quantity of distress propane avail- Htem 1955 Unit Sales Annual Gallonage 
able in the summer. A look at the Cooking ranges 443,000 44,000,000 
table shows that now there is more Water heaters 329,000 74,000,000 
than 500 million gallons of under- Home heating units 121,000 121,000,000 


: ‘ Tractors—new or converted 74,500 74,500,000 
ground storage available, an in- Other conversions y 200,000,000 


crease of more than 500 per cent 
over the past five years. It is ex- 


Fig. 3. Last summer's production did not fill storage capacity. 





Total annual volume 513,500,000 
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oe hp Ways 


As we near the close of a most pleasant year 
we extend to all our customers and other friends 


a message of happiness and good cheer. 


It was your loyalty and support that made 1956 
a happy year for all of us. We sincerely hope 
we also contributed to your good fortunes and 
shall look pleasantly forward to continued 
cordial relations for all of 1957. 


Std Richardson 


GASOLINE CO. 


629 FORT WORTH CLUB BUILDING . FORT WORTH, TEXAS 


REGIONAL REPRESENTATIVES 


H. M. JONES MARVIN L. DOSS H. L. SCHMIDLEY WILLIAM T. CARL RICHARD L. KLINE 
5123 NO. NEW JERSEY 3310 SYCAMORE 885 ST. PAUL AVE. 3105 DEWEY 1027 WEST LOCUST ST. 
INDIANAPOLIS, INDIANA MIDLAND, TEXAS ST. PAUL, MINNESOTA OMAHA, NEBRASKA DAVENPORT, IOWA 
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RED BRUMIT 


MATERA A Good 
KNOW-How Produc} 


eee 








it takes all three of these to produce any kind of 

product... BUT the quality of the product depends 

on the degree of quality of each of the three ingre- 

dients. The best MATERIAL, which we use, of 

course, is available to all who would pay its price. 

MANPOWER is also available to all. Yet our 

manpower is trained for our specific problems . 

schooled to the point of real craftsmanship. There is the same advanced styling and engineer- 
KNOW-HOW, real know-how, cannot be bought. ing for service and economy in all our propane- 
It is acquired mostly through years of experience. butane and anhydrous ammonia tanks, such as this 
The know-how at Dal-Worth is backed by 32 years’ 1200 - 2000-gallon delivery unit with equipment 
successful experience. installed to meet any state’s specifications, or the... 


You can bring ALL your tank needs to Dal-Worth 
in complete confidence knowing that they will 
receive the best in each of these basic ingredients. 
QUALITY MATERIALS... REAL CRAFTS- 
MANSHIP...and KNOW-HOW BACKED BY 
YEARS OF EXPERIENCE. 
CERTIFIED 
CONSTRUCTION *! 
DAL-WORTH : 
TANK CO. 


a 
Space-Mizer LP Gas Dispenser; 1000, 
= = 2000 or 3000 WG capacity; completely 


self-contained with choice of equip- 


TA NK res re) Nn PA N Y ; ment and colors. This is the ideal unit 


for service stations, fleet operators and 


W. G. (RED) BRUMIT, OWNER Le gu cenlers. 


A KNOW-HOW BACKED BY 32 YEARS OF EXPERIENCE 


BOX 818 GRAND PRAIRIE, TEXAS 
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ELECTRIC VS. GAS RANGE SALES 


1930-1940-1950 


ELECTRIC 


1940 


Fig. 6. Electrical 
competition, espe- 
cially for the range, 
is becoming increas- 


ingly serious. 


1950 


LPG MOTIVATION STUDY 
TABLE Il. LOYALTY TO HEATING FUELS NOW USED 


Fuels Now Used L.P. Gas 
L. P. gas 96% 
Coal-wood 53 


Oil 8 


market depends on holding present 
customers and getting new cus- 
tomers by replacing other fuels. The 
question is, therefore, what portion 
of these new units are replacements 
and what per cent are new cus- 
tomers. 

While Fig. 4 and Table 1 present 
a satisfying picture and the future 
looks good, we have found some 
undercurrents that are not so op- 
timistic. Marketing research studies 
have uncovered some danger signs 
for the future which need our con- 
centrated attention. Do you know, 
for example, that while industry 
sales increased 17 per cent in 1955, 
domestic sales increased only 6.6 
per cent. 

Within every industry there are 
varying conditions — the volume 
may be growing rapidly in one state, 
much more slowly in another state 
and may even be falling off in still 
another state. In one area potential 
growth may be tremendous and in 
another area it may be quite small. 
Also, the potential growth for some 
uses may be quite large and for 
others the indications may be that 
a loss will be shown. 

But a very active competitor - 
electricity — has been showing 
substantial sales gains in many 
areas of the nation and has obtained 
a sizeable portion of the cooking 
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Fuels Preferred 
Oil Other 
4% 
47 oe 
8 4% 


No. Preference 


and water heating markets. We 
are still ahead of electricity so 
comparative figures look good but 
electricity is gaining 

As an indication of just how 
serious this competition is, particu- 
larly for the range look at Fig. 5 
which shows that in 1930 only 12 
per cent of total ranges sold were 
electric ranges, whereas in 1950 
43 per cent of the total were electric. 
This percentage had increased to 
about 49 per cent by 1955. 

When such findings indicated the 
seriousness of the loss of ground 
to electricity, steps were taken to 
make market research studies to 
determine why. We went out to 
discover how our customers and our 
prospective customers felt 
our fuel as compared with compe- 
titive fuels for those L. 
which are most important to us. 
From the findings of these surveys 
we have obtained a very clear pic- 
ture of where we stand now with 
the consumer and why we stand 
there. We think you will be in- 


about 


P. gas uses 


LPG MOTIVATION STUDY 


TABLE Ill. LOYALTY TO WATER 
HEATING FUELS 
Fuels Preferred 


Fuels Now Used L. P. Gas Electric 
L. P. gas 85% 15% 


5 
Electric 7 


93 
terested in the charts which sum- 
marize these findings. 


Fuel preference survey 


How well sold do you think your 
customers are? How does L. P. gas 
compare in their minds with com- 
petitive fuels for the major L. P. 
gas uses? It was most encouraging 
to find (Table II) that 96 per cent 
of those using L. P. gas for home 
heating preferred it over all other 
fuels. Oil didn’t rate as well, only 
80 per cent of those using oil liked 
it best and as you can see, wood 
and coal didn’t get anywhere in the 
popularity contest. This encour- 
aging indication that our customers 
are satisfied with our fuel and our 
service for the very important home 
heating use is most encouraging, as 
is the fact that persons using other 
fuels are not nearly so satisfied. 
Such facts indicate that sales ef- 
forts designed to increase use of 
L. P. gas for home heating should 
be very successful. 

The picture for water heating is 
encouraging, but not quite so en- 
couraging. (Table III.) Eighty-five 
per cent of those using L. P. gas 
preferred it, which is a good strong 
percentage, but we evidently are in 
danger of losing a substantial 15 
per cent of our present water heat- 
ing customers to electricity. On the 
other hand, 93 per cent of those 
using electricity prefer it, so that 
we can only hope to gain 7 per cent 
from them. In view of our product’s 
definite superiority for this use, it 
is quite apparent that we have per- 
mitted electricity to do a better job 
of selling the consumer for this 
particular application of our 
product. 

When we consider the cooking 


LPG MOTIVATION STUDY 
TABLE IV. LOYALTY TO COOKING FUELS NOW USED 


Fuels Now Used 
L. Pi gas 68% 
Electric 2 


L. P. Gas 


Fuels Preferred 
Electric No Preference 
28% AQ, 
96 9 





Texaco LP-Gas 
Vance 


Keen distributors, who have signed 
up, already are finding Texaco 
LP-Gas has immediate acceptance. 

This is not surprising since this 
product bears the famous nation- 
ally known Texaco trade-mark 
and matches the quality of such 





other well-known Texaco prod- 
ucts as Sky Chief gasoline, 
Havoline Motor Oil, Marfak, etc. 

Texaco LP-Gas is produced in 
25 strategically located areas and 
is delivered in a brand new fleet 
of tank cars. 


Distributor Benefits. 


Thus, distributors are assured of: 


: ee product of highest quality. 


2. Dependable supplies, for Texaco is one of the largest producers of LP-Gas. 


3. Efficient delivery service. 


4, Sound sales policies that mean worth-while profit. 


A few areas are still open for representation. If you are interested, write for 
details of Texaco’s special deal for distributors. 








count on 





i 


The Texas Company, LPG Sales Division, P. O. Box 2420, Philtower 
Building, Tulsa 2, Oklahoma. Telephone Diamond 3-4101. 
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market we find an area of real con- 
cern as indicated by Table IV, which 
shows that only 68 per cent of our 
present cooking customers prefer 
our fuel and that we are in danger 
of losing 28 per cent of them to 
electricity. On the other hand, 
customer loyalty to electricity is 
very strong, a definite indication 
that again in this field, where we 
have every right to believe our 
product is superior to electricity, we 
have been badly outsold. 

It looks as though, then, if we 
are going to do anything about the 
slow rate of growth of the domestic 
market we are going to have to do 
a more aggressive job of selling the 
home heating load and we are going 
to have to bring all our sales and 
advertising power to bear against 
our real competitor — electricity — 
for the water heating and cooking 
loads. 

One advantage of contacting 
home owners to determine how they 
feel about your fuel and about com- 
petitive fuels is that you have an 
opportunity to determine why the 
home owner feels the way he does. 
Knowing why, then, provides very 
helpful guidance in planning our 
sales and advertising attack. So 
let’s take a look at some of the moti- 
vation factors turned up by these 
consumer contacts. 


Why the preference? 


Here is a tabulation of the rea- 
sons home owners prefer L. P. gas 
and oil for home heating (Table V). 
In these charts the percentage of 
home owners mentioning a factor 
is an indication of its importance 
as a Sales appeal. For example, the 
fact that 74 per cent of those using 
L. P. gas for home heating men- 
tioned that it is clean indicates this 
to be an extremely important sales 
factor. As you can see, convenience, 
automatic performance and econ- 
omy are also important factors. 
The economy factor, however, does 
not rate as high as it should, since 
oil users give oil a higher rating on 
this feature. So evidently we need 
to sell our customers and prospects 
on the economy of heating with L. 
P. gas. Even more important is the 
high rating oil users give the safety 
factor whereas it is given a zero 
rating by L. P. gas users. Think of 
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that! No L. P. gas customer rates 
his fuel as being safe. What a need 
for education that indicates. 

This safety item deserves special 
mention because fear is an impor- 
tant factor in the sale of L. P. gas 
for all uses. This motivation study 
definitely determined that fear 
about the safety of L. P. gas in- 
stallations is a very strong negative 
factor against all your sales efforts. 
It has long been industry practice 
to ignore safety because of the at- 
titude that if we don’t talk about 
safety, the users or prospects won’t 
think about it. The findings of this 
motivation study very definitely 
indicate that this is a serious error. 
Practically all of our users or pros- 
pects are already concerned about 
safety and this fear is likely to be 
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TABLE V. REASONS FOR FUEL 
PREFERENCE—HOME HEATING 


L. P. Gas Oil 


Reasons 


Economy 20% 32% 
Cleanliness 74 4 
Safety 0 40 
Convenience 37 2 
Performance 32 0 





TABLE VI. REASONS FOR FUEL 
PREFERENCE—WATER HEATING 
Reasons L. P. Gas Oil 
Economy 19% 17% 
Cleanliness 3 50 
Safety 0 30 
Convenience 43 19 


Performance 45 27 
a serious handicap if we don’t 
acquaint the public with all the 
safety measures we have taken in 
their behalf. 

It is most important to let users 
and prospective users know about 
the automatic safety features that 
are now standard equipment on 
practically all L. P. gas appliances 
and to let them know of the pre- 
cautions you take to assure their 
safety. So it appears that in selling 
L. P. gas for home heating, each 
of the factors of cleanliness, con- 
venience, automatic operation, econ- 
omy and safety should be stressed. 

For water heating, Table VI 
shows that automatic performance 
and convenience are the L. P. gas 
water heater’s strongest points. The 
fact that the consumer does not rate 
L. P. gas considerably better than 
electricity on economy again ap- 
pears to be an indication that the 


electrical industry has done a much 
better job of selling low costs than 
we have in our industry. Also of 
importance is the fact that elec- 
tricity has been much more suc- 
cessful in persuading the customer 
that their water heater is clean. 
And again as you can see, L. P. 
gas gets a zero vote on safety as 
compared with a very strong safety 
vote on electricity. Thus in our 
sales efforts on the L. P. gas water 
heater, in addition to stressing per- 
formance and convenience, we need 
to work hard to overcome public 
misinformation with regard to 
economy, cleanliness and safety. 

The home owner’s attitude to- 
wards L. P. gas for cooking can’t 
be tabulated quite so simply but 
we do have a series of indications 
that show us where we stand in the 
consumer’s mind and that give us 
guidance as to consumer attitudes 
we need to overcome. 

From a whole series of questions 
we asked consumers about cooking, 
four have been selected because 
they provide a good picture of the 
home owner’s attitudes toward the 
L. P. gas range We asked the home 
owners “Which range has all the 
latest features?” The answers were 
startling. Only 21 percent of the 
L. P. gas range owners feel this 
statement is true about an L. P. 
gas range but almost half of them 
think of an electric range as having 
all the latest features. Among elec- 
tric range owners, on the other 
hand, only 4 percent think this well 
of the L. P. gas range and 76 per- 
cent vote for the electric range. 
(Table VII.) 

Since the L. P. gas range has all 
the features of an electric range, 
and even more, it is evident that 
we have a real sales job to do to 
make our present cooking customers 
and our. prospective customers 
think more favorably about the fea- 
tures our ranges offer. 

How do you think home owners 
voted when they were asked which 
type range is “not as good when 
small children are around” to de- 
termine how they felt about the 
safety of the range. The answers 
indicated that 68 percent of L. P. 
gas range owners feel that their 
range is not so good for small chil- 
dren, whereas only 19 percent of 
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TABLE VII. "HAS ALL THE LATEST FEATURES" 


Makes Them Think Of: 
L. P. Gas Electric Don't Know 
L. P. gas range owners 21% 47% 32% 
Electric range owners 4 76 20 


TABLE VIIl. “NOT AS GOOD WHEN SMALL 
CHILDREN ARE AROUND" 
Makes Them Think Of: 
L. P. Gas Electric Don't Know 
L. P. gas range owners 68% 19% 13% 
Electric range owners 91 5 4 





TABLE IX. "WOMEN ARE PROUD TO OWN" 


Makes Them Think Of: 
L. P. Gas Electric Don't Know 
L. P. gas range owners 37% 40% 23% 
Electric range owners 1 85 14 


TABLE X. "CLEANER TO USE" 


Makes Them Think Of: 
L. P. Gas Electric Don't Know 
L. P. gas range owners 19% 68% 13% 
Electric range owners ; 94 5 


the L. P. gas range owners rate 
the electric range as “not so good 
for children.” When you contrast 
this with the electric range owner 
vote, which shows that 91 percent 
of them pick the L. P. gas range 
as “not so good” and only 5 percent 
pick their present range as not too 
safe for children, it is apparent that 
we have a very definite safety dis- 
advantage to overcome. We are 
going to have to devise ways and 
means to convince our present users 
and prospects that our ranges are 
safe when children are around. 
(Table VIII.) 

Another question was designed to 
discover the pride of ownership 
attitude; this, as you all know, is 
an extremely important factor in 
the purchsse of appliances. So it 
is a source of real concern to find 
that only 37 percent of L. P. gas 
range owners feel that “women are 
proud to own” an L. P. gas range, 
whereas 40 percent of them feel 
that this would apply to an electric 
range. Also note the very strong 
pride of ownership in the electric 
range with 85 percent of their 
owners feeling a real pride of 
ownership. (Table 1X.) 

For a long time we have talked 
about the cleanliness of cooking 
with L. P. gas. How well do you 
think we have done toward persuad- 
ing the consumer that gas is clean? 
The consumer vote shows that only 
19 percent of owr own present users 
fee] that an L. P. gas range is 
“cleaner to use,” whereas 68 per- 
cent of them think that an electric 
range would be cleaner. Again note 
the very strong electrical range 
owner loyalty with 94 percent se- 
lecting their range as the cleaner 
range. There again the electrical 
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industry has done a much better 
sales job than we have. (Table X.) 

Indications of the consumer at- 
titudes shown by the answers to 
these questions are that the L. P. 
gas industry and you have a real 
uphill struggle ahead to overcome 
the consumer preference that the 
electrical industry has built for 
their range. These findings are 
good, clear indications that we need 
big, hard hitting sales and adver- 
tising efforts on L. P. gas ranges. 
They also indicate that we have 
hurt ourselves by selling cheap, 
non-automatic, hard to adjust 
ranges, Every time we have let a 
customer buy a range _ without 
modern features, without automatic 
lighting, without clock control and 
with poorly adjusted burners, we 
have just made another customer 
for electricity. So we not only have 
to advertise to let the customer 
know that the L. P. gas range does 
have all the features they are 
presently crediting to electricity, 
we also must replace the cheap, non- 
automatic, unsafe range as rapidly 
as we can with the new, tremen- 
dously superior L. P. gas ranges 
which are coming off range manu- 
facturers’ production lines today. 

I want to give due credit to the 
McCann-Erickson Advertising 
Agency and the National LP-Gas 
Council for the facts from the mo- 
tivation study we have presented. 

Finally then, to summarize briefly 
all this market research data, we 
have found that the LP-Gas indus- 
try is a solid one and that nation- 
ally it is enjoying and evidently will 
continue to enjoy a very substan- 
tial growth. The findings also in- 
dicate that some good, solid, down- 


to-earth, hard advertising is going 
to be required at the national level, 
the regional level and the local level 
to overcome the very favorable at- 
titudes electricity has been able to 
establish in the minds of our pres- 
ent and prospective users. 

So what do we do? What ideas 
can we get from this market re- 
search data that will help us make 
more money? I hope you have had 
lots of ideas and I hope they include 
these: 

1. Check your present pricing 
policies in view of the changed 
supply and storage situation. 

2. Check your present sales and 
advertising efforts to make sure 
you are doing all you can to beat 
your local electrical competitor, and 
call on your supplier to help you 
plan this program. 

3. Make sure your customers and 
prospects know all the purposes for 
which L. P. gas can be used. 

4. Make sure they know much 
more than they do now about all the 
superior qualities of L. P. gas and 
L. P. gas appliances. 

5. Direct your sales efforts at 
those potential markets that offer 
greatest returns for the _ sales 
efforts. 

6. Stress the safety of your ap- 
pliances and service. 

7. Do what you can to replace or 
at least recondition those old, un- 
satisfactory appliances some of 
your customers are now using. 

8. Sign up to contribute your 
share to combat electricity through 
the National LP-Gas Council and 
remember that your local electrical 
competitor deserves much more of 
your attention than does your local 
L. P. gas competitor. J 
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@ A rugged brass forging with stress 
relieved parts to prevent failure in the 
field. 


@ Integral safety relief valve. 


Always specify qiiD ; @ Available in all standard variations of 


and you'll LC construction. 





be sure Always 
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FISHER GOVERNOR COMPANY | 
Marshalltown, Iowa + Woodstock, Ontario 
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Do..yot!Operatesit"an area where spring 
thaws seriously hinder or even stop many of 
your’LP deliveries? Where minimum 
loading or expensive cylinder delivery cut 
the heart out of early springtime profits? 

The Columbian Tundra-Bird tandem-axle 
LPG unit is your answer. It will take 700- 
750 gallon loads over soft, spongy roads 


The Northern States Use when other equipment is restricted. And on 


dry, firm road-beds, it is a fast, most 


efficient delivery unit — with big (up to 
| oo 2,200 water gal.) capacity for economical 
multiple-dump routes. 


Columbian custom-builds Tundra-Bird 
MASTER-CRAFTED BY units to match your needs. Hundreds of these 


tandem-axle units are already in use where 
TORU LIMA the “thaw-barrier” limits normal bulk 
deliveries. Where laws restrict weight per 
axle, the Tundra-Bird keeps you in business. 


SINCE 1893 
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See What the TUNDRA-BIRD Offers You! 


The unit pictured above has: 


@ 2,200 water gal. capacity @ Two hose reels -- one liquid, one vapor. This permits 
@ All safety features use of liquid hose without unreeling vapor hose 
Extension handles on main liquid valves — @ Rear cabinet has all controls for operating pump and 
Doors in rear — valves must be closed before doors take-off 
are closed, and must close doors before moving truck. 
Counter-sunk relief valves in top of tank — 
won't shear off. 
Every opening in tank has excess flow valve. @ Pump is mounted on truck frame with flexible hose 
e@ Meets all !CC specifications and all requirements of connections on suction and discharge between tank 
your state piping and pump. Easy to remove tank for use on a 
@ Okadee Shut-off Valves new truck. Easy to remove pump for overhaul. 


COLUMBIAN STEEL TANK COMPANY 


P.O. Box 4048-C Kansas City, Mo. 


@ Meter is mounted high, easily visible 
@ Explosion proof light for night operation 
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USTOMER complaints com- 

prise one of the most difficult, 
yet one of the most important, 
problems any businessman has to 
face. To face the problem squarely 
and properly can and has meant 
the difference between business 
success and failure. The complaint 
policy of many firms can be tied 
in directly with their profits. 


Why handle complaints? 


During the past half-century, 
and especially during the last 25 
years, American business practices 
have undergone a vast change, a 
change made necessary by the 
shifting times. In order to prosper 
in today’s economy, all business 
firms have found that they must 


from those beginnings. Major 
corporations established public re- 
lations departments with sections 
devoted entirely to handling com- 
plaints. And so a new meaning was 
given to the customer complaint. 
Today, if a customer comes out on 
the short end of a transaction, the 
seller had better watch out. 

L. P. gas dealers, like all other 
businessmen, naturally try to 
operate without any customer 
complaints. To please the customer 
is the reason for the existence of 
any enterprise. But, with any 
endeavor, complaints will arise. 

Complaints need not represent a 
problem if each complaint is con- 
sidered as an opportunity to in- 


stop doing business with the firm 
herself, but she might start a real 
word-of-mouth campaign aimed at 
making certain everyone knows how 
“unfair” the dealer is. 

Aside from the gaining and 
losing of customers, it is obvious 
that where a customer has a 
legitimate complaint, the LPG 
dealer is not only obligated to set 
it right, he should be glad to do 


so. 


Why complaints arise 

There are at least nine areas 
in which complaints might arise in 
an LPG dealership. These are: 

1. Faulty merchandise. The cus- 
tomer finds fault with an appliance 


Turning COMPLAINTS into PROFITS 


The complaining customer need not be an LPG dealer's night- 
mare if the dealer and his employees are prepared to handle 
complaints. It does not take a fully-staffed complaint depart- 
ment but merely an established policy and a planned complaint 
procedure to turn customer complaints into profits. 


By MARTIN A. BROWER 


Associate Editor 


keep pace with this change. The 
change was from what economists 
call caveat emptor to caveat vendor. 

Caveat emptor is Latin for “let 
the buyer beware.” Such was the 
case during the 19th Century when 
if the customer came out on the 
short end of a transaction with a 
business firm, it was the buyer’s 
tough luck. He would know to be 
more careful the next time. Almost 
all business firms subscribed to the 
policy so no one—buyer or seller— 
considered this policy wrong. If 
the customer had a complaint, it 
was his own fault. 

The policy of caveat vendor, “let 
the seller beware,” began when a 
few enterprising gentlemen, mostly 
in the department store line, 
adopted a new code of ethics in- 
cluding the now famous slogan, 
“The customer is always right.” 
The success of this philosophy is 
reflected in the massive mer- 
chandising empires which sprung 
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crease future profits rather than a 
threat to immediate financial gains. 
There is seldom any immediate 
cash profit in settling a complaint, 
but there is an immediate and 
continuing increase of goodwill, 
called by some experts “your big- 
gest business asset.” 

Proper handling of complaints 
will help keep present customers 
and will attract new ones. Word-of- 
mouth advertising is a powerful 
tool—the most-powerful, according 
to most L. P. gas dealers. Proper 
settlement of complaints will be 
reflected in word-of-mouth ad- 
vertising. Unfortunately, improper 
handling will also travel by word- 
of-mouth but will have a negative 
effect on business. If Mrs. Jones 
likes the way her complaint was 
treated by the LPG dealer, she 
will continue her business with him 
and will tell others how fair the 
dealer is. Conversely, if she is 
dissatisfied, she might not only 


that has been delivered or delivered 
and _ installed. 

2. Wrong merchandise. The cus- 
tomer does not get what he or she 
ordered. 

3. Damaged merchandise. 

4. Unsatisfactory installation. 
The customer finds fault with an 
appliance or gas storage equipment 
installation. 

5. Delayed delivery. An appliance 
or fuel was not delivered on time. 

6. Errors in billing. Proper 
credit was not given, an erroneous 
charge was made or the wrong 
bill was enclosed. 

7. Resentment of credit collec- 
tion methods. 

8. Dissatisfaction with em- 
ployees. The customer is dis- 
satisfied with treatment by or 
actions of a salesman, deliveryman 
or serviceman. 

9. Damage _ to 
customer discovers 
building or grounds 


property. The 
damage _ to 
from fuel 
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Your One Supplier with everything in L.P. gas 
and Anhydrous Ammonia Equipment 


"The Loadmaster" LPG Truck Tank 





SUNSHINE YELLOW SEAFOAM BLUE 


COLOR — The Modern Trend! ot l BLUSH PEACH = SMOKY GREY 
"Pastels By Pasley” your Lee Spent ap F0 gyro et ( MUSTAND LIME WEDGEWOOD GREEN 


able in following colors oe EUREKA ORCHID ROSE BEIGE 
Information) LAKE BLUE = DESERT ROSE 











PASLEY-DESIGNED Truck Tanks (see above and 
left) were first to feature all controls from one loca- 
tion. All operation is from one point—rear com- 
partment. 





BULK PLANTS — LPG and 
| 


Ammonia type installations — a 
turnkey job or engineering for 
your own installation. Write, wire 
or call. 


Also a complete line of accessory 
equipment. 
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delivery truck or from installation 
or servicing crews. 


Handling complaints 


A sound complaint policy and 
the following of a set procedure is 
the way to cope with customer 
complaints. Each case will vary 
slightly, but all can usually be fit 
into the same general handling 
methods. 

If each complaint is handled as 
it arises with no planned complaint 
policy or procedure to follow, chaos 
will result. The customer is likely 
to get a run-around and the dealer 
will have to face each complainant 
completely unprepared. 

Lay down definite policies and 
inform all employees of these 
policies. If the dealer takes a 
positive rather than negative at- 
titude toward complainants, his 
employees will follow suit. Nega- 
tive feelings and remarks about 
complainants quickly spread 
through an organization and a 
negative attitude develops. Anyone 
who has ever had a complaint him- 
self can remember which firms had 
a positive and which terms had a 
negative complaint policy. 

A four step procedure which has 
worked successfully is this: 

1. Listen. Let the customer tell 
everything without interruption. 
This will help the listener get the 
story straight and will help get 
the customer in a reasoning frame 
of mind. Give the customer all of 
the time he needs. Once the custo- 
mer gets the load off his chest, he 
feels better and is already partially 
satisfied. It is poor. policy to begin 
arguing with the customer before 
the whole story is told. For that 
matter, it is poor policy to argue 
at all. 

2. Repeat the complaint back to 
the customer. This softens the 
customer’s attitude and shows that 
his problem is understood. It also 
gives the dealer a chance to engage 
the customer in normal conversa- 
tion. 

3. Try to pin-point the big 
objection. Often the real cause for 
complaint is buried by a lot of 
minor irritations, real or fancied. 

4. Settle quickly. It may be 
possible to settle the complaint 
immediately. If so, that is the best 
way. Certain complaints, however, 
may take consultation and study. 
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If so, keep the customer informed 
of the progress. Otherwise, he will 
feel that the matter has been 
dropped or neglected. 

Settlement may take 
forms. There is no way to spell out 
the method by which each category 
of complaint should be settled. In 
general, the customer must always 
be satisfied. Half-way 
can be worse than none at all. Ask 
the customer what he thinks is 
fair. When dealt with properly, 
people try to be fair about such 
things. The customer might actual- 
ly be able to spell out the proper 
settlement himself. 

For some complaints, like billing 
errors, a set procedure might al- 
ways be followed. Naturally, 
prompt correction should always 
be made. But the customer should 
not have to wait for the next bill 
to see whether corrective action 
has been taken. One dealer, for 
example, always 
tomer a letter with an apology, lets 
the customer know that a prompt 
correction has been made, and in- 
cludes a small gift. 


various 


measures 


sends the cus- 


Keeping complaints down 

While the ideal goal of no 
complaints is often impossible to 
achieve, complaints should be held 
to a minimum. A record of all 
complaints should be kept for this 
purpose so _ that 
plaints can be weeded out and 
analyzed for correction. 

A complaint record will show 
whether one manufacturer’s prod- 
uct has been giving consistent 
trouble. If this is the case, the 
manufacturer should be notified. 
Possibly a new line may have to be 


recurring com- 








carried in place of the old one. 

Delayed deliveries make the 
customer lose confidence in the 
dealership. Repeated complaints 
along lines may mean a 
change has to be made in routing 
and scheduling or in promised 
delivery dates for appliances. It is 
always best, in promising delivery 
dates for appliances, to allow a 
margin of safety for contingencies. 

A record of complaints will also 
show whether particular customers 
have been complaining repeatedly. 
In the case of an unreasonable 
customer, the customer may have 
to be dropped since it takes too 
much time and 
such an individual. 

One export reports that 98 per 
cent of the complaints are sincere. 
He believes in the theory that if 
the customer feels he has a sincere 
complaint, something should be 
done whether the dealer feels the 
complaint is sincere or not. 

Repeated complaints about a 
particular employee should be 
checked out as soon as_ possible. 
Several complaints about one. per- 
son may mean that a change is 
necessary. It must be remembered 
that for every complaining cus- 
tomer there are numerous others 
who may dislike the employee but 
tell their friends rather than the 
dealer or who walk out of the 
showroom and never come back. 

The cost of handling complaints 
should be included in a dealer’s 
net expenses for the year. Depart- 
ment stores, who are old-timers at 
allowing liberal complaint adjust- 
ment, allow a given figure each 
year as complaint expense and con- 
sider that figure when marking up 
merchandise. 

Actually, if a dealer were to 
total the cost of handling all com- 
plaints during the year and divide 
that cost by the number of cus- 
tomers, he would find the cost per 
customer pretty insignificant. This 
cost might be compared for ex- 
ample, to the annual cost per 
customer for getting new business. 
On this basis, it is worthwhile to 
spend a few dollars to make a 
regular customer happy. Nothing 
makes a complaining customer 
react more favorably than proper 
handling of his complaint. This 
kind of favorable reaction is a 
profit in any business. ] 
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This trademark means business 


... for LP-Gas dealers 


Safe, dependable operation pleases your customers Each part of the system is carefully tested for maxi- 
when you install Kaiser Steel LP-Gas Systems. Pre- mum safety and freedom from maintenance. Winter 
cision controls, the most dependable and accurate freeze-ups are eliminated because Kaiser Steel LP- 
available, assure efficient, uninterrupted service. Gas Systems have no moisture content. 


Servicing is easy for your drivers because all con- 
trols are located under a single hinged hood on the 
top of the tank. 


Tank sizes are available for residential, commer- 
cial and industrial installations. Bulk storage tanks 
are fabricated in sizes up to 30,000 gallons water ca- 
pacity. Call or write for complete information. 


Kaiser Steel 
FABRICATING DIVISION 


Napa and Fontana, California 
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“Prover tank" in upright position ready to 
be connected to dealer's meter. Unit was 
designed and built by Moulden Supply Co., 
Jackson, Miss. 


Colorado 


tests the L. 
meters 


The State of Colorado is 
using a special mobile unit 
to check the accuracy of 
LPG liquid meters. The test- 
ing program, entirely vol- 
untary and without a fee, is 
winning the favor of deal- 
ers and customers alike. 


By J. ARTHUR THOMPSON 


NY L. P. gas meter on the 
market today is basically ac- 
curate, but like anything mechan- 
ical, it can get out of adjustment 
from various causes. When a 
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The Neptune 433 propane meter is mounted in the center right side cabinet. 





meter does go haywire somebody 
is apt to get stung and it is just 
as likely to be the dealer as it is 
the customer. 

Harvey H. Houston, 
spector of oils for Colorado, de- 
termined to do something about 
it. He asked for, and obtained, a 


state in- 


$10,000 appropriation from the 
State Legislature to build a cali- 
check 


meters. 


brating unit to gasoline 
and LPG _ liquid This 
check provides an equal protection 
for both the 
dealer. 


customer and the 
The unit is quite simple, both 
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Sell 600 Ibs. 
LP-gas/year 


\ 
\ 
\ 


WATER WARMER 


You sell more than an automatic stock 
tank heater when you sell a Johnson 
Water Warmer. You sell an average of 
600 Ibs. of LP-Gas per heater per year, 
The dependable, weather-proof Johnson 
Water Warmer is easy to sell, too. 
Cattlemen and dairymen know their stock 
do better, profit more, when their water 
is at a drinkable 48°. And the Johnson 
Water Warmer maintains that temperature 
in the coldest weather. It’s safe, efficient 
and very easy to install. Profit twice 

with the Johnson Water Warmer. 


/ 
/ 
/ 


Write for catalog of 
Johnson's complete 
water heating line. 


JOHNSON GAS 


APPLIANCE CO. 
597 E Ave. WN. W. 
Cedar Rapids, lowa 


A 
If it burns gas |, 
look to Johnson... Since 1901 


For L. P. Bulk Storage 
Leading Firms Pick NELSON 


There are over 250 SYSTEM 
NELSON bulk plants for the 
storage of LP Gas and Anhy- 


drous Ammonia located in 25 
states. Take advantage of our 
experience and get extra value 
and service on your next stor- 
age problem. Contact us for a 
meeting with an experienced 


storage engineer. 


EDWARD S. NELSON, Ltd. 
Clarksdale, Mississippi 


GULFTANE LP Gé/ 


FOR FARM + HOME an? INDUSTRY 


+P 


THE LEA THE 


STORAGE FIELD? 


Pe 


BULK 








Statement required by the Act of August 
24, 1912, as amended by the Acts of March 
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FIRST IN 
SALES... 


Setting the pace in 1956 LP-Gas system sales . . . Beaird is first 
again. Proof that more and more LP-Gas users want Known- 
Quality ...and will buy a Name Brand they believe in. You 
have more to sell and to sell with when you are a Beaird Dealer. 


Just look at these outstanding features you can offer: 


Finest Quality Construction 
Complete Dehydration 
Weather-Weld White Enamel Finish 
Complete Range of Sizes 


Good Housekeeping Seal of Approval 


And that’s only part of the story... Beaird’s promotional pro- 
gram reaches every prospect in every community... again and 
again telling this quality story. You get FREE counter handouts, 
displays, ad mats and materials to tie in the Beaird brand with 
your business. There’s more, too... Beaird offers a stocking point 
Why not join us in 1957? There may 


program and long term financing to make your selling easier. : 
be a Beaird dealership open in your 


area. Write today for complete details. 
THE J.B. BEAIRD COMPANY, INC. 


Shreveport, Louisiana Clinton, lowa Stockton, California 


eu were Pons on 1 


Anhydrous Ammonia Pressure Bulk Storage Transports Filling Station 


The World’s largest manufacturer of LP-Gas systems. 





CONTROLLED 


QUALITY 


COMPLETE STRESS 
RELIEVING ON BEAIRD 
LPG-NHS STORAGE TANKS 


Engineers will tell you that stress relieving produces 
safer, more dependable storage vessels by eliminating 
internal stresses set up during forming, rolling and 
welding of tank sections. This important safety fea- 
ture is available from Beaird, Shreveport, where one 
of the South’s largest stress relieving furnaces is in 
operation. 
Capable of handling tanks up to 75,000 gallons ca- 
pacity, the stress relieving furnace has been installed 
as part of the storage tank assembly line. This permits 
volume production of stress relieved tanks without 
change or delay in shipping schedules. 
When you buy LP-Gas or Anhydrous Ammonia 
Storage from Beaird you get the Beaird plus — 
“Controlled Quality: Construction.” This includes 
these important safety features: 
Double inspection—By Beaird’s skilled inspectors 

By a full time licensed insurance inspector 
100% X-Ray of all shell seams 
Submerged arc machine welding 
Hydrostatic testing 
Complete stress relieving 
Built to meet or exceed code requirements 


Why accept less safety and quality? Check with 
Beaird on “Controlled Quality” pressure storage 
vessels for your next installation. 


One of the Largest Stress Relieving Furnaces in the South. 


THE J.B. BEAIRD COMPANY, INC. 


} = | 
noe = Pmt , y /——< Shreveport, Louisiana 
" e a . ep HO! Zit , Clinton, lowa 


LP-Gas Anhydrous Ammonia Pressure Bulk Storage Transports Filling Station Stockton, California 


The World’s largest manufacturer of LP-Gas systems. 





Deputy Oil Inspector C. T. Beckman and an assistant check a dealer's meter by running 


the gas through the calibrating meter and back into the dealer's delivery truck. 





in construction and in operation. 
The equipment, including meters, 
pumps, hoses, etc., is all com- 
pactly mounted in a_ specially- 
built body on a Chevrolet 3600 
chassis. On the left side is a Nep- 
tune 432 gasoline meter with auto- 
stop for checking gasoline meters. 
The L. P. gas proving meter is on 
the right side of the truck. 

Two pumps are carried to pro- 
vide pumping facilities under any 
and all circumstances. One is an 
electric motor-powered, 32 gpm 
Viking and the other is a slightly 
smaller Viking connected to a 
power takeoff on the truck. 

A Neptune 433 L. P. gas meter 
is mounted in a right side cabinet. 
Connecting hoses are carried in 
other cabinets. In many 
this meter is all that is needed. 


cases, 


To give an absolute check, how- 
ever a special tank was built and 
carefully calibrated. This is nor- 
mally carried in a horizontal po- 
sition on the truck bed. When in 
use, it is slid out of the truck and 
stood upright on its base plate. 
This “prover tank” has an 82 gal. 
capacity and a 250 lb. working 
pressure. Hoses are connected 
from the meter being checked to 
the tank and a definite amount of 
LPG is pumped through the meter 
into the tank. The meter reading 
is then checked with the reading 
on the proving tank guages. 
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When the readings are made, 
the propane is merely pumped 
back into the tank from whence 
it came. The meter on the ¢ali- 
brating truck can be and fre- 
quently is checked with this 
“prover tank.” 

In a good many cases, the deal- 
er’s meter is calibrated simply by 
running gas through his meter 
into and through the calibrating 
meter and back into his own tank. 
The readings are compared and 
any necessary adjustments are 
made on the dealer’s meter. In 
practice, the inspectors operating 
the calibrating unit generally 
make at least two runs to guard 
against any slips or inaccuracies. 

If the dealer’s meter can be re- 
set or adjusted to work accurately 


with a minimum of time, the in- 
spector makes the adjustment 
right in the field. If the meter is 
in poor condition and requires 
major overhaul, however, it has to 
be sent into a service shop on a 
regular commercial basis. After 
it comes out, it must be rechecked. 

When inspection shows that the 
meter is accurate, the meter is 
sealed and an inspection sticker 
is placed on it. Then an orange 
sticker is placed on the windshield 
of the dealer’s delivery truck to 
indicate to all concerned that the 
truck’s meter has been calibrated 
and approved by the Colorado 
State Oil Inspection Department. 
There is no fee for inspection. 

When the LPG-using public be- 
comes mor familiar with this cali- 
brating program, the orange sticker 
will have a decided merchandising 
value to the dealer. And its ab- 
sence may prove to be an embar- 
rassment. 

This inspection program is en- 
tirely voluntary on the part of 
L. P. gas dealers. At the last 
Mountain States District Conven- 
tion, Mr. Houston came before the 
convention and explained the pro- 
gram, at the same time asking for 
suggestions and for dealer co- 
operation. 

The meter calibration work is 
just getting under way but is al- 
ready proving its worth. On the 
first L. P. gas meter tested, it was 
found that the dealer was cheat- 
ing himself out of four gal. of gas 
with every hundred that he de- 
livered. That man became a be- 
liever in a hurry. ae 





STATE OF COLORADO 


INSPECTED AND APPROVED 
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HARVEY H. HOUSTON 
STATE INSPECTOR OF OILS 


DENVER 4, COLORADO 


Inspection sticker placed on meter after it 
has been calibrated and sealed. 


A distinctive seal is placed in the lower 
right hand corner of the truck windshield to 
tell the customers that the gas they receive 
from this truck will be accurately measured. 





More than ample capacity for cverage 
domestic load of range, waterheater, 
refrigerator and space heater. 


Removable brass orifice with straight- 
through flow. No moisture traps. 
Minimizes freeze-ups. 


Large diameter soft spring provides de- 
pendable control of all flame height; 
from pilot to wide open. 


Large area “bug” screen reduces need 
for field calls. 


Octagonal shape, strong wrench pads, 
body and cover of aluminum and 
new beautiful glossy finish enhance 
appeal. 


SELWYN — 
PACIFIC COMPANY 


340 West Avenue 26, Los Angeles 31, California 














ASSEM. NO. 356 ASSEM. NO. 355 


jt 
7 ere 


sel- pac 
—— 


4 




















1605 


LP-GAS REGULATOR 


A new small regulator with 
big regulator features. 


Difficulties commonly associated with small 
regulators have largely been eliminated in the 
Sel-Pac No. 1605 through use of De Luxe 
features found only in the more expensive 
units. Review these features listed at left, then 
compare the 1605 with any other small regu- 
lator you choose. Compare it point by point 
under all conditions. It’s a natural for the 
practical, thrifty minded LP-Gas dealer who 
needs dependability, top performance and low 
cost all in one unit. Send today for prices. 


ASSEM. NO. 350 EL ASSEM. NO. 350 


WITH THROW-OVER VALVE WITH DISC CHECK MANIFOLD ELBOW TYPE P.O.L. INLET STRAIGHT P.O.L. INLET 
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Princess Kay drew the name of the iucky winner of this gas range. 


Popular and the point of many inquiries was the LPG carbure- 
tion exhibit. 
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Dealers team up at Minnesota fair 


By J. E. MULHERIN, Executive Secretary * Minnesota LPGA 


GAS went on display in 
. , real style at Minne- 


apolis this year. The Minnesota 
State Fair, which attracts over one 
million people annually, was the 
scene of an industry exhibit whose 
displays and demonstrations told 
the LPG story to countless thou- 
sands who visited the Hall of Flame 
—L.P. gas exhibit. 

The story of how this all hap- 
pened, its organization, its program 
and its results is one of great inter- 
est to everyone in the LPG busi- 
ness. 

When E. A. Dovenberg, general 
manager of the Home Gas Co., be- 
came president of the Minnesota 
Petroleum Gas Association in No- 
vember, 1955, he asked for the 
unified effort of all marketers and 
manufacturers in making the 
MPGA a strong, effective and 
efficient organization. He also 
asked for an affirmative vote to 
bring an industry exhibit to the 
Minnesota State Fair this year. 

From the very beginning this 
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idea caught on and met with en- 
thusiastic approval of everyone. 
The motivating idea, of course, 
would be to sell L.P. gas without 
mention of brand name or quota- 
tion of price, it being felt that this 
was one medium in which all people 
in the industry could find a com- 
mon interest, and would become 
unified in one grand venture to sell 
LPG and its benefits in a joint cam- 
paign against competitive fuels. 

R. C. Schuerman, of the Skelgas 
Division of Skelly Oil Co., was ap- 
pointed chairman of the fair com- 
mittee, and plans were soon under- 
way. Evidence of their faith in the 
success of the project was shown 
when this committee, acting upon 
authority of the board of directors, 
purchased an excellent building in 
a very favorable location on the 
state fairgrounds before a cent of 
money was raised! From here, 
progress was swift and certain. The 
fair committee, staffed by capable 
and willing LPG industry men, 
drew up a comprehensive program 


designed to raise funds, refurbish, 
decorate and equip the building 
with suitable signs, arrange for 
display of L.P. gas appliances and 
other equipment used in the indus- 
try, and the all-important phase of 
providing qualified personnel to 
handle the display during the fair 
period. 

With the announcement of the 
purchase of the building, and the 
Hall of Flame becoming a reality, 
the fund-raising was comparatively 
easy. Contributions came from 
marketers, manufacturers, distrib- 
utors and suppliers, and in keeping 
with the national program to pro- 
mote cooperation between the natu- 
ral and L.P. gas industries, the 
natural gas utilities of Minnesota 
were invited to participate. 

MPGA called on its most talented 
members for ideas of decor, display 
and design, who responded enthusi- 
astically and combined their skills 
to set up the Hall of Flame, com- 
plete with glittering bright house- 
hold gas appliances, a model kitchen 
featuring a built-in gas range. Ar- 
rangements were made for home 
economists from the Minneapolis 
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Heavy Lifting Lugs 


Provide Better Balance 


And Ease Of Handling! 


When you sell a BS&B “PERFECTION” Propane System 

to your customer, you are giving him a unit that has been engineered 
and manufactured to the highest quality standards throughout 

... one that is as nearly perfect in every detail as it is possible to make. 


A good example of this attention to detail is the placement of the 
heavy lifting lugs far out on the heads of the tank for better balance 
and ease of handling. Other important features are the sturdy one-piece 
steel channel wrap around legs, the optional spray fill adapter which 
allows capacity filling of the tank without vapor return line, the 
recessed internal relief valve for maximum safety, 

and the one-piece quick-opening weatherproof dome. 


Why not standardize this year on the one propane system that 
has everything your customers want and need— 
BS&B “PERFECTION” .. . with the Golden Dome! 





E 
“® ExaMPLe of propuct HEA? 


Brack, Sivaics & Bryson, Inc. 
Propane Equipment Division, Dept. 6-AB!2 
7500 East 12th Street Kansas City 26, Missouri 
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Gas Co. to demonstrate the all-auto- 
matic gas range, to put on continu- 
ous cooking demonstrations and to 
tell the LPG story to the thousands 
who were to visit the exhibit and 
view the display. Arrangements 
were also made to install the Harper 
Wyman “gas versus electricity” 
equipment and use this medium to 
tell the people why gas is the 
superior fuel. 

Included in the elaborate display 
of LPG — carburetion weve shiny 
new L. P. gas farm tractors, pick-up 
trucks and a stationary LPG-en- 
gine, each demostrated by a quali- 
fied carburetion expert. 

The theme for L.P. gas for farm 
improvement was further carried 
out with displays of gas stock tank 
heaters, chick brooders, water 
warmers, portable flood lights and 
weed burners. L.P. gas service was 
demonstrated by installations of 
both cylinders and bulk tanks. 

Because of its excellent location 
near the grandstand at the foot of 
Machinery Hill, the LPG Hall of 
Flame attracted many thousands 
of people. 

Further interest was created by 
the announcement of a drawing for 
a door prize, a beautiful all-auto- 
matic DeLuxe CP gas range. Over 
40,000 people registered for the 
drawing. 

In order to properly handle this 
huge crowd of interested people, a 
program was set up by the chair- 
man of the “Manpower Commis- 
sion,” which provided a daily staff 
of 19 qualified men to handle the 
exhibit. Each day someone was 
placed in charge of the project, and 
through him, others were assigned 
to that phase of the exhibit for 
which they were best qualified. 

The interest shown in all displays 
was steady and constant, particu- 
larly in the all-gas kitchen, where 
the home economists demonstrated 
the features of the all-automatic 
built-in gas range. Popular, too, 
and the point of many inquiries, 
was the LPG ecarburetion exhibit. 

So enthused is our association 
with the results of our first exhibit, 
that plans are already underway to 
have a bigger and better year in 
1957. Suggestions and new ideas 
are springing from everywhere, 
and everyone is looking forward 
to do a better job next year. a 
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The interest shown in all displays was steady and constant, particularly in the all-gas kitchen, 
where the home economists demonstrated the features of the gas ranges. 
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The fair committee, staffed by capable and willing LPG industry men, helped to make the 
exhibit a real success. Some of the men are shown here (left to right) E. O. Kopplin; J. E. 
Mulherin, secretary; C. F. Bursinger; R. C. Schuerman, chairman of the committee; Charles 
Bubar; Micky Ostgaard; A. J. Tirpak; Art Peterson; T. M. Byrnes; E. A. Dovenberg. president 
of the Minnesota Petroleum Association. 
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Because of its excellent location near the grandstand at the foot of Machinery Hill, the 
LPG Hall of Flame attracted many thousands of people. 
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New streamlined Speedloaders have completely-en- 
closed, all-weather bodies. 


» 
Y147:224 


the 1957 United 


eeMoage: a. Easy accessibility of all valves and 


engine controls means minimum 
time and cost per stop. 


... with every feature a tank truck needs for 
fast, safe and profitable operation 


fastest possible unloading and delivery. 
maximum size meter capacity and piping. 
engineered for easy handling. 

available in two sizes: 1700 or 2200 GWC. 
custom-built to YOUR specifications! 


choice of rear- or side-mounted hose and meter : 
ie Plenty of opportunity here to make 
“rolling billboards’ of your new 


These are just a FEW of the Speedloader’s many advanced Speedloaders. 


design features. Get in touch with your United representative 
quick for the full story! 


OND 


PETROLEUM GAS COMPANY 


4820 Excelsior Blvd., Minneapolis 16, Minn. 





Sales representatives: 


R. J. BELL ROBERT E. HAUGEN S. R. NAVICKAS 
1628 Thompson Ave. 901% So. Leland 1 West St. Albans Rd. 
Lo Crosse, Wis Des Moines, lowa Minneapolis 16, Minn, 


ROBERT E. BOLKCOM W. A. STANGE 


805 So. Lincoin RFD No. 2, Box 337 
Aberdeen, S. D Aurora, Ill. 


appearance and efficiency—that’s 
G. L. STEPHENS the ’57 Speedloader! 
McBirney Bldg 
Tulsa, Okla 
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PROPANE PETE - Episode No. 16 
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Pete upholds the spirit of 








By J. ARTHUR THOMPSON 


T was a long time ago and late on a December 
| evening that Propane Pete was driving his tank 
truck, Old Beepee, along the Old Bridger Trail in 
northern Wyoming. The wind was swooshin’ up the 
snow and boilin’ it into angry clouds. Drifts was 
pilin’ up in places and already Pete had had to get 
out the hose and burn his way thru a couple of 
snow banks. 

Ridin’ with Pete was a young chap he’d picked up 
in Billings, Al Jenson, who was tryin’ to git down to 
Cheyenne. 

“Sure wish I was home,” Al said to Pete. “Bein’ 
out in a Wyoming blizzard jist ain’t my idea of a 
good way to spend Christmas Eve.” 

“Is this Christmas Eve?” Pete asks. “I never pay 
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much mind to holidays. Still I gotta agree with you. 
If this blizzard gits much worse, it ain’t gonna be 
healthy. Guess mebbe we'd better hole up if we 
can find any place at all.” 

After a bit they spots a light a little way off the 
road and drive over to it. It’s a little homesteader’s 
shack hunched up among the sage brush. The black 
tar paper that covered it seemed to be shrinkin’ up 
under the icy blasts swoopin’ down from the north. 

A scared lookin’ woman comes to the door in an- 
swer to their knock. Two little girls peep out from 





Boost your sales with... 
S CATE E 


LIFT TRUCK 
CYLINDERS 


Scaife LP-Gas tanks for fork lift trucks can help 
you take advantage of the newest opportunity to 
boost your LP-Gas sales. Start out on the right 
foot by servicing the market with a dependable 
line of removable lift truck cylinders. You'll find 
Scaife Company offers you the assurance of top 
quality and sound product design. 

Scaife Fork Lift truck cylinders are produced 
by the organization that specializes in the manu- 
facture of pressure vessels for air, liquids and gases. 
Only the highest quality materials . particu- 
larly suited for this specialized use of LP-Gas are 
specified. Every unit complies with ICC codes 
and is subjected to rigid quality control practices, 
including a hydrostatic test for structural sound- 
ness and an air test for gas tightness before it 


AY 


WA XS x 
Sis ee avatar, 


Sauda 


leaves the plant. 

Scaife designs have been developed to effi- 
ciently meet the requirements of lift truck manu- 
facturers. 

Check these advantages and you’ll see why 
Scaife fork lift truck cylinders are your best bet in 
this new industrial truck market for LP-Gas. 

¢ Neat, lightweight, high strength, rugged 
construction. 
tasy to read ICC data stamped on Valve 
Protection Ring. 
¢ Quality Controlled through every step of 
production . rigidly tested and in- 
spected. 
e Three standard sizes available .. . (20, 
34 and 44 pound capacity propane). 


¢ Careful arrangement of valves and fit- 
tings to assure easy access. 





SCAIFE COMPANY 


PITTSBURGH, PENNA 
LABEL OF LEADERSHIP SINCE 1802 


MAKERS OF PRESSURE VESSELS AND DRAWN SHAPES 


SALES OFFICES: Geneva, Ill., Greensboro, N. C., Ridgewood, N. J., Pittsburgh, Pa 
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PROPANE PETE + Continued 


behind her. Pete explains their predicament and 
the woman asks ’em in. 

The inside of the house was neat and clean as a 
pin. There was a living room, a kitchen and one tiny 
bedroom. Furniture was pretty skimpy. There was a 
little monkey stove in the livin’ room that seemed to 
be givin’ out about one candle power of heat and a 
cast iron cook stove in the kitchen. Pete noticed 
that the coal box was mighty low and the pile of 
cut sage brush that made up most of the fuel supply 
was too small for comfort. 

While the woman explained that her husband had 
been workin’ down in Worland and couldn’t git home 
until Christmas day, Pete was lookin’ around and 
drawin’ his own conclusions. The two little girls 
kept starin’ at Pete and Al. 

“Now look here, Mam,” Pete says, “this young 
feller and me ain’t gonna let you put yourself out 
one bit for us. You’ll be safe and warm as if you 
was in church. You jist let us take over. A fat steer 
got in the way of Old Beepee up the road aways, I 
only had to run him half a mile till he died. So we 
got lots of food and fuel right on the truck.” 

Pete had picked up a good sized job lot of pipe, 
fittings, copper tubing and such like up in Billings, 
so he goes out and lays a pipe line into the house. 
He jist bores a hole thru the pine board wall of 
the shack and leads in a small gas pipe. Then he 
runs one line to the kitchen stove and another to 
the little monkey stove in the living room. 

It wasn’t a fancy job, but in no time at all Pete 
had a propane burner goin’ in the kitchen stove 
and another in the monkey stove. Pete kept Al Jen- 
son on the jump, but because he was tryin’ not to 
use swear words in front of the little girls, he had 
a hard time givin’ his orders. 

Pete got the steer’s carcass and skinned it. His 
pocket knife was dull so he puts a small cuttin’ torch 
on the end of his hose and whacked out a dozen 
sirloin steaks. Of course, that seared ’em nicely and 
when he finished cookin’ ’em on the kitchen stove, 
they was as juick as anyone could ask for. 

Everybody had a big dinner. The wind was howlin’ 
like a banshee outside, but inside that little home- 
steader’s shack everything was snug, warm and cozy. 

Al Jenson sits down with the two little girls after 
dinner and starts tellin’ ’em stories. He made a big 
hit with ’em. Pete putters around cleanin’ up and 
foolin’ with some burners he found in the junk he 
had on the truck. 

After while it was time for the little girls to go 
to bed. They went into the bedroom and got into 
their nighties, then come out by the stove to say 
their prayers. Pete was kinda thrown off base. He 
was feelin’ pretty soft too, especially when he heard 
‘em say: “God bless the nice man that tells such 
nice stories and God bless the big man with the 
funny mustache. And God bless Santa Claus and 
make him be sure to bring us a Christmas tree. 
Amen.” 

After the little girls had been tucked snug in bed, 
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the mother explained that they wanted a Christmas 
tree more than anything else. But they were goin’ 
to be disappointed, for there just weren’t any trees 
of any kind in this part of the country and it was 
better than thirty miles over to the Pryor mountains 
where you could find evergreens. That was out of 
the question. She had some presents for ’em and 
a few ornaments but there wasn’t goin’ to be any 
tree. 

After the woman had gone to bed, Pete and Al 
set in front of the monkey stove sayin’ nothin’. Pete 
was tryin’ to remember something and Al was far 
away in his thoughts. 

Finally Pete said: “Sure is too bad them kids can’t 
have a Christmas tree. I just can’t remember what 
they’re like.” 

Al told him the best he could, describin’ the pretty 
geegaws and lights that made the eyes of the kiddies 
dance with pleasure. 

Pete was still for a minute, then he bust out: 
“Why dang it, Al, them kids is gotta have a tree! 
It won’t be like nothin’ anybody ever seen before, 
but we'll make ’em one.” 

Well sir, that night Al Jenson learned about pro- 
pane gas and how to handle it. What he learned 
came in mighty handy when he started his own com- 
pany, Ranchers Gas, down in Cheyenne. 

The two of ’em worked most of the night, buildin’ 
that tree out of pipe and fixin’ burners on the ends 
of the limbs. They cut copper tubin,’ adjusted regu- 
lators and used jist about all the stuff that Pete had. 
But when they hooked up the gas and adjusted all 
the jets, they knew they had something. 

They was plenty repaid by the looks on the faces 
of the two little girls next morning. Their eyes were 
big as saucers. Sure enough, that tree was like no- 
body had ever seen before. The trunk and limbs 
were just black pipe and fittings, but from the limbs 
dangled ornaments and queer shapes cut from bright 
copper tubing. And from the jets, the clean blue 
flames of L. P. gas danced and bowed for two small 
children that could still keep their faith in Santa 
Claus. J 








Never-say-die dependability . . . 
proved on the Alcan Highway! 
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NEW TASK-FORCE 57 CHEVROLET TRUCKS 


They took everything the truck-killing Alean 
could dish out—and not a single unit dropped 
rugged Alcan in one round-the-clock out or turned back due to mechanical 
failure! They turned in top scores for per- 
é aT oe formance and economy, too! Look over the 

normally a 72-hour trip) in less than Alean Highway Champs at your Chevrolet 
15 hours to prove their durability! dealer’s. . . . Chevrolet Division of General 

Motors, Detroit 2, Michigan. 


Six new °57 Chevy trucks tamed the 


sprint. ‘They covered the grueling run 


NO JOB TOO TOUGH 

FOR THE ALCAN CHAMPS! 
You get Alcan-proved dependability in 
whatever light- or medium-duty model 
you choose. Put a new Chevy to work for 


you and take advantage of its extra 
stamina, its time- and money-saving ways! 


PROVED ON THE ALCAN HIGHWAY... CHAMPS OF EVERY WEIGHT CLASS! 
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Trinity Steel opens 
plant in Mexico City 


Trinity Steel Co., Dallas, through 
its president C. J. Bender, has an- 
nounced the opening of an affiliated 
manufacturing plant in Mexico 
City. Raul Osuna is general man- 
ager and Fernando Castillo is gen- 
eral superintendent of the new 
company known as Tanques De 
Acero Trinity, S. A. 

Before establishing the plant, 
officials of Trinity did a lot of re- 
search work to determine the need 
for the plant and the future of the 
market. The conclusion was reached 
that there was a definite need for 
a plant in Mexico City that would 
cater to the needs of Mexico and 
other Latin American countries. 
One thing that led to the construc- 
tion of the plant was that cylinders 
fabricated in Mexico and used prev- 
alently throughout the country 
were not up to U. S. safety stand- 
ards. 

Ray Reedy, vice president of 
Trinity at Dallas states that all 
tanks coming out of the Mexico 
City plant will comply with the 
ASME code covered by pamphlet 
No. 58 for vessels of 250 lb working 
pressure. 

The new plant covers approxi- 
mately four acres and is enclosed 
by a 10 ft brick wall. In addition 


to the fabricating plant, the newly 
erected structure includes office and 
warehouse. 

A cafeteria and shower facilities 
are provided for employees The 
plant is located in the heart of 
Mexico City’s newest industrial 
district. It is served by rail facili- 
ties and is located only a _ short 
distance from the Mexico City- 
Laredo, Texas highway. 

The Mexico City plant will be 
operated entirely by Mexican offi- 
cials utilizing Mexican labor. All 
tanks will be fabricated of Mexi- 
can steel produced in mills at 
Monterrey and Monclova. 

The Mexican company’s tanks 
will be comparable to those manu- 
factured at the Datlas plant as the 
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same basic blue prints will be used. 

Before starting up the new plant 
all key personnel were brought to 
the Trinity plant at Dallas for six 
weeks of intensive training to as- 
sure complete understanding of 
correct manufacturing procedure. 
Mexican people, when _ properly 
trained take great pride in turning 
out workmanlike products. 

Both aboveground and 
ground domestic tanks are being 


below- 


The Mexico City plant will be operated en- 
tirely by Mexican officials utilizing Mexican 
labor. All tanks will be fabricated of Mexi- 
can steel produced in mills at Monterrey 


and Monclova. 





fabricated. Sizes range from 84 
gal. to 1000 gal. Also motor fuel 
tanks are fabricated. Truck tanks, 
transport tanks and large storage 
tanks will be handled through *1e 
Dallas plant until such a time as 
the Mexican mills are in production 
on proper steel for these products. 

Zecause of the present steel 
shortage in Mexico, present pro- 
duction is around 20 tanks per day. 
The potential capacity is 100 tanks 
per day. 

The engineering and research 
departments of Trinity Steel are 
equipped to furnish all technical 
and engineering details in the met- 
ric system, the measurement used 
in Latin America. Trinity of Dal- 
las has also employed some Latin 
American stenographic help to han- 
dle correspondence between the 
plants. 

Trinity Steel Co. expects to bring 





Tanques De Acero Trinity, S.A. is the name 
of the new manufacturing plant recently 
opened in Mexico City by Trinity Steel Co., 
Dallas. The plant covers approximately four 
acres and is enclosed by a 10 ft brick wall. 
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Here's Your Profit 
Combination! 


When you deal with Sinclair, you’re setting the dials for bigger profit opportunities. 

For instance, every tank-load of Sinclair LP-Gas is guarded by the five famous Sinclair 
extras — INTEGRITY, REPUTATION, QUALITY, PERFORMANCE and GOOD SERVICE — 

to protect and build your business reputation. For you, this combination opens the 
door to increasing sales and profits, with a growing list of satisfied repeat customers. 


Get the facts on this top quality LP-Gas with high heating value — moisture and 
impurities removed — then, make the switch to Sinclair. 


Sinclair Oil and Gas Company SINCLAIR 


Liquefied Petroleum Gas Sales Department 


Sinclair Oil Building, Tulsa, Oklahoma A Great Name sn Ol 
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out soon a special Latin American 
edition of “The Trinity Story.” 
This basic catalog will cover all 
products fabricated for Latin 
American trade. 


Gas provides heat for 22.5 
million American families 


Gas is used to heat more homes 
in the U. S. than any other fuel, 
the American Gas Association an- 
nounced recently. AGA said that 
the latest statistics show that gas 
now provides heat for 22.5 million 
American families in homes and 
apartments 

Of the total, 9.3 million families 
live in one, two, three, and four 
family houses that are centrally 
heated by “residential” size auto- 
matic furnaces and boilers fired by 
gas. An additional 900 thousand 
families live in apartment houses 
with central gas heat. An added 
12.3 million families depend upon 
gas space heaters and floor and 
wall furnaces for heat. 

AGA estimates indicate a new 
high was reached this year as gas 
central heating hit a mark of 10.2 
million dwelling units, while oil 
followed with 10.1 million. During 
1956, shipments of gas central 
heating units have exceeded oil 
burner shipments by a significant 
margin. 

The statistics on gas include both 
homes on utility (city) gas mains 
and those using LPG in bottles 
or tanks. Gas heated homes rep- 
resent about 46 per cent of the 
more than 49 million occupied 
dwelling units in the U. S. as of 
mid-1956. 

Actually, gas heated homes—for 
all types of heating systems—out- 
number by more than 50 per cent 
those using its nearest rival 
liquid fuels, which account for 
about 30 per cent of occupied dweil- 
ing units. Dwellings using coal, 
wood, electricity and other fuels 
number about 24 per cent of the 
national total. 

The current gas househeating 
saturation of 46 per cent repre- 
sents a sharp gain from the 1950 
level of 29 per cent. And, the in- 
creased saturation reflects the con- 
tinued high acceptance of gas heat- 
ing in new homes, as well as the 
large number of conversions in 
older homes from other fuels which 
have been facilitated by increased 
supplies of natural gas from new 
pipeline construction and under- 
ground storage development. 
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Utility, LPG teamup as 
Gas Unity Committee 


For the first time fuel suppliers 
and equipment producers are to- 
gether in a unified promotion pro- 
gram. Gas Unity Committee, a 
newly formed group headed by 
Jack H. Mikula, general manager 
of the Milwaukee Gas Light Co., 
will foster promotional efforts for 
gas and for gas appliances and 
equipment both on and _ beyond 
utility gas mains. 

The committee is made up of 
representatives of the American 
Gas Association, the Gas Appliance 
Manufacturers Association, the 
Liquefied Petroleum Gas Associa- 
tion and the National LP-Gas 
Council. 

Mr. Mikula said the committee 
will develop a national program 
based on local cooperation of gas 
utility companies, gas appliance 
manufacturers and L. P. gas mar- 
keters. Successful pilot programs, 
he added, are already going on in 
Wisconsin, Iowa, Oklahoma, and 
Florida. These programs, he point- 
ed out, permit the unified industry 
to offer the advantage of gas to 
American home-owners “wherever 
they live—on or off the gas mains.” 

H. Leigh Whitelaw, executive 
vice president of GAMA was named 
secretary of the committee and 
Arthur E. Bone of Eastern Pro- 
pane Co., recording secretary. AGA 
representatives, in addition to Mr. 
Mikula, are R. L. Stephenson, Lone 
Star Gas Co., Dallas, and Bernard 
H. Wittman, Peoples Gas Light & 
Coke Co., Chicago, LPGA repre- 
sentatives are R. W. Sidenfaden, 
Suburban Gas Service Inc., and 
William R. Lund, Warren Petro- 
leum Corp. A. H. Cote of Subur- 
ban Propane Gas Corp. is the Na- 
tional LP-Gas Council representa- 
tive. 

Serving as ex-officio members of 


Both aboveground and belowground do- 
mestic tanks are being fabricated in the 
new Trinity plant. Sizes range from 84 gal. 
to 1000 gal. 





the Unity Committee are the pres- 
idents of the three cooperating 
trade associations: Dean H. Mit- 
chell (AGA), Northern Indiana 
Public Service Co.; W. F. Rockwell 
Jr. (GAMA), Rockwell Manufac- 
turing Co.; and K. H. Dickson 
(LPGA), Uregas Service Inc. 
Julius Klein, of Caloric Appliance 
Corp., and president-elect of 
GAMA, also attended the first 
meeting. 


Perfection announces new 

wholesalers, distributors 
Perfection 

nounced seven 


Industries has an- 
recent wholesaler- 
distributor appointments, accord- 
ing to Carl W. Millsom, vice presi- 
dent of sales. 

New wholesalers for the company 
include: Richmond Hardware Co., 
Richmond, Va. for the eastern half 
of Virginia and northeastern half 
of North Carolina; 

The Frost Distributing Co., 
Carterville, Ill., for the southern 
third of Illinois; 

The G. W. Rvan Distributing Co., 
Kansas City, Mo., for northeastern 
Missouri and eastern third of 
Kansas; 

Rogers & Baldwin Hardware Co., 
Springfield, Mo., for southwestern 
Missouri, southeastern Kansas, the 
northeastern corner of Oklahoma 
and northwestern Arkansas. 

Distributors include: The Haw 
Hardware Co., Ottumwa, Iowa, for 
the southern half of Iowa and 
northeast Missouri; 

Knapp & Spencer Co., Sioux City, 
Iowa, for the entire state of South 
Dakota, northwestern Iowa and the 
southwestern corner of Minnesota. 

Warm Air Heating Supply Co., 
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Dearborn, Mich., will wholesale in 

addition to distributing Perfec- 

tion’s entire line of furnaces and 

air conditioning equipment in 

Soa WYN MEM Ly H//y, “Metre ttor, southeastern Michigan. 
Vit fz 


SA x. 


Balmer, John Wood Co., 
elected a director of AGA 


J. B. Balmer, president, John 
Wood Co., New York, N. Y., was 
elected a director of the American 
Gas Association at the 38th annual 
convention of the group in Atlantic 
City, N. J. Mr. Balmer was elected 
for a two-year term expiring in 
October 1958. 

In 1931, Mr. Balmer became as- 
sociated with John Wood as sales 
manager of Hostess Corp. Ltd., a 
subsidiary of that company. 

John Wood Co. is a subsidiary of 
International Metal Industries, Ltd. 








M 
OO ny puny 


\ vayyai a 


“finpy 
YW, 
“1 py PU Uf? Yinyfu snip a vg’ 


Vii, 


Where does DANGER stop 
and SAFETY begin? 





@ Hazardous locations may be only in the immediate 
vicinity of tanks, pump rooms and filling rooms... or 
they may extend into far wider areas. The National Elec- 
trical Code defines certain areas as Class I hazardous 
locations where explosion-proof electrical apparatus is 
mandatory. But it takes a specialist to be completely sure 
that questionable areas have ample protection. 

Special Field Engineer Service. Let us help you be sure 
that your electrical equipment conforms to Code require- 
ments in every necessary location. An experienced 
Crouse-Hinds Field engineer at one of the offices shown 
below will be glad to look over new plans or present 
plant, without obligation. 

Choose From Thousands of Products. Crouse-Hinds pro- 
duces a complete line of explosion-proof equipment to 
meet the exacting demands of producers and distributors 
of L-P gas. (A few items are shown here. ) 

Send For Free Booklet. This comprehensive 82-page 

booklet gives explosive characteristics of 

butane and propane gas . . . contains 

Articles 500 and 510 of the latest revised 
| Code... and numerous installation dia- 
} grams and photographs. 
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J. B. Balmer 


In 1937, Mr. Balmer was elected a 
director of IMI; in 1946 was elect- 
ed vice president and general man- 
ager, and in 1947 was made chair- 
man of its executive committee. 
In 1945, Mr. Balmer was elected 
president and general manager and 
a director of John Wood Co. In 
1954, he was elected chairman of 
that company’s executive commit- 
tee. He still holds these posts. 


Honeywell's sales in 
control field consolidated 


Because of the continued growth 
of Minneapolis-Honeywell Regula- 
tor Co.’s domestic temperature-con- 
trol business a consolidation of the 
firm’s saies administration in this 
field has been effected, it is an- 
nounced by K. L. Wilson, vice presi- 
dent, who will direct the new divi- 
sion. 

Under the move, the present 
heating controls division will be 
known as the residential division. 
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Superior Quality you can trust... 


Most Regulators may look alike, but 
there can be a tremendous difference 
in quality. The quality you must 
have for longer service life, for lower 
maintenance and for extra safety. 
Why take unnecessary risks? Ask a 
reliable RELIANCE Representative 
for the complete facts today, or 
write for descriptive Bulletins. 


Back of every RELIANCE Regulator 
are the experience and integrity 

of a manufacturer that has specialized 
in designing and building Regulators 
for 40 years. For applications 

in the Ammonia Industry... 


Specify RELIANCE REGULATORS. 


When ordering specify exact outlet pressure 
required so proper spring can be installed. 


ome 
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TYPE HPC & HPX— \"—1"—2” screwed 
pipe sizes only. Outlet pressures 2% 
to 75 PSI. Complete Specifications in 
Bulletin #45. 


TYPE HPR-10 — Outlet pressures 2°¢ to 
25 PSI. 

TYPE HPR-20—Outlet pressures 25 to 350 
PSI. %" —1" — 14" — 1'6"—2”" screwed 
pipe sizes only. Complete Specifications 
in Bulletin #48, 


TYPE RV-200 — Metal Seats 

TYPE RV-201— Composition Seats. 4"— 
1*—14" —1's"—2” screwed pipe sizes 
only. Outlet pressures 1 to 225 PSI. 
Complete Specifications in Bulletin #49. 





BETTER SERVICE... 
BETTER SERVICE LIFE 


QUICK, POSITIVE MAINTENANCE 
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ROPER SINGLE-POINT 
PRESSURE-LUBE SYSTEM 


Complete lubrication of main bearing is 
assured through Roper _ single-point 
pressure-lube system. This simplified 
lubricating method saves time, effort, 
and material . . . eliminates fuss and 
bother. 


SERIES 3603 


“Fast . . . since installing-Ropers, 
deliveries have been speeded up to 
take care of more calls per day.” 


“Quiet ... customers aren’t bothered 
by annoying noise with Ropers... . 
we can even make night deliveries 
without disturbing anyone.” 
“Economical . . . our Roper 30 G.P.M. 
units reach rated capacity quickly at 
medium idle... no racing the motor 
to get results!’ These are the reports 
of L-P marketers who know, for 
Ropers give them better service day in 
and day out. 

If you want to effect greater econo- 
mies and more profitable delivery 
like others, look to Roper for the 
answer to L-P Gas pumping needs. 
Ask your distributor for more facts 
and performance data, or write for 
Bulletin No. 24 which outlines 
capacities, features and specifications. 


TANK TRUCK AND BULK PLANT PUMPS 
FOR 30, 50, AND 100 G.P.M. DELIVERY SYSTEMS 


GEO. dD. ROPER 


CORPORATION 
362 BLACKHAWK PARK AVENUE 
ROCKFORD, ILLINOIS 
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It will have responsibility for the 
sale of all types of temperature 
control equipment for homes, in- 
cluding electronic moduflow which 
formerly was handled by the com- 
pany’s home products division. 

The residential division will 
carry out its sales and service ac- 
tivities through the firm’s existing 
branch office and field sales staffs. 
The company maintains 110 such 
offices throughout the United 
States. 

Mr. Wilson said promotion of 
such advanced concepts as year- 
around temperature control, resi- 
dential zoning and the indoor-out- 
door method of temperature control 
would be intensified and expanded. 


Canadian Hydrocarbons 
buys four propane firms 


Canadian Hydrocarbons Ltd. has 
announced the purchase of Sturdie 
Propane Ltd., Hugh Gas Ltd., and 
Propane Gas Service Ltd. from In- 
ternational Utilities Corp. 

W. F. Davey, president of Cana- 
dian Hydrocarbons commenting on 
the acquisition, said his company’s 
propane operations now _ cover 
“practically the whole of Western 
Canada,” and represent a current 
gross investment of $12 million. 

He said the organization is now 
represented by some 64 bulk plants, 
1200 dealers, operated by a staff 
of more than 400 personnel in con- 
junction with a fleet of about 200 
vehicles, currently marketing pro- 
pane at the rate of 40 million gal. 
annually. It serves about 45,000 
customers. 


Safety valves obsolete, 
says Holden of ACF 


Safety valves on many of the 
storage tanks in the nation’s lique- 
fied-petroleum gas bulk plants are 
obsolete, R. J. Holden, a design 
manager for the American Car & 
Foundry Division of ACF Indus- 
tries Inc., said recently. “These are 
safety relief valves of a type not 
approved by the Underwriters’ 
Laboratories label,” he noted. 

Mr. Holden, design manager of 
relief valves, told a pressure ves- 
sel sales conference attended by 
ACF sales personnel from offices 
throughout the country that a large 
percentage of the valves at L. P. 
gas plants also “have not been sub- 
jected to the recommended periodic 
tests and inspections.” 

He pointed out that practically 
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The true story of Lawrence Olson: 


THE MAN WHO SAVED A TOWN 
with Cities Service Propane 


The snow was heavy and the time was short. Throughout Late one evening, he received an emergency phone call 
the area of Madison, Wisconsin, one after another LPG from the town of Monroe, 55 miles away. Monroe’s 
distributor was running out of LP-Gas at a time when municipal gas supply was running out. By the following 


customers needed it most for heating and cooking. day, the entire town would be without heat. 


A crippling strike had completely cut off supply by Olson said he'd try to deliver . . . but between him and 
rail... and the deepening snow was rapidly choking off Monroe stood the night, the snow, and 55 miles. Loading 
delivery by truck. Finally, no distributor was receiving a bobtail transport with Cities Service propane, he set out 
shipment ... none, that is, except Lawrence Olson, Cities — on his race against time. 

Service Distributor. Minutes before daybreak, Olson won the race! .. . And 

When no other supplier dared send its trucks through —_an entire town was saved. 
the ice and snow-covered roads, Cities Service continued Cities Service is proud to be associated with such 
its deliveries and Lawrence Olson soon became the only man... proud, too, that we were able to play a part in his 
man with a supply of LP-Gas. His job: meet the desperate outstanding service to the community. We hope that a 
needs of all propane users in a 40-mile radius of Madison. similar situation never arises again... but if it does, vou 

Doing this as best he could, he suddenly found himself — can be sure we stand ready to repeat our role for whom 
confronted with an even greate problem! ever the Cities Service Distributor may be. 


SERVICE! ... Part of our name, part of our business. 








406 W. 34th Street 500 Robert Street 


Kansas City, Missouri St. Paul, Minnesota 
20 N. Wacker Drive 6611 Euclid Avenue 
Chicago, Illinois Cleveland, Ohio 
QUALITY PETROLEUM PRODUCTS 
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MOST IMPORTANT DEVELOPMENT IN 


Patents Pending 
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CERTIFIED BY A.G.A. 


MADE IN VARIOUS 

STYLES and SIZES 

CONSULT YOUR LOCAL 
SEL-PAC DEALER. 
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Here’s a new low pressure gas shut-off valve so de- 
signed that external forces which would dislodge the 
tapered plug of ordinary valves, causing leakage, are 
no longer a problem. 

















The tapered plug inserted from the bottom is held 
securely in position at the top and locked to prevent 
axial movement and leakage. A combination cap and 
spring device, not only keeps the plug tightly seated 
on the taper but affords a protective housing around 
the spring as a safe guard against accidental dislodg- 
ment of plug. 


The spring take-up, contained within the head, main- 
tains a consistent tightness on the valve taper provid- 
ing an automatic take-up for wear. 


This new Sel-Pac valve, relatively small in size because 
of its steel construction, is several times stronger than 
conventional brass valves and will readily adapt itself 
to installation within limited space. The plug itself 
is bronze to provide dissimilar metal bearing sur- 
faces. This Sel-Pac product carries AGA certification 
and is approved by leading building and heating 
codes. Each valve is individually tested and carefully 
packaged. 
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HANDLE RESTS ON BODY 
ABSORBING SHOCK 
THUS PREVENTING DIS- 
LODGMENT OF PLUG 














OLD WAY 


PLUG MAY BE DISLODGED 
BY A FORCE ON THE BOT- 
TOM AS INDICATED BY DOT- 
TED LINES. 


340 WEST AVENUE 26, LOS ANGELES 31, CALIFORNIA 
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DON'T LEARN SAFETY 
ACCIDENTALLY | 


by 
GEORGE R. 
POSTLEWAIT 


| President 
1 Se_wyn-PAciFic 
COMPANY 


The words, ““Common Sense” and 
“Safety” may have little retationship 
in the design and manufacture of 
ladies hats, but they certainly are 
synonymous as related to our LP-Gas 
Industry. Safety can come only from 
(1) a full knowledge and understand- 
ing of the product with which we are 
dealing and (2) the use of common 
sense in the application of these facts. 


I recently witnessed an LP installa- 
tion, where one or the other of the 
two above points was lacking. It con- 
sisted of a beautifully installed 
250,000 B.T.U. boiler setup — using 
2 stage regulation, sample tanks to 
provide storage and vaporization of 
the cold winter temperatures encoun- 
tered The second stage regulator was 
installed within the building. All of 
the above indicates knowledge of the 
product and good installation prac- 
tice. The “Boner” appeared when I 
discovered the installation man had 
run a vent line from the regulator re- 
lief vent into tne flue of the furnace, 
instead of piping it outside the build- 
ing to a safe discharge location. 


Knowing that LP-Gas is heavier than 
air, he overlooked the serious results 
that might have occurred had the 
regulator relief discharged a lot of 
raw fuel in the flue some 6 feet above 
the open flame of the pilot light. He 
was very appreciative of having this 
little fact called to his attention and 
made an immediate change. 


A second “Boner” I heard of, in an- 
other part of the country, didn’t work 
out so easily. After an explosion and 
fire, it was proven in court that a 
branch line on an LP installation had 
been left with a globe valve at the 
end of the unconnected line. The 
globe valve was suitable for the line, 
but the installation man had not 
bothered to put a pipe plug in the 
downstream side of the valve. Chil- 
dren playing in the basement opened 
the valve. Had the valve been 
plugged, the accident would have 
been avoided. 


For an excellent treatise on Safety 
we suggest you obtain Pamphlets 52 
and 58 from the National Fire Pro- 
tection Association, 60 Batterymarch 
Street, Boston 10, Massachusetts. 


Don’t learn Safety, accidentally. 


SELWYN-PACIFIC COMPANY 
340 West Avenue 26 
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all of these obsolete relief valves 
are equipped with cast bronze 
stems and seats and are not adapt- 
ed for controlled drainage. 

ACF’s sales personnel also heard 
discussions dealing with large stor- 
age tanks, small tanks, check valves 
and angle valves. 


Rheem announces gas-fired 
all-year air conditioner 


An all-gas heating and cooling 
unit for residential use has been 
introduced by Rheem Manufactur- 
ing Co. at a special Chicago show- 
ing, but the unit will not be on the 
market until 1958. 

Rheem’s entry into the fast- 
developing all-gas year-round air 
conditioning field uses the jet prin- 
ciple of cooling. Both cooling and 
heating are accomplished by a sin- 
gle gas burner unit with the entire 
system enclosed in a 4 ft long, 2 ft 


Rheem's all-gas heating and cooling unit 
for residential use which will appear on 
the market in 1958. 





wide and 4 ft high cabinet. The 
unit may be placed outside of the 
home if desired. 

Both heating and cooling operate 
automatically from a conventional 
thermostat and the changeover from 
summer to winter air conditioning 
is automatic. 

For warm air heating, the unit 
is used with conventional ductwork. 
The furnace is replaced by a small 
cabinet containing a finned coil and 
a quiet, high capacity blower. 
Chilled water is circulated through 
the coil for summer air conditioning 
and the blower sends cool, dehu- 
midified, filtered air throughout the 
house. In the winter, hot water is 
pumped through the coil and the 
blower dispatches warm air. 

For hot water heating, convector 
units are situated throughout the 
home and each convector has its 


M:S°A Equipment puts 
you on guard! 


M-S-A AMMONIA MASK 
This Mask’s proved 
protection, wearing 
comfort, and durability 
make it the No. | choice 
in any job where am- 
monia is a_ breathing 
threat. “‘All-Vision” 
Facepiece protects 
entire face. Large lenses 
permit maximum job vision, and will 
not “fog up.”’ U.S. Bureau of Mines 
Approved. A complete line of masks for 
other refrigerants, self-contaii.2d Breath- 
ing Apparatus, and protective clothing 
is available. Write for bulletins 


M:S°A ANHYDROUS AMMONIA 
FIRST AID KIT 

Here is an all-new First Aid Kit designed 
specifically for fast, effective treatment 
of ammonia burns. Developed on the 
recommendations of users of anhydrous 
ammonia, the new kit contains a com- 
plete assortment of treatments and dress- 
ings. A special instruction sheet provides 
users with proper first aid methods. 

The case is of “‘all-weather’’ construc- 
tion, 20 gauge steel, finished in durable, 
blue baked enamel. A rubber gasket 
seals out dust, moisture. Mounting 
brackets permit attaching to wall. 


Be prepared for emergencies . . . write for details 


MINE SAFETY APPLIANCES COMPANY 
201 North Braddock Avenue 
Pittsburgh 8, Pa. 








own fan to circulate air over a 
small finned coil. Water — chilled 
or hot depending on the season — 
is pumped through the coils. The 
system lends itself to the “ideal 
combination,” using hot water for 
sustained heat and warm air for 
rapid temperature increase should 
the weather take a sudden drop. 

The gas-fired cooling system of 
the Rheem unit operates through 
rapid evaporation of a refrigerant. 
Evaporation occurs when refriger- 
ant vapor is entrained in the dis- 
charge of a jet. The cold refrigerant 
then chills water circulating 
through a coil of copper pipe which 
leads to the inside of the home. 

The liquid and vapor svstem 
which serves to cool or heat is a 
completely sealed operation. 

Field tests of the unit will be 
conducted all through 1957. 


Sinclair and Skelly gas 
plant in operation 


A new gas products plant known 
as the Sinclair gas products plant 
No, 23 has been placed in opera- 
tion in the Hulldale field, 12 miles 
northeast of Eldorado in Schleicher 
County, Texas, by Sinclair Oil & 
Gas Co. and Skelly Oil Co. 

Two attempts to construct a co- 
operative plant for conservation of 
gas produced with oil in the Hull- 
dale field failed, due in part to the 
lack of market for residue gas. 

Construction was commenced 
February 7, 1956 and the plant was 
put on stream July 28. 

Hydrocarbons in the oil-well gas 
which are salable in the liquid 


phase are removed by compression 
and absorption, liquefied and frac- 
tionated. 

The plant has capacity for com- 
pressing 15 million cu ft of oil-well 
gas a day, and the other processing 
facilities have a capacity for han- 


dling 20 million cu ft. The plant 
will initially handle approximately 
140 million cu ft of gas a month 
from which approximately 1.6 mil- 
lion gal. of natural gasoline, butane 
and propane will be recovered. 
Officials of the two companies 





The process area of a new qas products 
plant in Schleicher county, Texas, to. con- 
serve oil-well gas production in the Hulidale 
field. The boiler installation is in the fore- 
ground and L. P. qas storage and water 
cooling tower in the background. The plant 
was built by Sinclair Oii & Gas Co. and 
Skelly Oil Co. 
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said it is planned to market the 
natural gasoline, with purchaser 
accepting delivery through pur- 
chaser’s pipeline. The butane and 
propane will be marketed at a truck 
loading dock at the plant and at a 
loading rack and spur track on the 
Santa Fe railroad. Negotiations are 
under way for marketing the resi- 
due gas. 


Magic Chef consolidates 
manufacturing activities 


Plans for rearrangement of the 
manufacturing facilities of Magic 
Chef Inc. were announced recently 
by Cecil M. Dunn, president of the 
company. 

“In the interest of more efficient 
production and better service for 
our customers,” said Mr. Dunn, 
“production of cooking and heating 
appliances will be concentrated in 
Magic Chef plants in Cleveland, 
Ohio, and Franklin, Tenn. This 
consolidation of manufacturing ac- 
tivities in three of the four Magic 
Chef plants will result in definite 
economies of operation and worth- 
while reduction of overhead.” 

The expansion of production in 
the Cleveland and Franklin plants 
will begin with manufacture of the 
company’s 1957 line, which will be 
shown to the trade at the Furniture 
Market in Chicago in January, ac- 
cording to Mr. Dunn. 

During the past six months 
Magic Chef has reorganized its 
national parts and service depart- 
ment and this division will continue 
to operate from its present quarters 
on Vandeventer Ave. in St. Louis. 
The oven heat control plant will be 
located in St. Louis also. 

Executive, engineering, product 
development and marketing offices 
will continue at 4931 Daggett Ave., 
St. Louis. 


FTC dismisses charges 
against Warren Petroleum 


The Federal Trade Commission 
has dismissed charges that Warren 
Petroleum Corp., Tulsa, or its 
affiliates, Butane Wholesale Gas Co., 
Little Rock, Ark., and Zero LP-Gas 
Co., Lake Village, Ark., have re- 
strained trade in the sale of li- 
quefied petroleum gas in the Lake 
Village, Ark., area. 

The Commission, in an opinion 
by Chairman John W. Gwynne, 
adopted the ruling of an FTC hear- 
ing examiner that charges that the 
firms had lowered retail prices in 
the area in 1952 and 1953 to sup- 
press competition were not sus- 
tained by the evidence. 


New Detroit branch opened 
by Bryant Manufacturing 


Bryant Manufacturing Co. ig- 
nored an age-old truism ‘People 
who live in glass houses shouldn’t 
throw .. .” when it dedicated its 
new branch sales and distributing 
building in Detroit on August 22- 
24. 

The entire roof of this building 
is made of glass. Although no 
stones have been thrown at the roof 
Bryant did see fit to “throw” two 
open houses to accomodate hundreds 
of interested Bryant dealers, Mich- 
igan Consolidated Gas Co. officials, 
builders and prominent heating and 
air conditioning trade representa- 
tives. 

Even if rocks were thrown at 
this building, the “glass” roof would 
not be damaged. H. F. Campbell 
Construction Co. officials call this 
type of roofing the most important 
advance made in this field in 50 
vears. 

They explain, “Fiberglas Perma- 
Ply is a spun glass mat that com- 
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American “Better Bilt” delivery 
units are ready for action because 
they’re built for action. Precision 
standards and quality control go into 
each American unit to assure greater 
utility and longer life. Engineered 
plumbing and design with precision 
balance increases capacity — lowers 
operating costs—assures added safety 
— protects your investment, and mis- 


ter, that means real savings to you! 





Time and labor saving on-the-spot delivery 


This deluxe unit features Hannay dual electric 
hose reels, Neptune #433 meters, power take- 
off and throttle controls, handy two main valve 
controls, and four-way plumbing. These are con- 
veniently located in rear cabinet to allow faster 
delivery and protect equipment from weather 
hazards and road grime. It's built for action be- 
cause it’s ‘Better Bilt'’ by American. 


WAREHOUSE LOCATIONS: 


Jackson, Mississippi 
Highway 80 East 
Phone: 3-8726 


San Antonio, Texas 


2136 WEST COMMERCE ST. 
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1800 Gal. Deluxe 
Model with Motor 
Fuel Tank 


1 Order 
4115 Fredericksburg Rd. TD, Tank 
Phone: PE 3.0061 merican 1 Shipment 


AND MANUFACTURING COMPANY, 1 Invoice 


BOX 5525 DALLAS 22, TEXAS 
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bines the high strength of glass 
yarns with the durability of asphalt 
to produce a roof that is almost 
perfectly flat and that holds water 
when it rains.” 

The water storage does not in- 
dicate an oversight on the part of 
the construction company. They 
planned it that way. Why? Because 
water on the roof helps insulate 
the building, keeping inside sum- 
mer temperatures 10° under those 
outside. 

But cooling of this building is 
not left entirely to a water-holding 
roof. Year-round air conditioning 


Simple arithmetic 
proves you can 

increase your LPG 
profits... 





SINCE 1906 


» Me a BRUNNER 


LP GAS TRANSFER UNIT 


BRUNNER LPG UNITS 


are available in 5,72 and 10 H.P 


models ... easy to install and 


service 


BRUNNER MANUFACTURING COMPANY, UTICA, N. Y. 


The Brunner Co., Gainesville, Ga. 


In Canada: Brunner Corp. (Canada) Ltd., Toronto, Ontario 
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No liquid pump can give you such 
savings! The Brunner LPG Unit not 
only transfers all liquid to your 
storage tank — but also removes and 
liquefies the gas vapors from the tank 


car. It pays for itself in a short time. 


WRITE FOR FREE BOOKLET 


Shows how to set up an efficient 
storage transfer system... tells all 
about safety and long-life features 
of Brunner LPG Units. 
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Bryant Manufacturing Co.'s new branch 
sales and distributing building located at 
31191 Stephenson Highway in suburban 
Madison Heights, Detroit. 





is supplied in the 20 x 80 ft show- 
room and office by a five ton water 
cooled Bryant air conditioner which 
exactly matches the 319 upflow 
Bryant furnace that heats the office 
space in winter. The warehouse, 
which occupies the remainder of 
the 80 x 140 ft building, is heated 
with unit heaters. 

The rear wall of the warehouse 
is so designed that it can readily 
be removed and the building ex- 
panded to the south when the need 
arises. 


Worthington buys Alham- 
bra manufacturing plant 


Worthington Corp. announced re- 
cently the acquisition of a west 
coast manufacturing plant from 
Royal Jet Inc., in exchange for 
Worthington common stock. 

The plant is located in Alhambra, 
Calif., and will be operated as the 
Western Air Conditioning Division 
of Worthington. Its preducts will 
include warm air furnaces and air 
handling equipment for year-round 
air conditioning systems designed 
to fit the climatic conditions of the 
western and southwestern states. 


Gas refrigerator proves 
itself when home is burnt 


When a stroke of lightning de- 
stroyed the Arnold’s home in Car- 
terville, Ill., their gas refrigerator 
kept right on going. 

Mrs. Hazel M. Arnold, in de- 
scribing the accident, said: 

“On the night of July 28, the 
house was struck by lightning and 
everything burned. My grandson 
and I got out safely: my husband 
was at work.” 
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ROCKWELL 


ER-Series Oscillating Piston 
LIQUID LPG 


METERING SYSTEM 


We’ve made it easy and economical for you to get all 
the benefits of an LPG truck metering system. Now you 
can have a simple Rockwell ER-Series oscillating piston 
meter hooked up to a patented pressure loaded dispens- 
ing system that positively eliminates vapor and assures 
measurement of only liquids. This meter has fewer 
parts than others. Its accuracy and durability have 
been proved over many years. 


EASY SCREW-TURN ADJUSTMENT 


The Rockwell ER-Series meter has an external micro- 
adjustment that permits a wide range of calibration to 
extremely fine limits. You do this with the turn of a 
screw driver. There’s no need to dismantle the meter or 
to use change gears when adjusting for accuracy. Get full 
facts now. See your nearby Rockwell jobber, district 
office or write for literature. 


ROCKWELL 


MANUFACTURING COMPANY 


PITTSBURGH 8, PA. Atlanta Boston Charlotte Chicago Luilas 
Denver Houston Los Angeles Midland, Tex. New Orleans New 
York N. Kansas City Philadelphia Pittsburgh San Francisco 
Seattle Shreveport Tulsa In Canada: Rockwell Manufacturing 
Company of Canada, Ltd., Toronto, Ontario 
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JORNSOW COUNT 
L-P GAS INC. 


® 


i 


EVERYTHING YOU NEED 
FOR ACCURATE TRUCK 
MEASUREMENT IN ONE 
EASY-TO-INSTALL PACKAGE 


You can buy the Rockwell ER-Series meter- 
ing unit in either I" or I!" size with a 
capacity of up to 70 gpm. The complete 
system includes meter, differential valve, 
check valves, strainer, service tees, elbow 
and connectors. An easy-to-follow installa- 
tion diagram is furnished with each order. 


4— Vapor Return Line 


Pressure Control Line 


Meter Outlet 


Oscillating Piston Meter 





When the clean-up program 
started, the family’s Servel gas 
refrigerator was relighted. Though 
charred by the fire, it began re- 
frigerating at once, and was used 
to provide cold drinking water for 
the workmen employed on the job 
of restoring the house. 

Mrs. Arnold recalls that the re- 
frigerator was bought in 1940, 
and during the 16 years before the 
fire, it hadn’t had any repairs. 

“Now,” Mrs. Arnold says, “the 
finish is burned off, but the gas re- 
frigerator is performing as val- 
iantly as ever.” 
cs Tuloma Gas Products Co. held a four day 

general sales conference recently for mem- 
bers of the company's sales department. 
All sales representatives, including district 
personnel, attended the sessions in Tuloma's 
Here’s Year-Round Sales Booster. ee general offices in Tulsa. Shown are some of 
the officers and personnel who attended 
the meeting. Left to right, front row: W. E. 


Scott; H. R. Thomas, vice president; R. A. 
RAN SOME Carter, president; W. R. Thorne, manager 
| of sales; W. R. Lavery, sales supervisor. 
Back row: J. E. Blanco, Houston; R. J. 
| Danner, Midland, Texas; R. P. Erickson; R. 
P.2S UTILITY FURNACE | C. Williams; A. P. LaBarge; R. R. Sovereign, 
| St. Cloud, Minn.; I. V. Jolly; and M. W. 
Barker; Billings, Mont. 





Sells To Used For - 
Telephone companies Melting paraffine for wire wrapping Van Horn Butane acquires 
Utilities Heating asphalt for patching jobs properties in Idaho 

Plumbers Melting lead 
Roofing contractors Melting babbitt 
Machine shops Melting glue 
Industrial plants Heating water 
Painters Space heating 
Paper hangers 


Van Horn Butane Service of 
Fresno, Calif., has acquired proper- 
ties in Idaho at Boise, Pocatello, 
Idaho Falls, Arco, Salmon, and 
Challis. 

M. F. Van Horn, president of the 
YOU PROFIT 3 WAYS — There's a good margin on initial sales; then firm, states that this is only the 

users buy LP-Gas the year-round, usually in small containers that beginning of a program designed 
gross ; to ¥2 more than bulk gas. RANSOME P-2S furnace users to place Vangas plants throughout 
quickly become prospects for other industrial equipment using all of southern Idaho, and western 
LP-Gas; also for home uses. Wvoming. 


POWERFUL SELLING POINTS — Like all RANSOME torches and fur- “It is expected that we will have 
naces, the P-2S burns clean, safe, quick-starting LP-Gas—no pouring, at least 20 major distribution 
pumping or priming; no spitting or flashing flame; no fumes or soot. points In this area within the next 
Operates 6 hrs. on 1 gal. at 2# pressure. Burner is non-clogging. year,” he said, “delivering approx!- 
Maintains steady flame even in high winds; heats and melts quickly. mately 10 million gal. per year. 
Available with space-heating hood or top shield. During the past year more than 

30 million retail gal. were delivered 

by its 50 plants in central Cali- 


makers of Why not stock the year-round, volume-build- re 
Torches ing RANSOME line NOW. It’s a wonderful = 


burners sales fill-in. Write TODAY for price lists, 
Furnac 


aah discounts and catalog. Servel sells compressor 
for tf 


932 division to Bendix 


RAN by '@) M t e re) M PA N Y Duncan C. Menzies, Servel Inc. 
president, announced recently that 

Liquefied Petroleum Gas Division with the sale of its compressor man- 

ROOM Al2, 4030 HOLLIS ST. EMERYVILLE, CALIFORNIA ufacturing facilities to the Bendix- 
Westinghouse Automotive Air 

Brake Co., of Elyria, Ohio, Servel 

will concentrate its production and 


Since 1 
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TYPICAL GENERAL ELECTRIC AUTHORIZED SERVICE STATION is Lane’s 
2-Way Radio Service in New London, Conn. Owner Al Lane has 
been in electronics service for over 30 years—now provides 
maintenance for more than 200 customers’ mobile units. 


checks on all mobile and base station units 


snncepnciecnernee etn 


MOBILE TWO-WAY RADIO SERVICE SHOP, completely equipped, that 


Lane uses for fast, efficient servicing on two-way systems. 
Lane’s preventive maintenance program includes monthly 
of all makes. 


KEEP TWO-WAY RADIO SYSTEMS AT TOP EFFICIENCY 
WITH GENERAL ELECTRIC AUTHORIZED SERVICE 


General Electric Authorized Service Stations are 
independent local businessmen, factory-trained to 
maintain your two-way radio system’s full-time 
operating efficiency at the lowest possible cost. 


Whether you now operate a two-way radio system, or 
are contemplating the installation of one, it will pay you 
to investigate the prompt, thorough and economical serv- 
icing programs offered by more than 500 General Electric 
Authorized Service Stations throughout the nation. 


Like any investment, a communications system 
requires planned management to yield a satisfactory 
return. Such return on your two-way radio system re- 
quires planned maintenance. General Electric’s Author- 
ized Service Stations use experts, factory-trained to 
provide service that protects your investment by pre- 
venting loss of communication. 

Licensed Experts. Tobe franchised as a General Electric 
Authorized Service Station, an independent operator 


FOR SALES AND SERVICE see “Radio Communication 
Equipment” in your Yellow Pages. Or, write: 


General Electric Co., Communication Equipment, 
Section X22126-13, Electronics Park, Syracuse, 


N. Y. In Canada, write: C.G.E. Electronics, 181 
Lansdowne Ai enue, Toronto. 
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must be fully licensed by the Federal Communications 
Commission to perform checks and maintenance on radio 
communication equipment. He must have the highest 
reputation in the community for fair dealing and good 
workmanship, and must carry adequate stocks of fac- 
tory parts to assure quick repairs in emergencies. 


_ B 


: ) ) 
(2-WAY) mogie RADIO 


Once franchised, General Electric Authorized Service 
Stations are enrolled in a continuing program of service 
training. In addition to factory-training sessions, all 
stations are regularly supplied with latest maintenance 
instruction manuals, bulletins, and hints on servicing all 
makes of two-way radio equipment. Also, Gencral Electric 
employs highly skilled Communications Engineers in 
major cities, experts who are immediately available to 
any independent Authorized Service Station, or cus- 
tomer, for consultation on any communication problem. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


91 





merchandising efforts on gas re- 
frigerators, “all-year” gas air con- 
ditioners, and automatic ice-makers. 
The Bendix-Westinghouse pur- 
chase included the facilities of 
Servel’s commercial refrigeration 
division, 1214 acres of land and 
two buildings with 350,000 sq ft of 
manufacturing space. The price 
was not revealed. 
Products of the Servel commer- 
cial refrigeration division have in- 
cluded electric refrigeration com- 
pressors and condensing units, 
which have been sold exclusively to 
equipment manufacturers. 
Of all steel construction, the new Master 
sr = = ; Tank & Welding Co. plant at Quincy, IIl., 
is 60 x 220 ft. All told there are 15,000 
sq ft of manufacturing space in addition to 





an adjacent office building. 





' ng? 
Need long-term financing! Trend is to weld rather 


than thread small pipe 


Until rather recently, most small 


6 . pipe was threaded. But now, there 

k A Finan Clin is a pronounced trend toward weld- 
¢ 5 » ing small lines from % in. up, 
according to H. A. Sosnin of Tube 


Turns, Louisville, Ky. He points 


Solves Your Equipment — “iia sim mien 


sible a variety of economies. For 

one thing, the joints of any given 

’ schedule of pipe are far stronger 

Bu In Problem welded than threaded. This is true 

y g because threading cuts away half 

of the wall thickness of the pipe. 

Thus a lighter schedule of pipe can 

often be specified for a particular 

service when welding is employed. 

“Another important considera- 

if installment financing can solve your tion is that labor costs are less for 

welding than threading when large 

and medium size pipe are installed, 

Acceptance Corporation. F.A.C. offers a and no greater for the smallest 
commercial sizes.” 

Mr. Sosnin, a practical welder, is 

mediate purchase of needed equipment. the director of an educational cam- 

paign recently undertaken by Tube 

Ask your own equipment supplier for the Terme. Tt is reaching thousands of 

- apprentice plumbers and pipe fit- 

details on F.A.C. term financing. ters in all areas. 


equipment buying problem, look to First 


sound, businesslike solution, permitting im- 


Flint Steel storage tanks 
| will be sold by Anco 


| In a recent joint statement by 

FIRST ACCEPTANCE CORPORATION Charles B. Gannaway Jr., executive 

FAC | vice president, Flint Steel Corp., 
\Alan| Northwestern Bank Bldg., Minneapolis 2, Minnesota, FEderal 9-7711 | and W. W. Wattman, vice president 
in charge of sales, Anco Manufac- 

Equipment financing specialists for the LPG Industry | turing & Supply Co., it was an- 
nounced that all sales of LPG and 
NH. storage tanks fabricated by 
the Flint Steel Corp. will be sold 
and invoiced by its affiliate com- 
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BIGGEST 
PAYLOAD 


With Ecouomy Blimp Transports 


HT) 
ie 


ie 
COMPRESSED GAS 
WL 


> 


Produced from More Than TWO MILLION TONS of EXPERIENCE 


... and that's your guarantee of finest quality, dependability, easier hand- 
ling, better roadability and greater highway safety when you haul LP-Gas 
or NH; with Economy Blimp Transports. Economy engineers have combined 
highest tensile steel with years-ahead design to make your BIGGEST load 
a PAYLOAD — inside the tank — every trip! The 8000 WG Economy 
Neck-Down Blimp (above) is fabricated from 105,000 tensile steel . . . 
designed to increase your payload potential as much as 500 gallons more 
over other blimp transports. 





EVERYTHING YOU NEED 
FOR PROFITABLE OPERATION 


. is contained in this new, 24-page 
story of the Economy pressure vessel 
‘ a és. line, from the smallest domestic system 
OF , . a “ to the largest transports and storage 
1 — installations in the world. You'll find 
equipment for every phase of the LP- 
Gas and NH, industries. Write, wire 
or phone Dept. J-W, address below. 


GET THE 
COMPLETE 


DALLAS TANK COMPANY, Inc. 


P. O. Box 5387 ~ ~~ 203 West-Commerce St. Dallas, Texas 
Phone Riverside 1-5001 


Plants in Dallas, Texas, and Vicksburg, Mississippi 
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pany, the Anco Manufacturing & 
Supply Co. This change has been 
made to improve and streamline 
the sale and fabrication of this type 
equipment, according to the com- 
pany. 

Effective with the change, all 
sales personnel in the Memphis 
division of Flint Steel are trans- 
ferred to the sales department of 
Anco. B. A. Rolfes is the Memphis 
division sales manager, assisted by 
R. F. Albright and John Reaves. 
The Memphis sales office of Anco 
is located in the Memphis office of 
Flint Steel at 241 Industrial Ave. 


* the heart of your 
LP-GAS 
handling system 


Mr. Gannaway stated that it is 
the belief of management of both 
concerns that this new arrangement 
will far better facilitate production 
and sales, as well as offer superior 
service to customers. 


Water heater, range sales 
down from last August 

Manufacturers shipped 248,100 
automatic gas water heaters and 
193,400 gas ranges in August, ac- 
cording to GAMA. 

Gas water heaters showed a 10 
per cent decline from the same 





Ideal for truck, bottle filling or bulk plant installation. 


Heavy duty, anti-friction bearings at both ends of the shaft — 


completely protected from the pumpage. 


Cartridge-type mechanical seals protect bearings and eliminate 


packing gland maintenance. 


Non-metallic sliding vanes 


— “self-adjusting for wear.” 


Easily replaced wearing parts. 


Differential pressures up to 100 psi and hydrostatic pressures 


up to 1250 psi. 


liquid materials ote 





BLACK 


KMER-—— 


INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 
BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 
NEW YORK e ATLANTA e« CHICAGO « GRAND RAPIDS « DALLAS e« WASHINGTON e SAN FRANCISCO 
See Yellow pages for your local sales representative 
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month of 1955, while gas ranges, 
which excludes built-in models, rep- 
resented a seasonal increase from 
the 146,800 units in July but were 
12.1 per cent below the 220,000 
shipped in August of last year. 

For the first eight months of 
1956, the shipment total of water 
heaters was 1,982,700, or 4.4 per 
cent more than the 1,899,000 re- 
corded for the same period a year 
earlier. 

For the same period 1,351,700 
gas ranges were shipped by manu- 
facturers, or 9.8 per cent less than 
the 1,499,200 in the corresponding 
1955 period, Edward R. Martin, 
GAMA director of marketing and 
statistics, reported. 


Metrogas purchases 
Tennesee firms 


Metrogas Inc. acquired a total of 
approximately 2000 customers in 
eastern Tennessee together with all 
of the bulk plant facilities, trucks 
and other L. P. gas equipment when 
it purchased the Atlas Gas Co., at 
Kingsport and Knoxville, Tenn., 
and the Suburban Rulane Gas Co. 
of Tennessee, which operated in the 
area of Kingsport. 

Ralph L. Sieben, president of 
Metrogas, stated that since the com- 
pany began its expansion policy 
early in 1954, a total of 11 busi- 
nesses have been purchased. 

Metrogas distributes gas in var- 
ious areas in the states of Wiscon- 
sin, Illinois, Tennessee, and North 
and South Carolina. They will also 
distribute gas in a small section of 
Virginia adjacent to Kingsport. 


Rheem consolidates its 
gas range division 

The consolidation of Rheem Man- 
ufacturing Co.’s Wedgewood Divi- 
sion with Standard Enameling Co., 
parent of Western-Holly Appliance 
Co., has been announced by Rheem. 
The change was effective October 1. 

Richard S. Rheem, president of 
Rheem industries, said consolidated 
operations would be carried on 
through Standard Enameling Co., 
a new Rheem subsidiary. 

Standard Enameling will con- 
tinue and expand manufacture and 
marketing of Wedgewood and West- 
ern-Holly free-standing and built-in 
gas cooking ranges, in addition to 
furnaces and other home appli- 
ances. Both lines will be marketed 
by their present sales organization. 
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Check—No. 132 
Sizes % to 2 in. 


——™ 


Gate—No. 422 
Sizes % to 3 in. 


Angle—No. 131 
Sizes Y% to 3 in. 


Globe—No. 130 


1 


Sizes \%4 to 3 in. 


Whether liquid or gaseous— 
handling LP-gas is safer with CRANE Bronze Valves 


With Crane Bronze Valves on your storage tanks, tank trucks, and in 
service piping—you’ll reduce the hazards of handling LP-gases to a 
new low. 

Here are valves developed specifically for handling all LP-gases, 
whether in the liquid or gaseous state. The Crane globe, angle and check 
valves, for example, have a specially formulated composition disc that 
seats with absolute tightness, yet withstands hardest wear. And for 
double insurance against any internal leakage, this special Crane No. 6 
disc is permanently cemented into the disc holder. 

You'll find the complete line of these Crane Bronze Valves at your 
local Crane outlet, including globe, angle, gate and check patterns. 
Each pattern is designed and constructed to help you do a better, safer 
job of LP-gas handling. See your local Crane Representative today for 
details, or write to address below. 


CRAN E VALVES & FITTINGS 


PIPE © KITCHENS ¢ PLUMBING © HEATING 


Since 1855—Crane Co., General Officer: Chicago 5, Ill. Branches and Wholesalers in All Areas 
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Rheem-Wedgewood manufactur- 
ing will be moved from Newark, 
Calif., to the Western-Holly plants 
at Culver City, Calif., and Mc- 
Gregor, Texas. Rheem-Wedgewood 
workers will be offered employment 
at Culver City and in other Rheem 
piants. 

Henry Honer, president of Stand- 
ard Enameling and its affiliates, 
will be president of the new sub- 
sidiary. 

Trade names of both companies 
will continue and there will be no 
change in product lines for the 
present, according to Mr. Rheem. 


| year 1956-57. 





THE Y/enld’4 FINEST PROPANE TRUCK TANKS 


Designed for Time-Saving 
Operation and Longer Service 


Money-Saving Features “Field-Tested”’ 
Over Our Own Retail Gas Routes 


Choose From 5 Models— 
1200 to 2200 WG Capacities 


Priced To Give You 
Unmatched Economy and Value 


Convenient Financing Available 
On Both Tanks and New Trucks 


Write TODAY for Illustrated Literature, Prices & 
Specifications on the Complete White River Line 


» ~~ 


LAU MfllS OPV 
BOTTLE & BULK 


Butane “Propali 
Ss & Appiancess 

















The board of directors and officers of the 
Gas Institute of Greater Miami for the 
(Left to right) James E. 
Fussell, executive director; Sam Coolik, 
director; Samuel H. Palant, secretary-trea- 
surer; Joseph A. Garfied, director; C. R. 
Vetter, retiring president; James B. Shatto, 
president; S. W. Langer, director; John C. 
Boender, director; L. R. Chandler, director. 
The institute has completed six years of 
gas promotion by the cooperative effort of 
pipeline and L. P. gas dealers. 





National service society 
formed by Robertshaw 


A national organization to pro- 
vide extensive field service for 
appliance manufacturers using 
Robertshaw-Fulton Controls Co.’s 
various control devices has been 
established, it is announced by 
Charles M. Stainton, vice president 
and director of sales. 

The new service organization 
will function as a department under 


| sales. 


As its first objective, Mr. Stain- 


ton said the new organization will 
| set up independent control recon- 


ditioning facilities in key market 
locations throughout the United 
States. These units will be operated 
by independent firms, but will be 


| staffed with factory-trained per- 


sonnel and use factory parts ex- 
clusively. 


Home improvement plan 
boosts appliance lending 


Money lent by bankers for ap- 
pliance purchases during the first 


| three months of 1956 was nine per 


cent more than during the same 
period in 1955 and the amount went 
up to 18 per cent for the second 
three months of this year. Opera- 
tion Home Improvement has been 
given partial credit for this increase 
in appliance sales according to 
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~— This truck loading rack in an Oklahoma gas company plant is manifolded so it can 
either load highly volatile Butane or Propane with complete flexibility and safety. 
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The four loading arms illustrated are standard 
CHIKSAN designs and can be ordered as a 
package. These loading arms are also available 
for the handling of chemicals and steam. 


Write Today for Catalog 
Giving Complete Details 





The truck loading rack illustrated here is made up of one 2”, Style 
50, one Style 40, one Style 50x5 high pressure steel Chiksan swivel 
joints, and one 1” Style 20 high pressure steel joint. 


SHINS AN aac 


Safety and Speed 
to Truck or Tank 
Car Loading of 
Gas or Chemicals 


CHIKSAN provides the necessary liquid -tight, 
gas-tight connections, the characteristic flexibility 
of motion to keep volatile Butane and Propane or 
chemicals flowing swiftly with safety, economy and 
convenience. 

Loading and unloading lines made up with de- 
pendable CHIKSAN ball-bearing swivel joints 
provide a wide margin of safety by using the same 
materials used throughout the pipe lines. 

Any required degree of flexibility is provided, 
simply by arranging CHIKSAN ball-bearing 
swivel joints in proper sequence. Total length of 
any arm is governed by the required length of pipe 
sections between swivels. Whether it be a standard 
design loading arm or a special design for a spe- 
cific problem, write CHIKSAN today, the nature 
of your requirements. 


Write to Dept. 2512 for Catalog giving com- 
plete detailed information. 


HIASAN 


CHIKSAN COMPANY e@ BREA, CALIFORNIA e@ Chicago 5S, Illinois @ Newark 2, New Jersey 
Well Equipment Mfg. Corp. (Division), Houston 1, Texas * Subsidiaries: Chiksan Export Co., Brea, Calif.; Newark 2, N.J. © Chiksan of Canada Ltd., Edmonton, Alta. 
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American Banker, which made a 
survey of more than 100 banks 
across the nation. 

Lending of money for general 
home improvement increased 18 
per cent and a whopping 90 per cent 
for the same two periods this year 
as compared with the 1955 base. 


American Meter exhibits 
gas measuring equipment 


A complete exhibit of gas mea- 
suring equipment has been designed 
and installed at the Institute of Gas 


a i HCCC | 
MII n DOLLA | 


% 


MU 


Technology in Chicago by American 
Meter Co. as a part of its continu- 
ing program to foster student in- 
terest in the rapidly expanding gas 
industry, according to William G. 
Hamilton Jr., company president. 
The new display is the latest of 
more than 20 such exhibits, which 
American Meter has recently placed 
in U. S. and Canadian colleges, 
granting degrees in subjects direct- 
ly associated with the gas industry. 
The exhibits are organized to give 
a complete story of meters and 
other measuring equipment used in 





RS 
\ 


| 





supplying gas to 35 million homes 
now being served by the industry. 

Each display is kept up-to-date 
by replacement of outdated models 
with new equipment as soon as 
developments are perfected, Mr. 
Hamilton reports. 


Beaird LPG systems head 
for distant service 


L. P. gas systems of the J. B. 
Beaird Co. Inc. recently headed for 
distant service in opposite weather 
extremes. 

Northbound from Beaird’s Stock- 
ton, Calif., plant was the railcar of 
18 propane systems, 1150-gal. ca- 
pacity, due for the cold fronts of 
Fairbanks, Alaska, the northern 
most destination for Beaird sys- 
tems. 

Loaded for export from Beaird 
Shreveport were the specially skid- 
mounted 500-gal. L. P. gas systems 
which have become sea going cargo 
to the tropic zones of Belgian 
Congo, believed to be the first 
Beaird shipment to the Dark Con- 
tinent. 


Motorola moves west coast 
offices to Burlingame 


Motorola recently announced that 
it is moving its west coast head- 
quarters from San Mateo, Calif., to 
a new and larger building at Burlin- 
game, Calif. 

Donald F. Brickley, vice presi- 
dent and western divisional sales 
manager of Motorola Communica- 
tions & Electronics, Inc., said that 


the 10,000 sq ft building would be 
completed by November 15. In ad- 
dition to housing the parts and 
service department, the modern 
one-story building will have more 
than double the previous office area 
to handle expansion requirements 
brought about by centralizing re- 
gional operations and decentraliz- 
ing certain administrative proce- 
dures formerly handled at the 
Chicago general office. Credit, ac- 
counting and other recording activ- 
ities for a ten-state area including 
Arizona, Colorado, Wyoming, Mon- 
tana, Idaho, Nevada, Utah and the 
west coast states will all be handled 
from this office. 

Building plans include provisions 
for adding another 4000 sq ft of 
space to meet future growth re- 
quirements. The building is located 
at 1616 Rollins Road, in Millsdale 
Industrial Park, convenient to Bay- 
shore Highway, and San Francisco 
Municipal Airport. 
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CAPTURE THOSE HIGHWAY $$ $$ $ 


With an IMCO L.P.G. Motor Fuel Service 
Station — Several Models and Designs to 
Choose From 


IMCO PRODUCTS 


System Tanks 

Skid Tanks 

Motor Fuel Tanks 
Tractor Fuel Tanks 
Farm Trailer Tanks 
Transport Tanks 


Bobtail Delivery 

Tanks 

Anything you need 

in the L.P.G. line 

“WE GOT IT" 
Quality—Service—Price 


Write today for additional information on 
“IMCO” Products 














INDUSTRIAL MFG .CO. of TEXAS INC. 


SWEETWATER, TEXAS © BOX 698 © PHONE 4862 
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on guarantees 
ality construction gu. | 
asad long, dependable service! 


Charlotte’s complete Systems are 
quality-built for maximum service 
with minimum maintenance. 


\ 
” ‘ 
All systems have full 
appro and are x 
Specat 


8, easily 
hoods perm 


A 

delivered complete, 

, segVice. A Wide range of 
$1Z€s is available. 





The quality construction of Charlotte 
D-Hydrated butane and Propane 
Systems is your suarantee of long, 
dependable service ... and the 
Charlotte Tank Corporation IS your 
assurance of a dependable source of 
Supply. 
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Two LPG motor fueling 
plants installed in Texas 


Two new LPG motor fueling 
plants have been installed for the 
Red Arrow Freight Lines of Texas; 
one at Houston and one in Dallas. 

The plant at Houston, whch con- 
sists of a 15,000 wg storage tank 
and pumping equipment, is located 
in the middle of a busy parking 
area. Bulk fuel is delivered by rail 
tank car and piped underground 
through 250 ft of buried liquid and 
vapor lines to the storage tank. 
These pipe lines are encased in six 
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VIKING PUMP 


SALES and SERVICE 


ALABAMA 
Birmingham 5, (S) 
Pump Shop, | 


Phone CAlhoun 5401 
LOUISIANA 


New Orleans 12, (S) 
Menge Pump & 


CALIFORNIA ILLINOIS 


Los Angeles 58, (S) Chicago 6, (S) 

EE. Burt CW. Den 

4199 enn Reach Ave 549 W. Washington Bly 
as Anas 008 Phone STate 2.6818 

INDIANA 

Evansville 8, 


COLORADO Fort Wayne 2, (S) 
Denver 16, (S$) Fort Wayne Pipe & 
A Supply Compa 

101-3 £. Columbia St 


Phone ANI 7 


Phone TAbor 5.7205 


Indianapolis 25, (S) 
C.D. Sadler 


Denver 17, (S) 407 Mad 


5 MICHIG 
Co 


Phone MElrose 50349 
Indianapolis 25, (S) 


Indiana Oil Equip. C 


Kerr M 
Kerr B 
FLORIDA > 
Miami 37, 

Gondas Corporation 

2140 No. Miami Ave 

Phone FRanklin 4.1745 


417 Madison Av 
Phone MElrose 5-9367 


gineer ¢ R 
eering LO 


Tampa 1, 
outhern Pump & 
a St. Low 


KENTUCKY 
Louisville 8, (S) 
Neill LaVie 


MARYLAND 
Baltimore (S) 
Walter H. Eagan Co 
237 President 
Phone LExington 9-194 
MASSACHUSETTS 
Somerville 43, (S) 
Hayes Pump & 

ery Company 
100 Vine St 


Phone MOr 


AN 


MINNESOTA 
Indianapolis 2, Minneapolis 8, 
larhean Enain ed Harr 


is 1, 


e Supply Co 
2211 So. Brook St 


Detroit 26, (S) 


ery 0. 


e WOodward 1 


Phone Pleasant 756 


MISSOURI 


Lane Machinery Co 
7th and Market St 


KANSAS 
Overland Park 
(Kansas City) Hobbs, 
F. J. Pinney (Also A 
7113 W. 79th Street 
Phone Niagara 2.6023 


GEORGIA 

Atlanta (S) 

C. W. Downing 
Techwood Dr. N.W. 

Phone VErnon 9065 


VATA (em 10). ] eve). 1-7:V hg 


Cedar Falls 


See our 


lowa, U.S.A 


catalog in 


(S) 


Phone CEntral 1.0011 
NEW MEXICO 


0590 


Union Supply Co, Inc 
Phone 3.3183 


NEW YORK 

Buffalo 10, (S) 

Root, Neal & Co. 

64 Peabody St. 
Phone FAirview 6400 
New York 36, (S) 
Herbert Fuhrer 

634 W. 44th St. 
Phone LOngacre 3-3816 
WORTH CAROLINA 
Charlotte, (S) 
Southern Pump & 
Tank Company 

1730 No. Tryon St. 
Phone 4.8671 


OHIO 

Cincinnati 2, (S) 

Wm. T. Johnston Co 
214 Vine St 

Phone Garfield 6262 
Cleveland 13, (S) 

J. A. Sinden 

310 Marshall Bldg 
Phone CHerry 1.0687 
Cleveland 14, (S) 

W. J. Bryson Co 

3145 Superior Ave 
Phone TOwer 1-2630 
Columbus 8, 

Tuller Corporation 

947 W. Goodale Bivd. 
Phone CApitol 4.3600 
Dayton 2, 

The Wagner-Smith Co, 
541 W. 2nd St. * 
Phone ADams 7288 
OKLAHOMA 

Duncan, (S} 
Duncan Equip 


Oklahoma City 1, (S) 
Woodford Supply Co 
10 E. Reno 

Phone FOrest 5-1454 

Tulsa 8, (S) 

Miller Equipment Co 

2202 E. Admiral Blvd 

Phone LUther 4.1491 

PENNSYLVANIA 

Philadelphia 30, (S) 


Walter H. Eagan Company 
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2336-38 Fairmount Ave 


Phone STevenson 7-2300 


Pittsburgh 22, 
Power Equipment Co. 
Oliver Building 
Phone ATlantic 1-0390 


In Canada, it's "“ROTO-KING" pumps 


Butane-Propane Catalog. 


TENNESSEE 

Memphis 3, (S) 

E. C. Blackstone Co, 
600 Madison Ave. 
Phone JAckson 5:0382 


TEXAS 

Amarillo, 

Willborn Bros. Co. 
101-13 Houston St. 
Phone 2-4311 


Dallas 22, (S) 

0. W. Phillips 

2175 W. Commerce 
P. 0. Box 5823 
Phone Riverside 2-6839 
El Paso 

Also Phoenix, Ariz.) 
G. S. Thompson Co 
611 N. Campbell St. 
Phone 3.4471 
Houston 1, (S) 


(Branches: Dallas, San 


Southern Engine & 
Pump Company 

2401 McKinney Ave 
Phone CApitol 2-9276 
Lubbock, (S) 
Lubbock Machinery & 
Supply Company 
North Ave. H 

Phone PO 2.5261 
Odessa, (S) 

W. L. Somner Co, 

of Texas, Inc 

P. 0. Box 1626 
Phone 6-4379 


UTAH 

Salt Lake City 1, 
Utility Engineers, Inc. 
630 Dooly Bldg. 
Phone 3.4682 


VIRGINIA 

Richmond 

O'Neill Pump & Eng. Co. 
601 E. Franklin St, 
Phone 7.4828 


WISCONSIN 

Marshfield, (S) 

Felker Bros. Mfg. Co. 
Phone 230 

Milwaukee 3, 

C. F. Mullens 

610 W. Michigan St 
Phone BRoadway 6.0807 
STOCK (S) 


LPG motor fueling plant installed for Red 
Arrow Freight Lines of Texas. The brilliant 
white tank is lettered in red, the liquid 
lines are red, and the vapor lines are yellow 
making a colorful, neat and safe installation. 





in. steel conduit to prevent damage. 
Unloading tank car is accomplished 
in approximately three hours with 
a Roney No. 7170 pump. Truck 
tractor tanks are filled at the rate 
of 30 gpm, using a Neptune Meter. 
Both manual and automatic pump 
by-pass lines are built into the 
system, but because of the adequate 
size lines and well engineered piping 
arrangement, they are seldom used. 

In Dallas a 10,000 gal tank is 
supplied by transport. The piping 
installation includes a manual by- 
pass line which enables the one 
Roney No. 7170 pump to unload 
transports and also load trucks at 
the same time. 

Both plants use welded steel 
piping and flanged connections. 
Flex joints are used on all liquid 
lines between tanks and pumps for 
added safety. 


Nation facing shortage 
of trained management 


Lawrence A. Appley, president 
of the American Management As- 
sociation, declares in the associa- 
tion’s 1955-56 annual report that 
this country is facing the greatest 
shortage of trained management 
that it has ever experienced. 

“The industrial and business ex- 
pansion of the past 10 years is 
minor as compared with what is 
ahead of us,” Mr. Appley predicts. 
“Despite a noticeable increase in 
the number and capabilities of man- 
agers, prospects for the future do 
not indicate that that increase will 
keep pace with economic expan- 
sion.” 


BUTANE-PROPANE News 








PREST-O-LITE 


Trade-Mark 


CYLINDERS 





Test of Strength 


Determining the strength of the steel in a PRest-O-LiTE LP-Gas cylinder is one of 
LINDE’s many quality controls. The laboratory testing machine pictured here is 
used for this purpose. As a specimen of the cylinder steel is tested, the large dial r 
indicator arm registers the yield and ultimate strength of the cylinder wall. Other a 
characteristics of the steel are also accurately determined and recorded. ST-O-LITE 
By means of these tests, LINDE makes sure that the steel in Prest-O-LITE cylin- py Trade: Mors 
ders has the desired properties of strength, and long life. Only the finest quality 
steel goes into a PREsT-O-LITE cylinder. 
Tensile tests, X-ray inspections, and actual bursting tests on sample completed 
cylinders all assure that cylinders made by LINDE are of the highest quality. For 
more facts about Prest-O-LITE cylinders for LP-Gas, write or call the LINDE office 
nearest you. LINDE AiR Propucts COMPANY, a Division of Union Carbide and 
Carbon Corporation, 30 East 42nd Street, New York 17, N. Y. In Canada: Linde 
Air Products Company, Division of Union Carbide Canada Limited, Toronto. 


The terms “Linde” and “Prest-O-Lite” are registered trade-marks of Union Carbide and Carbon Corporation. 


DECEMBER, 1956 





If this Housing ever 
Breaks or Distorts we 
will replace it Free. 











the trmacde 


Four promoted to key posts 
at Rockwell Manufacturing Co. 


Promotion of three plant man- 
agers has been announced by Lloyd 
A. Dixon Jr., vice president in 
charge of Rockwell Manufacturing 
Co.’s meter and valve division, and 
Paul A. Mankin, general manager 
ef Rockwell’s Pittsburgh division, 
has been appointed chief engineer 
of the company’s new central liquid 
meter research and development de- 
partment in Pittsburgh. 

W. M. Connor, general manager 
of the DuBois gas meter plant, 


PF. A. Mankin Earl Hudson 


Chief engineer DuBois manager 


A. A. Fomilyant William Connor 
Porterville plant Asst. to v.p. 
moves to Pittsburgh as assistant 
to the vice president; Earl Hud- 
son, who was named general man- 
ager of the Porterville, Calif., 
plant in January, 1956, succeeds 

Mr. Connor at DuBois. 

A. A. Fomilyant, general man- 
ager of the Tulsa, Okla., plant, will 
assume the general managership of 
the Porterville plant when it is com- 
pleted early next year. Before that 
time, he will remain in charge of 
both the Tulsa and Porterville 
plants. 
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POWELL 


for all valwe needs 


he 


moeg> a ere 
GATE VALVES 


For Straight Through Flow, 
Less Pressure Drop. 


ee 
a. ™ >= 
SWING CHECK VALVES 


For Straight Through Flow, 
Less Pressure Drop. 


LUBRICATED 
PLUG VALVES 


For Quick 
Positive Shut-off. 


HORIZONTAL LIFT CHECK VALVES 
For Prevention 
Of Back Flow 
Through The Line. 


a 
P* ww, es 


pe 
is 


ANGLE VALVES 
For Throttling Service. Eliminates 
Use Of Elbows And Extra Fittings. 


“¥"" VALVES 


Combines Advantages 


Of The Gate 
And Globe Vaives. 


With Straight Line Flow. 


five 
—S, v= 


GLOBE VALVES 

For Throttling Service. 

Controls Flow To Any 
Desired Degree. 


NUCLEAR VALVES 
Powell Can Supply 
Special Valves 
For Complex Problems 
Facing Modern Industry. 


for every flow control problem there is a right Valve 


Powell can supply this right valve—made 
right of the right material*. Every part 
of every valve must pass rigid inspection. 
And as a final step in manufacture, every 
Powell Valve has Performance Verified 
through an actual line test. 

As an aid in selecting the right valve, 


the basic valve designs are illustrated 


The Wm. Powell Company, Cincinnati 22, Ohio . 


here. For complete information on the 
wide range of sizes and materials avail- 
able in each type of the basic valves illus- 
Powell \ alve 


distributor. If none is located near you 


trated above, consult your 


or if you have a special flow control prob- 
lem—write direct to The Wm. Powell 


Company, Cincinnati 22, Ohio 


.110th YEAR 


———- 


ad 


+ 








POWELL VALVES 


BRONZE, 
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IRON, STEEL AND CORROSION RESISTANT VALVES 
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Seith is named factory sales 
representative for Ruud 


Ruud Manufacturing Co., Kala- 
mazoo, Mich., has expanded its gas 
water heater marketing activities 
in southern Florida by naming 
W. R. Seith as its factory sales 
representative in that area. 

Mr. Seith will cover southern 
Florida from headquarters in Fort 
Lauderdale. He is reporting to A. 
L. Rothrum in Jacksonville, who is 
the divisional manager for Ruud in 
Florida. 

Mr. Seith was formerly asso- 
ciated with Huron Valley Sales 
Corp., distributor of Ruud gas 
water heaters in Detroit and east- 
ern Michigan. 

Ruud also announced that di- 
visional manager Rothrum is now 
supervising marketing activities in 
Georgia, as well as in Florida. 


Jolley promoted to vice 
president at American Tank 


James F. Jolley has been named 
vice president and director of sales 
of American Tank & Manufactur- 
ing Co. of Dallas, according to an 
announcement by Der Wayne Scog- 
“ head of the company. 


Mr. Jolley has been with Ameri- 
can Tank for the past four years 
and recently returned to the head 
office from Jackson, Miss., where 
he was branch manager for two and 
one half years. He has been con- 
nected with some phase of the LPG 
or appliance business for the past 
16 years. 

J. E. Reddick and John G. Robin- 
son also are associated with the 
sales staff of American Tank. Mr. 
Reddick has been connected with 
the LPG industry for 18 years and 
at one time owned his own busi- 
ness, operating in the Dallas area. 
Mr. Robinson recently returned to 
American Tank Co. and will cover 
the southeastern territory from the 
headquarters office. 


Purcelli is general manager 
of new Rockwell plant 


Ralph A. Purcelli, former as- 
sistant general manager of Rock- 
well Manufacturing Co.’s gas regu- 
lator plant at Norwalk, Ohio, has 
been named general manager of the 
new Rockwell plant at Statesboro, 
Ga. 

The appointment of Mr. Purcelli, 
who has been acting sbicies man- 


ager at Statesboro for several 
months, is announced by Lloyd A. 
Dixon Jr., vice president, and Nor- 
man W. Rowand, assistant to the 
vice president, Meter & Valve di- 
vision. 


Honeywell elects Gilmore 
a vice president 


W. W. Giimore has been elected 
a vice president of Minneapolis- 
Honeywell Regulator Co., the firm 
announced recently. 

He is president of the company’s 
Micro Switch division in Freeport, 
Ill., and will continue to hold that 
post. 


Battles, general manager of 
Rheem, resigns from that post 


General manager of the Wedg- 
wood division, Rheem Manufactur- 
ing Co., S. S. Battles, will resign 
from the firm effective Feb. 1, 1957. 

Mr. Battles confirmed that the 
amalgamation of Wedgwood with 
Standard Enameling Co. and its 
Western-Holly subsidiary was end- 
ing his service with Rheem, which 
he joined in his present post in 
neck 1955. 


Perfect Fit in Anyone's Kitchen |! 


ioe ee range designed with 


' 
i 
' 
' 





Featined 


*% Fully Automatic. Clock Con- 
trolled Oven. Look-in Oven— 
Light in Oven. Custom Cop- 
pertone Backguard 
Bright Chromium Lamp Shade 
with Escutcheon Frame. Con- 
cealed Oven Vent. Handsome 
Clock Panel. 

Contoured Oven & Compart- 
ment Doors. Roll-Out Broiler 
Assemble with Deep Pan and 
Heavy Grid. 

Large Utensil Storage Com- 
partment & Drawer. Thermo- 
statically Controlled Oven. 
Flush-to-Wall Installation 
Fully Porcelain Finished Inside 
& out. 36 inches wide. 


PHILLIPS AND BUTTORFF MANUFACTURING COMPANY 


ee Tie | 


ee. ee » fe oe oo 
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FORCED 
AIR 


COUNTER FLOW 
Gas RECESSED VENTED WALL HEATING UNIT 


Irs Dirrerent —- Irs Bran NEW IN THE INDUSTRY 
<<), BUILT-IN FEATURES 


RETURN AIR FROM HERE 
THE EASIEST TO INSTALL 


HEAT FROM HERE 


© QUIET—NO EXPANSION OR 
CONTRACTION NOISE 


© CORRECTS ALL THE TROUBLES 
FORMERLY EXPERIENCED 
WITH RECESSED WALL 
HEATERS. 


| | , © AUTOMATIC TEMPERATURE 
-— CONTROL 
MODERN HEAT | | ‘ 


a 


FOR MODERN aaa) 
-. TIMES -- aa | 


It Costs Less Than You Think | i | a 


|| DRAFT DIVERTER 


toGive Your Customers ffi) leo 


limit control 






































and adjustable 


More Than They _ Ei | 


Blower capacity 
275 CF.M. 


|) SWARM AIR 
| DISCHARGE 


Ct ——F 


| 
il 
, 

















Model shown WFA 35. Input 
35,000 BTU—out- put 26,250 BTU. 


Write Coday,.. FOR COMPLETE INFORMATION ON EMPIRE'S 
HEATING AND COOLING UNITS. DESIGNED TO MAKE YOUR 
BUSINESS GROW. 


Empire Stove Company 


BELLEVILLE, ILLINOIS 


A.G.A. APPROVED 
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INCREASE ty 50% to 100% 


Your Rate of Winter Gallonage-Delivery 


New 
Model 
TC 


e SAVES TIME 
e SAVES LABOR 
e SAVES MONEY 





INQUIRIES INVITED 
FROM DISTRIBUTORS 











With colder weather ahead, delivery of 
Butane or Propane into your customers’ tanks 
will be even slower than at present, unless 
you equip each of your trucks with a proper- 
ly-installed “Superior” LPG Precision Rotary 
Pump. This specially-designed pump is capa- 
ble of high volume at low pump and engine 
speeds, against differential pressures up to 
300 P.S.l. With adequate intake, the 
"Superior" Pump will increase your usual rate 
of winter gallonage-delivery by 50% to 
100%. The big saving in time would enable 
you to serve more customers with less equip- 
ment. It's worth looking into! 


PRECISION ROTARY PUMP 


This compact, light-weight pump has a two- 
lobed cam with double pumping cycle for 
each revolution. Within the rotor are 14 
hydrostatically-balanced, pressure-activated 
carbon vanes that provide positive pumping 
action. The vanes are self-adjusting and self- 
lubricating. There is no metal-to-metal con- 
tact and no wear, except on the carbon, 
which can be replaced easily, within a few 
minutes, without removing the pump from 
the truck or its mounting. 

The "Superior" LPG Precision Rotary 
Pump is easy to install. The base fits the 
average truck mounting without need for 
piping change. Available in 75 and 110 
G.P.M. sizes. Write for descriptive folder 
and the name of nearest Distributor. 


SUPERIOR INDUSTRIES, INC. 
1007 National Bank of Commerce Bldg. 
NEW ORLEANS 12, LA. 





FPS SSS SS SSS SSS SSS SSS SSS SSS SSS SSS SSS Sse ee eee eee 


Keep Up with L. P. gas 
Developments Each Month 


( Check herewith 
Name 
Firm 
Street ..... 


by subscribing to 


BUTANE-PROPANE 
Cus 


198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 
See Page 2 for Foreign Rates 


2 Bill me 


C) | year $2.00 C) 2 years $3.00 


ieTTtt?titifttttststestststststsisstssssst ttt TTT TTT TTT TSTTSTSSteeeeSefSeeeEeEeeeeeeFeeer | 
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Janitrol promotes Sandusky 
to district manager 


The appointment of Robert San- 
dusky as district manager for the 
Omaha territory of the Janitrol 
Heating & Air Conditioning Divi- 
sion of Surface Combustion Corp. 
is announced by H. C. Gurney, 
Janitrol sales manager. Mr. San- 
dusky will direct sales and service 
activities for the complete line of 
Janitrol residential and commercial 
heating and cooling equipment. His 
territory will include Nebraska, 
Iowa, central and_ southeastern 
South Dakota, and northwestern 
Kansas. 

Mr. Sandusky has been associ- 
ated with Janitrol since 1946, and 
for the past seven years has been 
a sales representative in the Co- 
lumbus district office. 


R. Sandusky 


Janitrol 


G. J. Asbee 
ACF Industries 


Asbee named manager of 
pressure vessel sales for ACF 


The American Car & Foundry 
Division of ACF Industries, Inc. 
has named Gregory J. Asbee man- 
ager of: pressure vessel sales, it is 
announced by F. H. Norton, vice 
president in charge of sales of the 
division. 

Mr. Asbee joined ACF in 1954 
as eastern district sales manager. 
He has ‘had 26 years’ experience in 
the pressure vessel field. 

Sales under his direction will be 
handled through American Car & 
Foundry Division district sales of- 
fices located in St. Louis, Wash- 
ington, Chicago, Philadelphia and 
Cleveland. 

Mr. Asbee’s headquarters are in 
New York. 


Iron Fireman promotes Bailey 
to marketing manager 


The appointment of D. Paul 
Bailey as marketing manager of 
Iron Fireman Manufacturing Co. is 
announced by Lewis J. Cox, vice 
president and manager of the heat- 
ing and cooling division. For the 
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RED SEAL 


METERS 


That’s all there is to it! It’s a complete fully approved 


metering system in one neat, easy-to-install ‘‘compact”’ 


Big feature of all three Neptune LP-Gas ‘‘compact”’ 
meters is the teamwork of differential pressure 
valve and vapor eliminator to permit faster deliv- 
eries without straining your pumps. 

Here's how it works: The differential valve main- 
tains pressure so LP-gas cannot flash into vapor 
inside the meter... even when filling into low- 
pressure empty tanks. This pressure also helps the 
vapor eliminator vent any vapor that may be in the 
line ahead of the meter. Because of its ample set- 
tling capacity and large area vent valve, the 
Neptune eliminator operates efficiently with ex- 
tremely low differential pressure. Under normal 
delivery conditions the pressure in the system is 


Ask for your copy of 
Bulletin 779 today. 


sufficient to prevent vaporization, and the Neptune 
valve opens wide. It's a truly effective system that's 
always easy on your pumps! 


The Neptune differential valve never needs ad- 
justing from hot weather to cold. In fact, it has no 
adjusting screw, so it's fool-proof! 


These are important reasons why Red Seal meters 
are preferred by LP-Gas dealers from coast to 
coast. Safe high pressure casings. Listed by Under- 
writers’ Laboratory for LP-Gas service. Sizes 1”, 
1%”, and 2” for tank trucks, transports and bulk 
plants. Choice of ticket-printing or direct reading 
registers. 





neo sone OUUUL werene 





NEPTUNE METER COMPANY, 19 West 50th St., New York 20, N. Y. 
—_ Canadian Factory: NEPTUNE METERS LTD., Toronto 14, Ont. 
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“My prospects prefer the new Reznor PAC 


because it’s designed for modern living” 





“Modern homes require modern heating equipment. Modern in operation, 
and modern in appearance, too. That’s why my residential heating 
prospects go for the Reznor PAC in a big way. The PAC is styled to fit 
in modern homes. It’s the most compact horizontal furnace on the 
market. And it’s by far the most attractive. The PAC is the only 
completely enclosed horizontal furnace. No exposed controls . . . no 
dangling wires . . . no protruding burner. That’s why it’s ideal for 
suspended installation in utility room, recreation room and other living 
areas. Hung up out of the way it’s as inconspicuous as a section of 
cabinet. If there ever was a furnace designed for modern living, it’s the 
new Reznor PAC. My prospects love it.” 


“But the PAC has more than styling advantages over other horizontal 
furnaces. It’s tops in heating efficiency and operating economy, too. 
And it has real advantages when it comes to solving tough installation 
problems. Because air flow can be in either direction, the access door 
to the controls can always be located on the most convenient side. And 
because the return air duct can be brought in at the top, bottom, end or 
side the PAC will fit in a lot of corners where no other furnace would go.” 



















It’s the same story wherever 
you go, the PAC is preferred 
for modern homes because 
it’s designed for modern 
living. So don’t fight it. Let 
your customers in on the 
horizontal furnace they’re 
sure to prefer. Call your 
nearby Reznor distributor 
now for the complete story. 
You'll find him listed under 
“Heaters-Unit” in the yellow 
pages of your telephone 
directory. 


REZNOR 


THE WORLD'S LARGEST-SELLING 


GAS HEATERS — 
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past year, he has been regional 
sales manager for the Ohio-Michi- 
gan area. 

Mr. Bailey joined Iron Fireman 
in 1949, He was appointed assistant 
sales manager in 1953. 


Glascock joins Squibb-Taylor 
personnel staff 


The newest addition to the per- 
sonnel staff of Squibb-Taylor is 
Jack Glascock. 

Mr. Glascock joined this firm on 
last July 1. Already acquainted 
with the Texas, Louisiana and 
southern Mississippi territories, he 
will be working those areas again 
for Squibb-Taylor. 





Jack Glascock H. L. Chenault 
Squibb-Taylor BS&B 


BS&B promotes Chenault 
to manager of engineering 


Harvey L. Chenault has been pro- 
moted to the position of manager 
of engineering, steel products divi- 
sion, William C. McCool, vice presi- 
dent and general manager of the 
division, Black, Sivalls & Bryson 
Inc., has announced. 

Mr. Chenault, who served as as- 
sistant manager of the BS&B oil- 
field division’s Oklahoma City plant 
prior to his recent promotion, has 
had more than 20 years of experi- 
ence in engineering and manufac- 
turing at the company. 


Iron Fireman promotes Cutshaw 
to general sales manager 


Appointment of Howard M. Cut- 
shaw as general sales manager for 
Iron Fireman and ‘“Selectemp” 
heating equipment is announced by 
Lewis J. Cox, vice president and 
manager of the heating division. 

Mr. Cutshaw will direct sales ac- 
tivities of Iron Fireman domestic, 
commercial and industrial heating 
and power equipment, air condi- 
tioning, and the company’s new 
“Selectemp” system. 


(ga) 
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For further information on items reviewed in this section use 
the convenient post-paid Readers’ Service Cards on pages 115, 116 





Flow control for water heaters 


To solve the problem of unequal 
flows of hot water from multiple- 
unit installations of automatic stor- 
age gas water heaters, Ruud Man- 
ufacturing Co. has developed the 
“Ruud Equaflow.” 

It is a pre-designed manifold as- 
sembly for use with commercial 
installations of Ruud “Sanimaster”’ 
gas water heaters. 

The manifolds are available for 
duplex, triplex, and quadruplex in- 
stallations of the Ruud Sanimaster 
commercial models, 72-126, 80-80, 
or 90-168. These models, which 
can use the Equaflow manifolds, 
have tanks of Monel or Alcoa alu- 
minum alloy. 

The standard package manifold 
kit consists of three individual 
manifold—cold, mixed, and 180°. 
This makes them ideal for any two- 
temperature requirement where 
mixed temperature tap water and 
sanitizing high temperatures are 
needed at the same time, such as 
dishwashers and laundry machines. 

Mixed water is produced by the 
all-bronze Ruud duo-temp valve. If 
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only a single temperature is re- 
quired, one manifold can be elimi- 
nated and plugs can be inserted in 
the unused outlets. 

The manufacturer says the use 
of Sanimaster Equaflow systems 
eliminates external tanks, circulat- 
ing pumps, and electric controls. It 
also minimizes floor space problems 
and installation costs. 

Ruud Manufacturing Co. 


Circle 1 on Readers’ Service Card 


Strainer-fuelock unit 


A more compact L. P. gas 
strainer and fuelock has been intro- 
duced by Century Gas Equipment 
Co. This unit provides extra safety 
when motorized equipment is not in 
use. The same fuelock is mounted 
on a smaller sediment bowl to pro- 
vide a more compact unit suitable 


for installation in lift trucks and 
tractors where space is at a pre- 
mium. 

The fuelock valve at the top of 
the strainer bowl operates by a 
magnet and locks off the gas line 
when the ignition is turned off. The 
strainer assembly within the bowl 
includes felt and chamois filter ele- 
ments and brass screens which re- 
move scale and all other foreign 
matter not in solution. 

The strainer-fuelock is easy to 
install and requires only occasional 
cleaning by blowing out through 
the bottom drain plug. The unit is 
precision made from light, non- 
corroding aluminum alloy. 
Century Gas Equipment Co. 


Circle 2 on Readers’ Service 


Dashboard desk 


A sturdy metal desk which is 
mounted on the dashboard of truck 
or car and can be swung under the 
dash when not is use is now avail- 
able for use by LPG bulk and cylin- 
der deliverymen, servicemen and 
salesmen. 

Easily installed in minutes with- 
out drilling, the desk consists of a 
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64% x 10 in. metal clip board sup- 
ported by a metal arm which swiv- 
els on a clamp. The desk is always 
level due to four leveling screws 
which give proper writing comfort 
regardless of dashboard angle. 

A heavy spring clip on the desk 
holds route cards, delivery records, 
invoices or any other forms. A 
magnetic pencil, which comes with 
the desk, adheres right to the baked 
silver hammerloid finish metal. 
General Industrial Co. 


Circle 3 on Readers’ Service Card 


Plastic-handle torch 

L. P. gas torches manufactured 
by Mutual Liquid Gas Equipment 
Co. are now being produced with 
plastic handles. 

The plastic is made of a high im- 
pact material that will withstand 
terrific heat and will not chip. They 
will take a great deal of abuse in 
the field without losing original fin- 
ish, the company states. 

The five small blow torches, illus- 
trated, offer mechanics a selection 
from super-pointed flame, used in 
fine work such as electrical solder- 
ing, to heavy blast-type flame, used 
in burning-out joints, and _ pre- 
heating. 

The plastic handles are also used 
on Mutual’s soldering irons, paint 
burner-seraper and circular torches. 
Mutual Liquid Gas Equipment Co. 


Circle 4 on Readers’ Service Card 


Tank pressure control valve 
Safe and efficient 


operation of 
tractors, trucks, forklifts, indus- 
trial engines, taxi cabs, buses, cars, 
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weed burning and other equipment 
burning L. P. gas will be advanced, 
it is claimed, by the use of the 
newly announced tank pressure 
control valve manufactured by the 
Clark Manufacturing Co. 

This valve automatically regu- 
lates the gas pressure in the bu- 
tane-propane tank when the tank 
is subjected to an unusually hot 
operation, and eliminates hazards 
created by relief valve action, espe- 
cially on an inside operation. It 
simplifies the filling of automotive 
or skid tanks. It maintains con- 
stant tank pressure, does away with 
the dangerous practice of bleeding 
gases to the atmosphere. 

The Clark automatic regulator is 
expected to decrease carburetor 
servicing because by stabilizing the 
flow of gas from the tank a greater 
carburetor efficiency is accom- 
plished. 

This regulator is fully automatic, 
small and compact, and requires 
little time to install. All that is 
necessary is to connect both the 
liquid and vapor lines to the regu- 
lar, and open both liquid and vapor 
valves to full open position. Actual 
tests have shown that this valve 
has decreased fuel consumption as 
much as 26 per cent, due to the 
fact that the valve maintains con- 
stant tank pressure, which elimi- 
nates fluetuation of the regulator 
pressures. 

Clark Manufacturing Co. 


Cirele 5 on Readers’ Service Card 


Counterfiow furnace 


A new counterflow furnace is 
being introduced by the plumbing 
and heating division of Rheem 
Manufacturing Co. 

The furnace conserves approxi- 
mately 13 in. of vertical space in 
contrast to the company’s previous 
counterflow design. In arriving at 
this advantage, an easier installa- 
tion is possible, plus increased 


space for the installation of Rheem- 
aire air conditioning in counterflow 
heating systerns. 

Heat exchangers of the counter- 
flow have bzen re-engineered to 
further improve the efficiency of 
these warm air furnaces. 

The Rheem counterflow is equipped 
with milled slot burners, cross-slot 
ignition from a single pilot light 
and high capacity blower, and built- 
in vent pipe with draft diverter. 
Rheem Manufacturing Co. 


Cirele 6 on Readers’ Service Card 


Brooder 

Taking advantage of many of the 
latest technical developments in the 
gas appliance field, a new, multiple 
burner gas brooder has been placed 
on the market by the National 
Ideal Co. 

Available in both 72 in. and 96 
in. canopies, this brooder incor- 
porates the following features: 

Multiple “thermi-jet” self-clean- 
ing burners that are guaranteed 
for life. Ease and speed of assem- 
bly because of no bolts in the 
canopy sections. Heating capacity 
up to 31,440 Btu’s. Oversize 5 in. 
x 8 in. clay radiants which permits 
even heat distribution from all four 
burners. 

National Ideal Co. 


Circle 7 on Readers’ Service Card 


Gas-oil burner 

A “Type AY” combination gas- 
oil burner has been announced by 
Enterprise Engine & Machinery Co. 
The burner is available in 12 size 
ranges from 4 to 200 gal. of oil per 
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hour and 600 to 30,000 cu ft of gas 
per hour. 

The burner is of the ring type, 
featuring a spudless gas ring that 
is recessed inside a cast iron nozzle 
protector. Construction of the unit 
permits quick ana easy installation 
from outside the furnace. With the 
converging nozzle protector acting 
as a form for refractory matrials, 
the burner may also be reimoved 
from outside the furnace without 
disturbing the firebox lining. 

With the Enterprise burner, the 
entire assembly and all piping are 
outside the firebox. The spudless 
ring design means a simpler, more 
compact arrangement of the air- 
oil-gas linkage. Transfer from one 
fuel to the other requires merely 
the operation of a fuel 
switch. 

The Type AY burner has passed 
Underwriters’ Laboratories, Inc., 
acceptance tests in conjunction with 
all current models of electronic 
safety controls, and is listed for 
all grades of fuel oil—also city or 
L. P. gas. 

Enterprise Engine & Machinery Co. 


selector 


Circle 8 on Readers’ Service Card 





Air conditioner 

An explosion resistant packagea 
air conditioner for installation in 
hazardous areas has been an- 
nounced by Conditioned Air Inc. 

Conditioned Air will market ex- 
plosion resistant packaged units in 
3, 544, and 74% ton sizes. They are 
suitable for installation in all 
Class I, Group D areas. 

The units are fabricated by util- 
izing Worthington hermetic com- 
pressors, condensers and _ coils. 
Each individual electrical compo- 
nent is approved and bears the 
Underwriters’ label, except the mo- 
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ter, which is hermetic and is under 
positive gas pressure. Motor leads 
are inspected and approved. Fans 
are of non-sparking construction 
with static conducting belts. 
Conditioned Air Inc. 

Circle 9 on Readers’ Service Card 


John Deere carburetor 

J & S Carburetor Co. announces 
the new model 575 carburetor for 
converting John Deere 50, 60, and 
70 tractors to L. P. gas. The car- 
buretor, it is claimed, has proved 
out satisfactorily in supplying fuel 
in proper amounts to both cylinders 
of these tractors. 

The 575 carburetor has a single 
venturi, and dual barrels at the 
throttle. The vaporizer, regulator 
and filter come mounted on the car- 
buretor, so that installation is sim- 
ply a matter of removing the gaso- 
line carburetor and slipping the 
assembly in place. The L. P. gas 
tubing and water hoses are then 
connected, to complete a quick and 
easy conversion job. 

J & S Carburetor Co. 


Circle 10 on Readers’ Service Card 


Calibrating heating device 


’ 


“Calmaster” is a portable heating 
device that provides a fast, simple 
and accurate method of calibrating 
gas oven thermostats, either sepa- 


rately or assembled in a range. 

The Calmaster saves time in 
checking and resetting thermostats 
to meet local conditions by elimi- 
nating the necessity of heating the 
entire range oven. It reduces the 
normal 45-60 minute checking time 
to eight minutes per oven. 

The thermostat bulb from the 
oven being tested is simply removed 
and inserted into the Calmaster 
heating tube. The tube, plugged 
into any 115 volt circuit, quickly 
heats the thermostat bulb to an ac- 
curate pre-determined temperature 
of 300° F. The oven thermostat 
can then be quickly and accurately 
calibrated to this temperature. 
Temperature controls that have 
lost liquid filling in bulb assembly 
as well as erratic controls caused by 
sticking action, can also be quickly 
detected. 

Tuttle Electric Products Inc. 


Cirele 11 on Readers’ Service Card 


Vapor regulator 

A regulator for L. P. gas vapor 
carburetion systems has been an- 
nounced by American Liquid Gas 
Corp. Known as model 300, the 
product provides 2-stage regulation 
by combining the primary and sec- 
ondary regulation in one compact 
unit. Suitable for use on internal 
combustion engines up to 125 Ib 
capacity, it does the complete job 
of handling the fuel from the tank 
to the carburetor. 

The case is of die-cast aluminum. 
Interior construction provides posi- 
tive lock-off design with the pri- 
mary regulator having a pressure 
of 6 lb and the secondary regulator 
furnishing a vacuum pressure of .2 
to 1 in. water column. Opening 
pressure is from .3 to .4 of 1 in. of 
water column. The regulator is 
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available with either manual or 
electric primer. 

Construction is designed for easy 
replacement of any parts, thus as- 
suring extra long life and _ pro- 
visions for extremely easy mount- 
ing have been made. 

This unit is recommended for use 
on stationary engines, tractors, ir- 
rigation wells and other internal 
combustion engines within its 
horsepower range. Service is very 
flexible as it may be used in con- 
nection with an L. P. gas carbure- 
tor, a spud-in system or a_ hose 
adapter. 

American Liquid Gas Corp. 


Cirele 12 on Readers’ Service Card 


Salamander 

A heavy-duty chamber salaman- 
der which burns L. P. gas has been 
developed by Hauck Manufacturing 
Co. to provide temporary heat in 
commercial, residential, industrial 
and public construction. 

Lightweight, yet rugged, this 
unit has a shell and hood of 16- 
gauge steel on 10-gauge channel 
legs. It is fired by either a low 
pressure or a high pressure inter- 
nal jet gas burner. The low pres- 
sure burner is for use with L. P. 
gas at 11 in. water column, and is 
furnished with automatic safety 
shut-off and control valve. The 
high pressure burner is for gas at 
10 to 25 psi, and is furnished with 
a control valve. 

The heating chamber radiates 
and circulates a large volume of 
heated air, directed downward and 
outward by the conical cover. The 
salamander is made in two sizes: 
150,000 Btu and 225,000 Btu per 
hour. 


Hauck Manufacturing Co. 


Cirele 13 on Readers’ Service Card 
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Range 

The latest model “Enterprise” 
range of Phillips & Buttorff Manu- 
facturing Co. is equipped with top 
griddle and chrome cover—extra 
top grate which permits using as 
giant size fifth burner. There is a 
coppertone panel with bright 
chromium lamp shade and escutch- 
eon frame; concealed oven vent; 
roll-out broiler with deep pan and 
heavy grid, and fully automatic 
clock controlled oven and appliance 
outlet. 

All white panels are finished in 
titanium acid-resistant porcelain 
enamel. The range is full porcelain 
finished throughout, including 
bases, burner-box bottoms, main 
back walls and oven racks. Width 
is 36 in. 

All models are available with 
Enterprise “Simplex-Simmer” top 
burners. 

Phillips & Buttorff Manufac- 
turing Co. 


Circle 14 on Readers’ Service Card 


LPG valves 
Roney’s new 
valves, designed for tank and trac- 
tor systems, are short, compact and 
space saving. They are constructed 
of durable bronze with a long-wear- 
ing nylon seat. For quick opening, 


globe and angle 


they are designed with fast acme 
threads on the stem. Triple “O” 
ring seals protect against leakage 
three times. 

High opening seat disc allows 
maximum flow on the No. 825 (pic- 
tured). 

The angle valve (No. 826 series) 
are available with male thread to 
mount directly into the tank. If 
desired, an excess flow valve is built 
in on valves with a male thread 
inlet. 

This combination angle valve and 
excess flow valve provides an in- 
expensive means of transferring 
liquid between containers by grav- 
ity flow. 

The globe valve No. 825 is avail- 
able in % and % in. sizes; the 
angle valve 826 A in % and %4 in.; 
and the angle valve No. 826 B in 
34 and 1 in. sizes. 

Roney Ine. 


Circle 15 on Readers’ Service Card 


Line shut-off valve 

A service line shut-off valve de- 
signed for use in vapor service on 
ASME containers or liquid service 
on ASME containers with integral 
dip pipes for automatic applica- 
tions has been introduced by Fisher. 

The types G102 and C112 have 
integral excess flow check assembly 
operating parts contained within 
the valve body, providing protec- 
tion during installation. Basic de- 
sign and construction is identical 
with the C100 series. 

A variation in design, the types 
C103 and C113 are intended for 
liquid service on ASME containers 
in automotive service. This design 
is equipped with integral provision 
for attachment of 14 in. dip pipe 
for liquid withdrawal. These valves 
are available with 34 in. inlet and 
CGA 511 or SAE flare outlets. 
Fisher Governor Co. 

Circle 16 on Readers’ Service Card 
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Boiler for heating 


Equipco Inec., Ascot Sales pre- 
sents, for the first time in the 
United States, an entirely new 
product in the home heating field. 
It is the Ascot gas boiler, Model 
724, 

This boiler unit is designed for 
the home owner who wants, at the 
price of forced, warm air heating, 
radiant panel, convector, or radiant 
slab hot water heat. The Ascot 
boiler is a compact, wall-hung, 
tankless boiler that will fit almost 
anywhere—utility room, basement, 
kitchen—above or below the heat- 
fing area. It is only 53° in. high, 
1434 in. wide, 8% in. deep and 
weighs 65 lb. It will burn any gas 
with a readily accomplished change 
in the burner. 

The Ascot boiler is fully auto- 
matic, noiseless, with a corrosion- 
free, lead coated, steel burner that 
burns clean and stays clean. For 
highest efficiency and long life the 
heating body is of pure copper 
heavily coated with a lead/tin mix- 
ture. The jacket is of high quality 
vitreous enamel that does not stain 
and is easily cleaned. 

Features claimed: 1200 sq ft 
may be easily and completely heat- 
ed with the Ascot boiler. An input 
of 84,000 Btu’s produces an output 
of 64,000 Btu’s in a continuous 
flow of 118 gph, a temperature rise 
of 60° F is provided. At 70 gph, 
100° of temperature rise are pro- 
duced. It is approved as a boiler 
by AGA. 


Oregon Equipco Inc., Ascot Sales 


Cirele 17 on Readers’ Service Card 


Hand torch 


A new kind of weed burner makes 
it unnecessary to use the double 
feedline, metal pilot burner or a 
ported burner head, as have often 
been used on conventional L. P. gas 
torches. Instead, this burner uses a 
single gas feedline and small jet 
nozzles, and this results in lighten- 
ing an 8 ft long rig to 5% Ib. 

It has been designed by Howard 
Stump, a technician for a large 
LPG distributor. He calls his high 
velocity burner the “Stump Flame- 
Jet Hand Torch.” 

It is stated that no primary air 
mixing is necessary in this kind of 
a jet nozzle, and this eliminates the 
use of small orifices that might be- 
come clogged. It consists of a bell- 
shaped disk behind the end nozzle, 
with four spaced holes in the nozzle 
to the rear of the front aperture. 
These holes carry the pilot flame. 
When the burner is triggered, these 
four flames are forced against the 
bell disk which, in turn, ares the 
flames into the vapor stream in 
front of the nozzle. 

Stump Specialty Co. 


Circle 18 on Readers’ Service Card 


Heating-cooling unit 

The “Command-Aire Twins” are 
heating and cooling units that fit 
side by side and can be installed in 
a minimum of only 71% sq ft. They 
heat with gas when it’s cold and 
cool when it’s hot. 

The cooling unit is available in 
2-3-and 5-ton sizes and is a water- 
cooled unit. The matching heating 
twin is a forced air furnace avail- 
able in seven capacities ranging 
from 50,000 Btu per hour input to 
200,000 Btu per hour input. A 
single thermostat operates both 
units. 

A feature of the air conditioning 


twin is that it has a dual pressure 
control which shuts off the unit 
when the water supply fails or 
when other abnormal conditions 
affect operation. That means the 
compressor remains off until the 
abnormal condition is corrected—a 
safety feature that promotes long 
air conditioner life. 

Bryant 


Circle 19 on Readers’ Service Card 





Water heater 


A glass-lined water heater, the 
“Diamondglas Standard,” has been 
introduced by Mission Appliance 
Corp. It is manufactured with 
thick gauge steel tank interior, 
completely sealed against rust and 
corrosion by a Diamondglas lining 
fired and fused to the inside wall. 

Added tank protection is pro- 
vided by the Mission “kem-rod”’ 
anode, and standby loss is reduced 
by the heavy fiberglas insulation. 
Only quality controls meeting AGA 
standards are used to assure de- 
pendable operation. 

Mission’s new model is immedi- 
ately available in 20, 30, and 40 gal. 
capacities, for use with natural, 
manufactured and L. P. gases. 
Mission Appliance Co. 


Cirele 20 on Reade rs’ Ne rvice Card 


TRADE LITERATURE 





Bulk truck tanks 


Everything an L. P. gas dealer 
needs to select a completely out- 
fitted tank installed on his truck 
chassis is included in Trinity 
Steel Co.’s new booklet “This is 
the New Trinity Story.” 

The attractive booklet gives com- 
plete data on eight bulk truck tank 


For further information on these products use Readers’ Service Cards on pages 115, 116 
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models including base prices. After 
determining the tank to suit his 
needs, the dealer can add to the 
price the amount listed for the type 
of plumbing he wants, the hose 
needed and any of a long list of 
available extra items. 

In addition to bulk truck tanks, 
information is provided on Trinity’s 
“Blimp” transports and stationary 
tanks for dealer and consumer 
storage. The story of Trinity engi- 
neering is also told. 

Trinity Steel Co. Inc. 
Circle 21 on Readers’ Service Card 


Four new bulletins 

Bulletin RT-811 provides manu- 
facturers of gas ranges with useful 
information concerning the opera- 
tion of Robertshaw - Fulton Con- 
trols Co.’s “Thermal Eye” model 
BJ-AF — temperature - regulating 
control for top-burner cooking. It 
contains cutaway and general views 
of the control and details of com- 
ponents, with dimensions and 
burner clearance. 

“Thermal Eye” model TE is de- 
scribed in detail in bulletin RT- 
771. The bulletin explains how the 
control operates to provide top- 
element temperature regulation. 

Bulletin RT-748 provides manu- 
facturers with information con- 
cerning the operation and installa- 
tion of the company’s “Incinitrol” 
gas incinerator control. Detailed 
cutaway diagrams show the com- 
ponent parts of the Incinitrol mod- 
el ED and its dimensions. 

Robertshaw-Fulton has also pub- 
lished bulletin RT-795 which pro- 
vides manufacturers of gas ranges 
with information concerning the 
operation and installation of the 
model 2200S gas oven thermostat. 
Robertshaw-Fulton Controls Co. 

Circle 22 on Readers’ Service Card 


’ 


L. P. gas market facts 


LPG dealers who want to keep 
ahead of competition and continue 
to meet the challanges of industry 
growth and development must keep 
abreast of industry trends. Deci- 
sions and future actions must be 
based on reliable facts. To help meet 
this constant need for information, 
the Liquefied Petroleum Gas Asso- 
ciation has just published an at- 
tractive and graphically illustrated 
booklet entitled “Market Facts on 
the LP-Gas Industry.” 

Compiled by Marvin M. Romanek, 
market analyst for LPGA’s Market 
Research Department, the publica- 
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tion contains a wealth of informa- 
tion on the rapidly-expanding L. P. 
gas market. Figures are cumulative 
through 1955. 

Contents are broken down into 
eight classifications: production, 
storage, transportation, sales, 
equipment, carburetion, appliances 
and Canada. 

Market saturation, weakness and 
strength of L. P. gas sales for vari- 
ous uses by geographical area, and 
comparisons of L. P. gas appliance 
sales with other fuels can all be 
secured at a glance from the many 
tables and charts. 

Liquefied Petroleum Gas 
Association 
Circle 28 on Readers’ Service Card 


Manual type catalog 


Spiral-bound book (104 pages), 
written with the viewpoint of the 
dealer in mind. Gives thorough but 
condensed information on delivery 
units, transports, domestic tanks, 
hose, meters, pumps, fittings; basic 
information on carburetion, and 
motor fuel applications. 

This book shows pictures of 
nearly every item described, so that 
the dealer can visualize needs. It 
also contains specifications and con- 
struction details. 

American Tank & Manufac- 
turing Co. 

Circle 24 on Readers’ Service Card 


Pressure vessel brochure 


Dallas Tank Co. Inc., manufac- 
turers of “Economy” L. P. gas and 
anhydrous ammonia equipment, an- 
nounces the publication of a new 
brochure of the complete ‘Econ- 
omy” pressure vessel line. 

Illustrated in five colors, the 24- 
page brochure contains many photo- 
graphs of equipment, from the 
smallest domestic system to the 
largest storage units, several single 
barrel models and several twin 
barrel models truck delivery units, 
dispenser units, farm trailer tanks, 
compact portable industrial pro- 
pane units, skid tanks and a com- 
plete line of transport tank units. 
Dallas Tank Co. Ine. 

Circle 25 on Readers’ Service Card 


Gas detection sheet 

Combustible gas detection equip- 
ment is the subject of a new speci- 
fication sheet describing the J-W 
“Sentinel” model and the J-W 
“Sample Drawing Sentinel.” 

The Sentinel is a self-contained, 


portable, audible alarm unit which, 
when placed near any hazardous 
activity, indoors or out, emits a 
raucous warning if a pre-set con- 
centration of gas is detected. 

The Sample Drawing Sentinel 
employs an aspirator bulb and sam- 
ple hose for exploratory testing 
from outside a confined danger 
area. 

The illustrated specification sheet 
gives detailed operational and con- 
struction data, application sugges- 
tions, and prices. 
Johnson-Williams Inc. 

Circle 26 on Readers’ Service Card 


Gas appliance catalog 


The Johnson Gas Appliance Co. 
has published a new catalog of its 
products. The catalog pictures and 
describes Johnson’s line of furnaces, 
burners, valves, torches, mixers, 
blowers, stock tank heaters and con- 
trols. Complete specifications and 
shipping weights are listed for each 
item. 

According to the Johnson Co., the 
new catalog was prepared to bring 
the trade and its customers up to 
date on recent changes in the line. 
A few items have been eliminated, 
specifications have been altered on 
others. 

Two new Johnson products are 
included in the catalog. The “‘water 
warmer,” Model CWS5; and a forge 
furnace, No. 133. 

Johnson Gas Appliance Co. 
Cirele 27 on Readers’ Service Card 


e 
Pipe protection booklet 


Techniques for protecting under- 
ground pipe from corrosion with 
“Scotchrap” brand pipe insulation 
tape is the subject of a new how-to- 
do-it booklet announced by Minne- 
sota Mining & Manufacturing Co. 

Called “Tape It Easy,” the new 
24-page booklet provides step-by- 
step photographs and instructions 
for wrapping bends, elbows and 
short sections, patching pipe with 
tape, preparing joint surfaces for 
wrapping, wrapping welded joints 
and taping straight pipe sections 
as well as street “T” fixtures and 
other typical fittings. 

A coverage table on the book’s 
back cover lists recommended tape 
width for various pipe sizes, out- 
lining the minimum recommended 
tape overlap and the number of 
squares of tape needed per 100 ft 
of pipe using various overlaps. 
Minnesota Mining & Manu- 
facturing Co. 

Circle 28 on Readers’ Service Card 
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associations 


Glen Humburg elected 
president of Kansas 


A convention with outstanding 
speakers on timely topics — with 
scheduled reception for past presi- 
dents, luncheon, annual banquet 
and dance party—plus plenty of 
time for extra-curricular activities, 
was that of the Kansas LPGA, Sep- 
tember 23-24, Broadview Hotel, 
Wichita. 

“L. P. Gas Yesterday and 
day,” was outlined by W. 
Guthrie, Phillips Petroleum Co., 
Bartlesville, Okla. K. H. Dickson, 
president LPGA, Moberly, Mo., told 
the dealers about ‘“LPGA and You.” 

C. W. Jaynes, Skelgas division, 
Skelly Oil Co., Kansas City, Mo., 
answered the question “What Does 
it Cost to Deliver L. P. Gas?” while 
W.R. Lund, Warren Petroleum Co., 
Tulsa, explained “Profits Through 
Knowledge of Consumer Attitudes 
and Supply.” 

Glen Humburg, Humburg Co. 
Inc., La Crosse, was elected presi- 
dent of the group. Other officers 
elected include J. W. Emmons, Bu- 
tane Gas Delivery, Pauline, vice 
president; and Francis Hoover, 
Hoover Farm Gas, Minneapolis, 
Kansas, secretary-treasurer. 

Since 1956 is a political year, the 
theme of the annual banquet and 
dance party was ‘Politics Can be 
Fun.” 

A special program for the ladies 
included a lunch at the El] Charro 
Cafe, and Alice Campbell Wrigley 
presented an interpretation of the 
play, “The Constant Wife,” by W. 
Somerset Maugham. 


Sales training class 
highlights Idaho meet 


The Idaho LPGA members 
joined in their annual convention at 
Shore Lodge, McCall, September 
22, for a one-day meeting. The 
convention was addressed by Al- 
bert W. Smith, vice president of 
Intermountain Gas Co., Boise. He 
outlined his company’s activities 
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5-10 


minute conversion 


to other gases 


No change in 





THIS TYPICAL LOW-COST 
KIT IS ALL YOU NEED 


burner... 


no costly control alterations 
with Modine gas unit heaters 


MURKERENEE 


NLY the new Modines provide this 

important versatility. Inexpensive 
conversion kit with easy-to-follow in- 
structions now permits quick conver- 
sion from natural to LP, LP-air, or 
mixed gas. Units installed to burn other 
than natural gas can be easily convert- 
ed when natural gas becomes available. 

And because a single Modine unit 
can be converted to burn any of these 
gases, your jobber can always supply 
your need without waiting for ship- 


FYYVIIIIE ments from the factory. Whatever your 
gas requirement, Modine jobber stocks 
! nT are always in balance — thanks to 

a ' ’ 


& 











quick and inexpensive conversion. 

Get full details on all the other out- 
standing Modine features. Call the 
Modine representative listed in your 
classified phone book. 





Get your copy of this bulletin on Modine Gas 
Unit Heaters. Tear out coupon and mail today. 


a 
VWlodine 
GAS UNIT 
HEATERS 











MODINE MFG. COMPANY 
1577 DeKoven Ave., Racine Wis. 


Please send me free Bulletin 656. 
NAME ... 
FIRM 
ADDRESS . 
SEI tetereenictsinsss 
GU-1337 
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STAMPING & STOVE CO. 
HUNTSVILLE, ALABAMA 





eldit THERMO-DISC 
SALAMANDERS 


MODEL #800 MODEL #900 


Weldit, Inc. presents their new improved line of L-P 
Salamanders. Featuring the famous “Flame Dome” 
for 360 degree heat and introducing the amazing 
“Thermo-disc” for extra heat radiotion. 100% auto- 
MODEL #1850 
matic shut-off on Model #900. 
cl Canadian Distributor: ALLOY METAL SALES © 
M 181 Fleet St. E., Toronto 5, Ontario ‘< “/ 


cra 


990 OAKMAN BLVD. 
a eg pe DETROIT 38, MICHIGAN 


on matters of policy, advertising, 
construction in franchised towns, 
and sales promotion. 

Highlighting the program was 
the sales training class conducted 
by L. Wesley Johnson, business 
manager of Northwest Nazarene 
College, Napa. 

Mrs. P. C. Hoalst, who repre- 
sented the state in the “Mrs. 
America”’ contest, gave a report on 
her activities in assisting the in- 
dustry members in their promotion 
programs. 

Various matters of interest were 
discussed during the business meet- 
ing, and new officers were elected 
as follows: Vinton L. Stanfield, 
Gooding Gas & Appliance Co., Good- 
ing, president; J. R. E. Carnahan, 
Liquefied Van Gas Corp., Boise, 
vice president; Max Hobson, The 
Lang Co., Boise, secretary-trea- 
surer; Messrs. Harold Sanders, 
Northwest Propane Gas Co., Poca 
tello, and Wilton C. Jackson, Ideal 
Gas & Appliance Co., Nyssa, Ore- 
gon, were elected directors. 

In addition to the luncheon, the 
convention was rounded out with 
a cocktail party, a banquet, and 
dance. 


Oklahoma draws 250 
guests, dealers to meet 


Lead off man, E. S. Kleinmann, 
Dearborn Stove Co., Dalias, helped 
to launch the Oklahoma LPGA into 
the theme for its annual meeting 
“Suecess Through Selling” by urg- 
ing dealers, in an address on “Sling 
Shots and Standards,” to sell the 
heart and not the head, for people 
frequently buy products for what 
they will do for them rather than 
from need alone. Two hundred and 
fifty dealers and guests attended 
the 12th annual meeting of the 
association, held in Oklahoma City, 
October 14-16. 

Mr. Kleinmann urged dealers to 
practice showmanship in selling by 
demonstrating what the product 
will do for the customer. He also 
called on dealers to delegate au- 
thority to members of their com- 
panies in building a_ self-reliant 
organizetion. “You be the coach.” 
he said, “but let your assistants 
help to develop ideas that will pro- 
duce sales and team work.” 

In a talk on “Sales Through Ad- 
vertising,’” H. L. Cunningham of 
Mason and Cunningham Advertis- 
ing, representing the advertising 
department of J. B. Beaird Co., told 
dealers how it is possible to step 
up sales through advertising and 
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Blanket Protection 


for your LP-Gas tanks 


Proper fire safeguards are uppermost in importance in 
LP-gas storage. For example, tanks must be protected 
against extreme heat exposure. Leaking gas, if it devel- 
ops, must be thinned out to the point where it will not 
must be localized and 


burn. And fire, if it should occur. 


sa fely disposed of. 


With a Grinnell ProtectoS pray System, you 
get protection against all of these eventualities. 


When heat raises tank temperatures dangerously, a 
drenching blanket of water provides instant cooling .. . 
reduces internal pressure and helps prevent rupture. In 
addition, positive air turbulence is created, even in still 
air, to assist in dilution of leaking gases by the inert 
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gases present in the air. Water-vapor dilution aids in 
thinning out gas-air mixtures so that they will not burn. 
Moreover, if gas should ignite, the fire can be localized 
— permitting safe disposal of the gas by burning where 
it escapes, thus reducing the fire explosion hazards 
downwind or downgrade. 

There is a Grinnell Fire Protection System for every 
Grinnell for advice about the o one best 


272 West 


hazard. Call on 


suited to your needs. Grinnell Company, Inc., 2 


Exchange St.. 


*) GRINNELL 


PROTECTION AGAINST EVERY FIRE HAZARD 


Providence. R. I. 


Manufacturing, Engineering, and Installation of Fire Protection Systems since 1870 





promotion. He presented the dealers 
with a merchandising idea file con- 
taining check sheets, fundamental 
sales ideas, and other information 
useful in promoting sales. 

Harry Canup, A & M College, 
Stillwater, spoke on “Your Price 
Is Too High.” Leigh Atkinson of 
the National LP-Gas Council staff, 
described what is being accom- 
plished by the public relations and 
advertising program sponsored by 
the Council. 

Chalmer Jaynes, Skelly Oil Co 
Kansas City, told the dealers how 
to make “Sales Through Good Bus- 


Here’s trucking AUTOMATION that 
lets you combat High Cost Hauling 


ANTHONY Ll 


Model No. 144 handles loads up 
to 1000 Ibs. Cuts loading and 
aeating time o Wh. 


Model No. 145 handles up to 2000 
Ibs. on 1'%-Ton and larger trucks 
and semi-trailers. 


Model No. 146 handles up to 4000 
Ibs. on heavy trucks and semi- 
trailers. 


Cost saving way to handle such items 
as bottled air and gas, and appli- 

| ances, etc. A Lift gate installed on 
one or both sides or end of semi- 
trailers or the end of 34-ton and 
heavier trucks gives great flexibility 
to many pickup and delivery 
a 





FT GAT ES 
FOR 3/ TON and Larger Trucks and Semi-Trailers 


If high freight rates and costly delivery 
services are Cutting a swath out of your 
profit picture, here are five ways you 
can offset them. 


1. Speed up deliveries. 


2. Develop faster, easier ways of load- 
ing and unloading trucks. 


3. Systematize handling of bulky, awk- 
ward, heavy shipments. 


4. Prevent damage to goods, yet make 
it easier and safer for drivers to 
handle most shipments alone. 


5. Help drivers contribute to the satis- 
faction of the receiver. 


All of these advantages are yours when 
you install Lift Gates on your trucks. 
We will be glad to recommend the 
systems, the size and type of Gate best 
suited for your work. 


Write, wire or call us today—no obli- 
gation. One of our representatives is 
nearby, 

Dept. 5610 


oer ANTHONY COMPANY 


Streator, Illinois 


Newly elected officers of the Oklahoma 
LPGA include (left to right) Glenn A. 
Springer, Oklahoma City, secretary-treas- 
urer; Marshall Perry, Ark Valley Gas Co. 
Inc., Sand Springs, 2nd vice president; Ed 
Nelson, Chandler Liquid Gas, Chandler, 
Ist vice president; Gene Sabin, Sabin Pro- 
pane Co., Waukomis, president; and Mar- 
shall Carpenter, Lindsay, past president of 
the group. 





iness Planning.” Dr. Benjamin 
Shadran, editor Middle Eastern 
Affairs, discussed the oil situation 
in the middle east. 

Marshall Carpenter of Lindsay 
presided over the conference. 
Others presiding over certain func- 
tions included Mrs. Gene Sabin, 
Sherman Spradling, and Gene 
Sabin. 

A special program was presented 
for the benefit of the ladies. 


Pennsylvania told how to 
gain better profit 

L. T. White, manager of busi- 
ness research and education for the 
Cities Service Oil Companies, greet- 
ing 300 Pennsylvania L. P. gas 
dealers as “men working in the 
nation’s fastest growing business,” 
told how he believed these men 
could gain better profit through 
better management. 

Mr. White addressed the Penn- 
sylvania LPGA convention, Sep- 
tember 14 at the Penn-Harris Hotel 
in Harrisburg. 

K. H. Dickson, president of the 
National LPGA, also discussed 
means of carefully evaluating oper- 
ating costs so as to reduce expenses 
and increase revenue. 

The latest film released by the 
National LP-Gas Council, ‘The 
Modern Way Naturally,” which em- 
phasizes the advantages of gas over 
electric ranges, was enthusiastical- 
ly received by the group. 

A panel discussed “Regulations 
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REPRINTS 


from BUTANE-PROPANE 
News 


... to help you sell— 
to guide your staff— 


These important articles from past issues of 
BUTANE-PROPANE News are available as 
reprints, while they last, at the prices in- 
dicated. Quantity discounts (same reprint) 
10 to 49 copies, 20 % ; 50 copies and up, 30%. 


(Check should accompany order) 


Agricultural 

Agricultural flaming is vast 
new market for LPG 

Agricultural flaming 

Whirlwind in a feather 
factory (Nov.,’55) 4 pages 10¢ 


(March, ’55) 12 pages 20¢ 
(March, ’56) 16 pages 25¢ 


Industrial 

Plumbers’ furnaces provide 
hot market 

LPG helps surface Nebraska 
highway (April, 56) 1 page 10¢ 


(April, 56) 6 pages 15¢ 


Power 

Full report on Chicago’s 1050 
propane buses 

Douglas industrial trucks 
show quick saving of con- 
version costs 

Insurance for industrial 
trucks converted to LPG (June,’56) 2 pages 10¢ 

LPG precools California 
crops (March, ’56) 4 pages 10¢ 

LPG-fueled forklifts keep air 
pure in new Ford plant 


(July, 56) 8 pages 20¢ 


(April, ’56) 4 pages 10¢ 


(Oct., 55) 2 pages 10¢ 


Heating 
Selling LPG heating beyond 

the mains — the story of 

Cookgas (Nov., °55 
Degree day counter saves 

the day (June, 
We can have schools for less 

money, with gas heat (Dec., 55 


4 pages 10¢ 
2 pages 10¢ 


4 pages 10¢ 


General 
Gas is the safest fuel 

NFPA fire loss report 

(colored poster) (Jan.,’55) 4 pages 20¢ 
Look for new highs in 

LPG sales in ’56 (Jan.,’56) 4 pages 10¢ 
Is the insurance picture 

better? (May,’56) 6 pages 15¢ 
Certified installation pro- 

motes safety, good wil! (May,’56) 6 pages 15¢ 
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More Salee 
than Ever 


shia me @lollelsill mm (3.7 
* 


" WATER-HOTTERS 
oe t Automatic Water Heaters 
i For LP-Gas 


White- 
Glass or 
Zinc-in-ized 
Lining 


1 08 4 Piiuap 
<n * oe 
s Guaranteed by ™~ 


Good Housekeeping 
4 * 


#0, \ 
45 sovcanisto He 


(11) 1 ve A 


Dealers pile up dollars with the dramatic -néw / 
fashion-favorite in water heaters . . . the glam- 
orous White. Shimmering turquoise accents its 
gleaming white enamel finish, high-lighted by 
glowing copper trim. Since its introduction a few 
months ago, sales records have been shattered . . . 
dealer-profits have soared to new highs. 





Supported by outstanding national advertising 
and a 5-Star Program that builds business soundly 
and fast, White is for YOU. Write for White’s 
Proved Profit story ... NOW! 





“7 NOW...White WATER SOFTENERS 


with White-Glass LINING! 
A tremendous new market—years away from saturation— 
now open to WHITE dealers with WHITE'S spectacular new 


fine of WHITE-GLASS lined water softeners. Full details 
available NOW. Ask for them! 








; * 
i ¢" HURRY! Get full franchise facts TODAY! a 





WHITE PRODUCTS CORPORATION, Middleville, Michigan = 
Water Heating Specialists Since 1930 «# Div. of Lamb Industries, ine... 
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for L. P. gas.”” On the panel were: 
W. D. Cook, Suburban Propane Gas 
Corp.; H. Emerson Thomas, H. 
Emerson Thomas & Associates; J. 
EK. Shaffer, Atlantic States Gas Co.; 
George Webster, Pyrofax Gas 
Corp.; A. C. Horner, A. C. Horner 
Inc.; and Robert L. Rubendall, 
Hull, Leiby & Metzger. 
Mr. White outlined five funda- 
mentals for improving profits 
through better management. They 
are: (1) seek new business oppor- 
tunities; (2) plan better manage- 
ment; (3) organize; (4) control; al & 
and (5) improve. _—— om ‘ 


‘y, 


Ken Dickson {right), national LPGA presi- 

wet - ¥ a i " dent, and Jack Board, Pennsylvania LPGA 

: past president, demonstrate the new auto- 

W sl Best chap eee matic top-burner temperature control in 
front of the TV cameras. The show coin- 


cided with the Pennsylvania convention ban- 

quet. Carol Butler interviewed Mr. Board 

g and Mr. Dickson, who fried eqqs and ex- 

agate hibited an upside-down cake baked on the 

paopsnt GAS SERVICE ING. edd Caloric demonstration unit. Program was 
ae wan stand ONES ee ‘ . se arranged by the National LP-Gas Council. 





Mr. White said businessmen 
should look forward to see onnor- 
tunity and backward to see where 
economies can be made “These 
days there is a baby born every 

ONLY CORKEN ten seconds in America. That means 
there will be more people. Each 
ANSWERS EVERY additional person wants more and 
NEED FOR BULK better things and wants them both 
for less. Forward looking business- 
STORAGE AND men let change work for them.” 

TRANSFER PUMPING Planning, the second element in 
good management, should be in the 
EQUIPMENT WITH public interest, he declared. “Pro- 
BOTH LIQUID AND vide something that people need 
and for which they will pay. People 
VAPOR PUMPS! who go into business solely to make 
a profit usually fail. In its true 
sense, ‘business Ips ople live 

Corken offers a correct model and size pump ec ee 
engineered to perform all your transfer jobs. Control is like driving a car, Mr. 
If you specify “Corken” you'll get pumps i" White declared. “You start the 
en exactly fit st gg a no motor, push the throttle for power 
undersizing or oversizing. to this in- . hae Saw aioeekin Wiens a 
stallation designs, aneaions and com- ee eis pe al de 
petent field service, plus the best guarantee . ena 7 had i wank “ANI 

in the industry and you can see why every- an Skee ee  deabmsggaibee rigs ee 
day more and more L P Gas operators are through the trip ie rigrin oars 
convinced that it PAYS to get all their pump- ments to know what is happening 
ing needs from Corken! inside. 


Readily adaptable to truck ting, anes : : 
Corken Veper Pumps offer @ modern The controls of a business are 
efficient and fast method of unload its records. Your judement or de- 

ing transports. sin ‘ - 
cisions depend on how much in- 
yrmation vou have about the inner 
ieee sey f¢ rmati ny wh ve ab t the inne} 

Tins Bast Glue workings which are hidden. 

f businessme ‘aglize ths 
sik omen. casiooamma W hen businessmen realize that 
1458 Richards ° their profits are not crowing, they 
LUBBOCK, TEXAS ¢ should admit thev have made some 
4307 40th St. mistakes, Mr. White said. “It’s a 
PLAINFIELD, NEW JERSEY hard thing to do. It leaves a bitter 
935 Madison Ave. taste in your mouth, but it’s a very 


useful practice.” 
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Officers of the Kentucky LPGA who took 
office at the beginning of the association's 
fiscal year on October |. Seated (left to 
right) Mrs. Ruth Greene, Mid West Bottle 
Gas, Ft. Thomas, second vice president; 
Elmer B. Roll, Rolane Gas Co., Hazard, 
president; C. Wayne Doran, operations 
manager, Kengas, Owensboro, first vice 
president. Standing are Charles E. Nead, 
Nead & Holliday, Burnside, treasurer; and 
Miss Frances L. Holliday, Cumberland Na- 
tural Gas Service, Burnside, executive sec- 


retary. 





Mark O. Haines, Jr., Gas-Oil 
Products Ine. of Pa., Oxford, was 
elected president of the group; 
John A. Groves, Goss Gas of 
Fallston Inc., New Brighton, Ist 
vice president; Henry D. Lower, 
Lower’s Gas Service, Guernsey, 2nd 
vice president; C. S. Witmer, Soun- 
dersburg, secretary; and John W. 
Stoner, Stoner Gas Service, Rock- 
wood, treasurer. 

The following past-presidents of 
the association were presented with 
a scroll in recognition of their out- 
standing leadership and devoted 
service to the association and the 
industry : 

Harrison K. Strickler, Erie; Roy 
R. Johnson, Fuelane Corp., Liberty, 
N. Y.; L. F. Finkler, Rural Gas 
Co., Williamsport; J. E. Shaffer, 
Atlantic States Gas Co., Burnham; 
A. C. Horner, A. C. Horner Ine., 
Harrisburg; Arthur E. Bone, East- 
ern Propane Co., Malvern; William 
F. Cutten. Cutten Gas Co., Wyo- 
ming; and M. J. Board, Johnstown 
Suburban Gas Co., Johnstown. 

A friendship hour sponsored by 
the manufacturers, suppliers, and 
manufacturer’s representatives 
rounded out the convention 


Work shop sessions 

spark Nevada meeting 
Work shop sessions were con- 

ducted on such subjects as ¢ar- 

buretion, credits and _ collections, 
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it’s natural to link 
LPG with Carter 


In the LPG industry, CARTER and unexcelled 
products are naturally associated. And there’ 

a simple reason for it: CARTER’S LPG products 
are unexcelled . . . the result of more than 
twenty years’ experience in the manutacture of 
highest quality butane and propane. This 
experience — gained by men interested in only the 


best — is yours when you buy LPG from CARTER. 


THE CARTER OIL COMPANY 
TULSA, OKLAHOMA 








¥g"' to I'/g"" O.D.... 


© Just a twist of the offset. Save enough 
wrist assures perfect, on ONE job to pay 
even bends—right for your HANDY TUBE 
angle, ory angle, U and BENDER 


LC HOLSCLAW BROS., INC. sz you: "2 


] for free folder 


434. N. WILLOW ROAD — EVANSVILLE, INDIANA pettin 











service contract 
to your customer and 


LOCK UP THE ACCOUNT 


@ Enables the LPG dealer to make a work- 
able ‘Service Contract'' on systems 
owned by the consumer Decorative, 
duplicate contract forms furnished on 
request with each lock cap 


SERVES MANY PURPOSES: 


Gives contracting dealer exclusive rights or 
control on all gas delivered into container 


Issue a 


Prohibits tampering by unauthorized persons 


Discourages ‘‘distress raiding’ 
customers by unethical operators 


of consumer 


A dealer-consumer agreement provides that 
dealer will remove lock and cap upon request 
of consumer. This serves as a warning to 
dealer that all is not well with one of his 
consumers 

Helps dealer collect past due accounts 


A safety device for tanks located in con- 
gested areas, schools, churches, motels, ete 


U. C. RONEY 
ANCHOR MFG. CO. 


P. O. Box 1001, Corsicana, Texas 
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= B noyhill 


HANDI-| HEATER 


a bottle 
gat stock 
tank heater 


FITS ANY TANK 
LIGHTS QUICKLY 
AND SIMPLY 


Fits any tank 
and lights 
quickly and 
simply 


Safe. A.G.A. 
approved au- 
tomatic  shut- 
off and tem- 
perature con- 
trols 


Easily installed 
on any wood, 
metal of con- 
crete tank 





Dependable— 
operates effi. 
ciently in sub- 
artic weather 


A blast furnace of 
heat striking 4 sides 
of the heat chamber 


Broyhill «ae m EQUIPMENT 


i Hf Propell 
Spraying Equipment Trailers and Self Propelled 


Hi Clearance Wagon Hoists 





Liquid Fertilizer Applicators Aluminum, Rubber lined and 
Liquid Fertilizer Injectors Steel Tanks 


>the 
1 Broyhill COMPANY "2531355" 
é 
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and regulators at the annual con- 
vention of the Nevada LPG Dealers 
Association, September 18 and 19 
at the El Rancho Vegas, Las Vegas. 

Robert Bohen, Las Vegas Gas 
Co., was elected president of the 
group. W. K. Horning, Nevada Gas 
Service, Winnemucca, was named 
vice president; A. Monticelli, 
Washoe Propane Gas Co., Sparks, 
secretary-treasurer. 

Directors elected include: John 
Wallace, Carson Nu-Gas Co., Car- 
son City; Louis Burr, Propane Gas 
Service, Hawthorne; Woodrow 
Erickson, Winnemucca’ Propane, 
Winnemucca, and F. A. Martin, 
Ransome Co., Reno. 

Senator Alan Bible and Myrtle 
Isbell, addressed the convention 
delegates during the first luncheon, 
and Arthur Miller, of General 
Petroleum Corp., spoke during the 
second luncheon. 


CALENDAR 


Coming events 
in the Industry 


Dec. 4—Wisconsin LPGA Winter Meet 
ng—Eastside Businessmen's Club, Mad 
n After 


1957 


Jan. 4-5—Americar Home _ Launary 
Manufacturers Association Annua 
1—Chicago. 


Feb. 12-l4—Northeastern LPGA Con 
and Trade Show—New York 
Trade Show Bldg. and Hotel New 
Y yrker New York 


Feb. 25-March |—American Society of 
Heating and Air Conditioning Engi 
neers—Chicaqc¢ 


10-12—Indiana LPGA Trade 
ind Convention — Claypool 
tel ndianapoli Ind 


March 18-20— Southeastern District 
LPGA nvention and Trade Show 
siltmore Hotel. Atlanta. Ga 


March 28-29—Northwest District LPGA 
Convention—Hote 
iver B i 
March 28-29—Oklahoma Utilities Asso 
ation Annual 
Dkla 
April 8-10-—GAMA Annual Meeting— 
The Greenbrier, White Sulphur Springs 
W Va 


April 24-26—Natural Gasoline Associa 
tion of America 36th Annual Conven 
t —Rice Hotel, Houston, Texas. 


vention 


Vancouver, Van 


Convention — Tulsa 


May I1—N vada Liquefied Petroleum 
C ealers Association Spring Con 
—Winnemucca, Nev 


May 12-15—Liquefied Petroleum Gas 


Association Annual Meeting—Conrad 
Hilton Hotel, Chicago 


ADD CUSTOMERS 


AMONG 


POULTRYMEN 


Why lose potential business because poultry- 
men are brooding their baby birds with oil, 
coal or electricity? You can add to your 
customer list, increase your sales and profits, 
when you sell or recommend Premier's NEW 
Radiant Crown Gas Brooder. 


The revolutionary Radiant Crown brooder 
has exclusive Thermi-Jet, single port, ribbon 
flame burners plus other outstanding features 
that make it the best buy for poultrymen. 
Don't miss the extra profit that can be yours 
if the poultrymen in your area use Premier's 
Radiant Crown Brooders. 


Two sizes: Write for free literature to The 
“ « =Nationol Ideal Co., 25338 W. 
72" and 96 Central Ave., Toledo 6, Ohio. 








RECTORSEAL 


IN CAN . 
THICK 
IN JOINT 
for maximum 
sealing efficiency 


There's no seal like RECTORSEAL. It is espe- 
cially compounded to be thin and smooth in the 
can for complete use of every ~ and greater 
ease in application. it thickens in the joint to a 
plastic elasticity that means maximum sealing 
efficiency against 1-P gas leaks . . . yet always 
easy to break out. 

In addition to positive leak prevention, Rector- 
seal No. 2 is cleaner to use . . . it is —= 
economical because there’s no waste . . . doesn’ 
Settle out. See for yourself how dears 
— elasticity gives threaded connections the 
est protection money can buy. Brush-top cans 
sealed with cellulose tape to assure Rectorseal’s 
factory freshness. 


Write for your FREE SAMPLE today 
giving name of your jobber. 


RECTORSEAL, DEPT. A 











2215 C ce St., Houston 2, Texas 


RECTORSEAL #92 


MAKING THE GAS INDUSTRY SAFER 
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fi Agriculture 
for Automotive 
and Industry 


POWER SECTION 


CARBURETION - INSTALLATION - SERVICING 


vt LP-GAS 


VAPORIZER-REGULATOR 


XG GAS CARBURETOR 
1%, TO 2 IN. SAE 


ENGINE SAFETY SHUT-OFF VALVE 
VACUUM OPERATED 


MG1 GAS CARBURETOR 
3¥4 AND 1 IN. SAE 


CG GAS-GASOLINE 
COMBINATION CARBURETOR 
1% TO 2 IN. SAE 


LP-GAS 
LIQUID FILTER 


e 


ENSIGI 


Ge LP-GAS 


Carburetion 


... pays for itself over 
and over again 


Satisfaction with LP-Gas as an engine fue! 
depends greatly upon the carburetion which you 


select. 


You pay no premium for Ensign — the carbu- 
retor that starts easily, performs excellently, de- 
velops full power and economy, is ruggedly built 
and is in demand everywhere. 

Ensign carburetion is DEPENDABLE. In the 
long run you are money ahead to specify Ensign 
for every kind of LP-Gas powered equipment. 
Simply tell us your engine make, model and speed. 


We'll recommend the best equipment to do the job. 


Send for 
new Ensign 
literature today. 


CARBURETOR COMPANY 


7010 S. Alameda St., P. O. Box 229, Huntington Park, California 
Branch Factory; 2330 W. 58th St., Chicago 36, Illinois 


Pioneers in Efficient Carburetion Established 1911 





A Perfect Fit... 


Without alteration, a Western Tank fits 
perfectly everytime. No wonder, Western 
is the nation’s leading supplier of LP-Gas 
tanks to tractor manufacturers. The ex- 
tremely close tolerances demanded by 
tractor manufacturers are standard 
specifications for all Western Tanks. 
For your protection and your customer's 
satisfaction, always be sure of superior 
quality by specifying a Western motor 
fuel or tractor tank. 


You're no more than a few days¥ 
away... Anywhere in the USA... 
when you order a WESTERN 


A Complete line of 
PERFECT FIT Tanks '- IN STOCK 


at a Western Distributor near you... 


Arkansas Foundry Co. Illinois Auto Electric Co. 
Little Rock, Ark. Chicago, III 
Bor 1338 4 The Binkley Company Nebraska Propane Gas, 
Ox . 'i- ; Oklahoma Cit,, Okla. Kearney, Nebraska 
Lubbock, Texas : 


4 
a GQ 14,6 3 P Brungart & Jennings Sleeper Equip. Co. 
Phone PO 5-9474 « : y PL HA) ee Birmingham, Ala St. Louis, Mo. 


Dallas Transfer & Uy Gene Bumpus, Inc The Moore Company 


é . : . ; Plainview, Texas Sikeston, Mo 
Terminal Warehouse MOTOR FUEL & TRACTOR TANKS Chickasha Gin & Southwest Gas Equip 
Mill Supply Liberal, K 
Santa Fe Bldg. WESTERN TANK AND STEEL CORP. Chickasho, Okla cia aad 
: P uperior u . 
Unit No. 2, Ph. RA-7111 LUBBOCK DALLAS General fank & att ie, te 
Dallas, Texas 


Equipment Co Tide LPG, Inc 
San Antonio, Texas Edinburg, Texas 


BUTANE-PROPANE News 





The huge Chicago De- 
partment of Streets and 
Electricity was easily 
sold on the obvious ad- 
vantages of converting 
40 mobile tool heaters 
from gasoline to pro- 
pane. But this conversion 
was only the starting 


point in a series of con- 
versions and purchases 
of factory-equipped LPG 
units including road roll- 
ers, refuse trucks, dump 
trucks, tractor - cranes 
and payloaders. Conver- 


sions were based on rug- 
ged comparative tests. 
Here are some of the 
results. 


“There is a new Chicago in the 
making, a city with more plan and 
urgency, a new-faced city.”—News- 
week. 

“The big town (Chicago) is go- 
ing places.”—U. S. News & World 
Report. 


HICAGO’s growing utilization 

of L. P. gas carburetion is an 
important link in the growing chain 
of modernization currently taking 
the national spotlight in our sec- 
ond-largest city. 

The city which already operates 
1051 propane-powered buses (B.P 
NEws, July, 1956) now has more 
than 250 converted and factory- 


DECEMBER, 1956 


equipped propane-powered mobile 
units in operation or on order under 
the jurisdiction of the Department 
of Streets and Electricity. The de- 
partment’s eventual goal is more 
than 1000 L. P. gas-equipped road 
rollers, refuse trucks, tool heaters, 
dump trucks, tractor-cranes and 
payloaders. 

Responsible for the Chicago De- 
partment of Streets and Electric- 
ity’s mobile equipment is Superin- 
tendent of Equipment A. W. Ko- 
nefes. His feelings regarding pro- 
pane are not based on hearsay or 


on someone else’s experience. He 
pitted L. P. gas against kerosene, 
diesel oil, and gasoline in a series 
of tests over an extended period 
which resulted in the present con- 
version and replacement program. 

Propane began proving its ad- 
vantages over other fuels under 
certain conditions several years ago 
when some of the city’s kerosene- 
fired tool heaters were converted to 
propane on a trial basis. 

Tool heaters accompany asphalt 
trucks and road rollers on street re- 
surfacing jobs. The tools heated 


By ROBERT J. SIPCHEN »* Field Edit 





Propane power is used not only for equipment which re-surfaces the city streets, but even 
for shop equipment such as this payloader. 


Road roller tanks are filled on location wherever they may be. A daily record of their 
locations is kept by Philgas dealer Bob Ross Inc. who fuels the units. 


2 


This is one of three propane-powered tractor-cranes used in the Chicago Department of 
Streets and Electricity shops. 
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are used to seal the seams between 
the old road surface and the freshly 
laid asphalt. The heated seam and 
the warm new asphalt in the center 
are then firmly bound together by 
a 7 or 8-ton road roller. 

The tool heaters also have a com- 
partment over the fire box used to 
heat an asphalt compound. 

All of the 40 tool heating units 
operated by the city of Chicago are 
now propane fueled. The con- 
verted heaters have now been in 
use several years, but the final re- 
sultant savings cannot yet be de- 
termined. To date, the use of pro- 
pane has extended the life of the 
heating units over 400 per cent and 
no replacement of parts has been 
necessary as a result of the fuel. 

Preheating was required with the 
kerosene burning units. To im- 
prove vaporization for more efficient 
combustion, the kerosene was di- 
rected against a preheated metal 
shield. Besides the apparent dis- 
advantages of preheating, includ- 
ing wasted time and fuel, the shield 
would eventually carbon up and 
burn out. 

Flow of liquid fuel when using 
kerosene caused wear on parts in- 
cluding the burner nozzle, conse- 
quently replacement of the shields 
and nozzles was recurrent. This 
was expensive not only in parts and 
labor, but also in down time of the 
equipment. It was a_ justifiable 
tendency of the crews to leave the 
kerosene burners in operation all 
day rather than go through the 
time-consuming firing-up procedure 








The city plans to have four sepa- 
rate 12,000 gal. storage plants. 
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at each 
operating 


job. With propane full, 

heat is immediately 
reached by merely opening the gas 
valve and holding a lighted match 
to the orifice. 

It cost about $40 per unit to con- 
vert the heaters to propane opera- 
tion. 




















» Records show that since con- 
verting, fuel consumption has been 
cut approximately in half. The 

) first year of operation, a saving in 





fuel and labor of $3,600 over the 
cost of conversions was realized. 
The materials and equipment used 
in the conversions were supplied 
by Chicagomobile Power Corp. 









(Chicagomobile has been taken 
over since by Hicksgas.) “Big 
Bertha Preheater” burners manu- 





factured by the L. B. White Co. of 
La Crosse, Wis., were used. 

Each mobile heater unit burns an 
average of 20 lb of propane per 
day. The gas is supplied by Bob 
Ross, Ine. All things considered, 
the cost of propane operation is 
conservatively estimated by Mr. 
Konefes as being close to $5,000 per 
year less than when 












using kero- 





sene. 

Chicagomobile followed up the 
satisfactory tool heater results by 
offering to convert one of the city’s 
40 road rollers. Chicago uses both 
Gallion and Huber rollers. If the 
performance of the converted roller 
did not more satisfactory 
than those powered by gasoline, the 
expense of the conversion would be 
borne by Chicagomobile. The con- 
verted unit was in operation only 
three months when the 








prove 







decision 














The South Side plant, one of two 
completed, is shown above. 
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Here is what happened when the Chicago Depart- 
ment of Streets and Electricity converted 40 road 
rollers from gasoline to LPG: 





Item When on gasoline... Now with LPG... 
Fuel Use 25 gal. per day 37 gal. per week 
Oil Change Every week Every three months 
Overhauls Once each year Running for 3 years 
with no overhaul yet 
was made to change the entire has yet had to be overhauled. Two 


roller fleet to propane. 

Refueling of the propane tanks 
on the rollers is done once weekly. 
Average fuel consumption has been 
37 gal. a week. The average gaso- 
line consumption had been 25 gal. 
per day. Of course influencing the 
high gasoline consumption were 
factors such as spillage and mis- 
use of the fuel. Because it is often 
necessary to leave this heavy, rela- 
tively slow-moving equipment on 
location, pilferage was a problem. 
Propane not only proved its advan- 
tages as a motor fuel but elimi- 
nated the incidental fuel losses. 

Oil is changed on the propane- 
fueled rollers every three months. 
With gasoline this expensive pro- 
cedure was a week chore. 
When on gasoline operation, road 
roller overhauls had been necessary 
once a year. The propane units have 
been in use for periods of two to 
three years. None of 


once a 


these units 


Chicago operates seven converted LPG dump trucks like the one above. 
been qualified to dispense fuel. 


of the units have been torn down 
for inspection after being in oper- 
ation for more than a year. The 
engines were found to be remark- 
ably clean and free from carbon 
deposits. Wear of the parts was 
negligible. Operators of this equip- 
ment have been pleased by the ab- 
sence of noxious fumes. 

Road roller tanks are filled with 
LPG on location through a contract 
with Philgas dealer 
Bob Ross keeps a record of the 
daily location of each unit and fills 
the tanks once each week. 

The chain of equipment conver- 
sions was not ended with the road 
Next, three shop tractor- 
cranes were placed on propane 
operation use in the mobile 
equipment maintenance shop. The 
pattern of satisfactory results con- 
tinued and paved the way for other 
propane-powered city vehicles. One 
of the refuse trucks was next to be 


30b Ross Ince. 


rollers. 


for 





Drivers have 





FOUR-BARREL 
COMBINATION 
CARBURETION 


NICSON —Two-Stage LP-Gas 
Base-Plates, Use-Your-Carter, 
Rochester, or Stromberg Four- 
Barrel Carburetor with Nicson- 
LP-Gas Base-Plate, for the Fin- 
est in Combination-Carburetion. 
Featuring Exclusive 

CENTURY 3-C METERING 
VALVES, which Assures Perfect 
Starting, Idle and Mixture Con- 
trol, Better Power, Better Mile- 
age. No Flat Spots—No Restric- 
tion, Same Air Cleaner Used. 
Nicson, Four-Barrel, Base-Plates, 
Furnished Complete with all 
Necessary Linkage and Fittings, 
Assembled, and Ready to Install 
on Your Carburetor. 


For Further Information 


Write DIRECT To 


NICSON ENGINEERING CO. 


4546 EAST WASHINGTON BLVD. 
LOS ANGELES 22, CALIF. 











Converting 


GAS ENGINES 10 LP? 


Boost Compression 
without Milling Heads 


yUse SPEED GEMS 
aie Gaskets 


manaee 


A. we ws a? = 


\ 


Lowest Cost Way to Boost Compression 


This thin head gasket of solid copper 
increases compression the same amount 
as milling the head .040" to .050". Saves 
time and money . . . makes conversions 
more efficient. 


Order Speed Gems Hi-Compression Gaskets 
4 cyl. Tractors, $7.95 
6 cyl. Tractors, $8.95 
(Specify Make, Model and Year) 


Speed Gems Hi-Compression Gaskets 
are also available for cars, trucks and 
industrial engines. 


Dealer inquiries invited 
TRACTOR 
SPEED GEM DIVISION 
1606 Washington Ave., No. 
MINNEAPOLIS 11, MINN. 





Cold asphalt smooth- 
ing tools are ex- 
changed for hot 
ones at one of the 
40 converted tool 
heaters operating on 
the Chicago streets. 


One of 40 tool heat- 
ers, converted from 
kerosene to propane, 
which convinced 
Chicago to convert 
more than 250 pieces 
of equipment. 


The entire road 
roller fleet of the 
Chicago street de- 
partment, 40 in all, 
was converted to 
propane after a 
three month _ test 
with one unit. 
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converted. This was a simple spud- 
in conversion with no change in 
compression. The engine was a 
GMC 420 model. The results of this 
experiment warranted further in- 
vestigation. Seven more refuse 
trucks were converted. 

In an effort to determind which 
carburetion equipment would pro- 
duce the best results with the type 
of vehicles being used, equipment 
from five different manufacturers 


was installed. Algas, Beam, Cen- 
tury, Ensign, and Zenith equip- 
ment was used. Spud-in conver- 


sions were made on five trucks and 
two trucks were given the full con- 
version treatment including in- 
crease of compression ratio. Six of 
the trucks were International 450 
models, the seventh was a GMC 
426 tractor unit. After one and a 
half years of operation, the only 
definite conclusions reached were 
that more propane units were jus- 
tified and an increase in power re- 
sulted from the more complete con- 
version. 

The overall average cost of fuel 
for gasoline refuse trucks is 4.8 
cents per mile. With propane units 
the cost is 3.55 cents per mile. 
Much of the work done by the en- 
gine is expended in conveying and 
packing the refuse and is not regis- 
tered in miles. Therefore, for 
accuracy, these figures are based on 
long periods of operation. As the 
gallon consumption of the two fuels 
was nearly the same, the above fig- 
ures reflect the lower cost per gal- 
lon of propane. 

The average cost of an overhaul 
for refuse trucks is $1,250 and in- 
cludes incidental expenses. Experi- 
ence has shown that a major over- 
haul was needed every 40,000 miles 
on the gasoline-fueled refuse 
trucks. Averaging 20,000 miles per 
year, these vehicles incur the over- 
haul expense every two years. As 
vet there is no indication of when 
an overhaul on the propane trucks 
will be necessary. The propane 
vehicle longest in operation has 
logged 67,000 miles, the lowest 
mileage logged is 53,000. 

Fifty International refuse trucks, 
factory -equipped with propane 
equipment, are now in the process 
of being delivered. A requisition 
has been submitted for 100 similar 
vehicles. In addition, 30 factory- 
equipped dump trucks have also 
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Chicago... Propane 
proved itself again 





been requisitioned. As work pres- 
sures permit; more gasoline fueled 
vehicles will be converted to pro- 
pane. 

The city’s use of L.P. gas fuel 
has reached the stage where it is 
ready for its own storage facilities. 
The plan is to have four separate 
plants. Two 12,000 gal. plants have 


already been installed by the R. W. 
Stafford Co. One plant is already 
dispensing fuel. Driver instruction 
and a prominently displayed weath- 
erproof instruction card have quali- 
fied the drivers to fuel their own 
vehicles. 

Chicago is marching ahead with 
propane. & 


BEST\IBUY BEAM 


COMPLETE 
Butane-Propane 
Carburetion Equipment 


Easiest to Install 














Simplest to Operate 
NO PRIMING — NO CHOKING 


Manufacturers of 
Regulators-Car- 
buretors-Adapters- 
Solenoid Valves- 
Filters-Spud-in 
Fittings 


With a Complete Stock of 


HOSES — TUBING — CLAMPS — CONNECTORS 
AIR CLEANERS — AND ALL ITEMS NECESSARY 
FOR THE CONVERSION OF ANY GASOLINE 
ENGINE TO L P-GAS 


BEAM PRODUCTS 


seam ? eee. 3040 Rosslyn Street 


MFG. CO. 


Los Angeles 65, Calif. 


Phone CHopman 5-5791 


Write for Illustrated Brochure 
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Illustrating the dealer's policy of going after the large farm operators at first is this 


installation on a 480-acre cattle ranch which includes three LPG-equipped tractors, 


Tractors balance load 


BY GRIER LOWRY 


OT so long ago, Ival Banker 

was confronted with a nag- 
ging problem well known to other 
L. P. gas dealers: the matter of 
disposing of the summer gas load 
in order to qualify for the winter 
allotment. The owner of J. I. 
Banker LP Gas Inc., in St. Joseph, 
Mo., is on a 14:1 contract deal, 
which permits him to purchase 
1500 gal. of gas during the winter 
months for every 1000 gal. he 
sells during the six-month warm 
weather period. 

But summer gas sales were lag- 
ging dismally until the dealer 
went to work on a program of ac- 
tion designed to boost the volume. 
Today, the firm moves out the 
summer apportionment with 
scarcely a hitch. 

In achieving this merchandising 
feat, the dealer trained his promo- 
tional guns on two heavy users of 
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for Missouri dealer 


summer fuel—farm tractor oper- 
ators and commercial accounts. 

The trouble in building sales 
among farm tractor operators, the 
dealer realized, rested in the fact 
that farmers in the local area are 
deeply rooted in the use of gaso- 
line arid are wary of anything that 
deviates from their usual farming 
pattern. 

But Ival Banker took a good 
look at the tractor potential in his 
area and decided it justified all 
the hard-selling tactics he could 
muster. The average farm tractor, 
he figured, would use 3000 gal. of 
gas in a year and 90 per cent of 
the consumption would fall dur- 
ing the warm weather season just 
when he needed the business. On 
this basis, each farm tractor con- 
verted would make the firm eligi- 
ble for an average of 4500 gal. of 
winter gas. 

The two major features of the 
firm’s tractor sales-building pro- 
gram are: (1) Periodic postcard 


mailings with return cards for 
convenience of recipients; (2) in- 
tensive personal solicitation de- 
signed to educate local farmers in 
the advantageous features of LPG 
for tractor fuel. Whenever the 
dealer has an open spot in his 
schedule he takes trips into the 
country to “talk up” L. P. gas for 
farm-tractor use. 

“Of the two methods used to 
build interest in L. P. gas for use 
in tractors,’ Banker said, “per- 
sonal solicitation is by far the 
most effective. There is no sub- 
stitute for visiting with the 
farmer, making friends with him, 
building his confidence. You must 
have a public relations program 
before you can achieve any suc- 
cess at all with a program of this 
sort.” 

The firm now has eight large 
farm accounts using LPG in their 
tractors. Three of the became cus- 
tomers after the postcard mailing 
got them interested. All eight of 


BUTANE-PROPANE News 





them were “sold” on the idea of 
using L. P. gas in tractors only 
after Mr. Banker talked with them 
in person on their farms. 

Like any other good business- 
man, the St. Joe dealer has found 
the farmer is more receptive to 
selling when he has a lot of facts 
and figures on how LPG will save 
him money in operating farm 
equipment. The big point in the 
dealer’s sales presentations to 
tractor prospects is the fact that 
the commission will result in a 
saving of 60 per cent compared 
with other fuel. Another strong 
point is the fact that it will shave 
engine maintenance costs by about 
half. 

Perhaps the dealer’s ace mer- 
chandising card is his offer to let 
the farmer use his tractor after 
it is equipped for LPG several 
months on a free trial basis—at 
no obligation. The cost of install- 
ing the unit is waived until the 
farmer decides whether he likes it. 

Citing case histories also has a 
strong influence on tractor pros- 
pects, according to Ival Banker. 
He points out that one customer 
saved enough in the difference be- 
tween paying 21 cents for fuel 
and 10% cents the first year he 
operated his tractor to pay for the 
1000-gal. supply tank which the 
family also uses in heating their 
home. He also cites the case of 
another tractor user who saved 
enough the first year to pay for 
the entire installation — supply 
tank and carburetor. 

In the early stages of the cam- 
paign for the tractor business, the 
dealer is concentrating on larger 
operators on the theory that he 
might as well shoot for big sales. 
As a result, the customers he has 
to date all operate from two to 
five tractors. Another reason he 
is going after the large farm op- 
erators, he points out, is that the 
small farmers are prone to follow 
the farming methods used by the 
larger, successful farmers. Once 
he gets a good nucleus of the 
larger farmers started, he believes 
some of the farmers with only one 
tractor will come along. 

A big help in getting some of 
the large operators using LPG is 
the firm’s offer to lend at no 
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cost CARBURETION 





‘Sells 
Quicker” 


“Boosts 
Gas 
Sales”’ 








WITH THIS PACKAGE 
And Carburetor Models 582, 
583 & 584 You Can Profitably 





. Also Most Fork Lift Trucks and Stationary 
Engines of 100 to 300 Cubic Inches 


The lower initial cost of J&S is making possible more 
conversion sales and boosting motor fuel gas sales! 


Many LP-Gas Dealers Stock J&S Carburetion For Quick Sales 


The J&S 600-W-6 PACKAGE contains everything you need: the vaporizer, 
regulator, filter, hoses, clamps and fittings necessary to convert most any 
tractor or small stationary engine. 

The compact size and amazing flexibility of J&S carburetion parts enable you 
to make installations quickly and easily. J&S quality means good performance, 
customer satisfaction and extra profits to you. See your J&S distributor or 
write us today. 


“TWENTY-TWO YEARS IN GAS CARBURETION”’ 


CARBURETOR COMPANY 
P.O. BOX 10391 PHONE: RA-4761 
DALLAS 7, TEXAS 

















Safety Hose Nozzles 
ae _~ @ QUICKER FILLING 
Parkhill Nozzles «att S-G=} SD © SAFER OPERATION 
attach in 3 seus wed @ LOW MAINTENANCE 
t rati mar 
They're = : , No zzle Ring 
must be locked on before ~ 


fuel can discharge. Upon 
release gas escapes 


away from hands . . . PARKHILL COMPANY 


No Cold Burns! 2264 Huntington Drive, San Marino, Calif. 


Write for Information 
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Dix Carburetor Company will 
rebuild any DIX LP-Gas Regu- 
lator — regardless of age — for 
$5.00 (plus parts). This is the 
buyer’s guarantee of satisfac- 
tory service. 


NSSOUSOSNDON 


NOTE: This offer applies only to units 
returned direct to factory in Los 
Angeles. 


OD 
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DIX CARBURETOR COMPAN 


6605 S. WILSON AVE., LOS ANGELES 1. CALIF. 
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IN TRACTOR CONVERSIONS, TOO... 


appearance 
is important 


23 Gallons W.C. Tank for 
1955 IHC ‘300 Utility’ Tractor 


YOU CAN COUNT ON a finished, tailored appearance with Santa 
Fe “Custom-Built” LP-Gas fuel tanks. Yet that’s only one of their 
many important, sales-making features. Unrestricted visibility is 
assured by the low tank clearance. Refueling is faster, more con- 
venient because the specially angled filler and vapor return valves 
are mounted forward. Increase your conversion sales with Santa Fe 
fuel tanks. Write for specifications and prices. 


Sarita Fe ecmeenine 8 


2830 Sand Springs Road Phone Diamond 3-8169 ° Tulsa 1, Oklahoma 
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charge a 300-gal. mobile tank to 
refuel tractors in the field during 
the test period. The mobile tank 
may be easily hooked to the back 
of a pickup and moved directly 
into the field. This is a time and 
labor saver that appeals to busy 
farmers, according to J. I. Banker. 

The dealer is a firm believer in 
the potency of direct mail adver- 
tising in building tractor sales. 
He is dead certain his postcard 
mailings, which go out in quanti- 
ties of 500 about four times a 
year, pay off in sales results. Copy 
on the card emphasizes that “L. P. 
gas is the all-purpose fuel... It’s 
easy to convert your tractor to 
L. P. gas. You save on fuel costs 
and maintenance.” The cards have 
a place for those who receive them 
to check if they are interested in 
a demonstration on their farms. 

Banker explains that the direct- 
mail approach is far more produc- 
tive than newspaper advertising 
would be in his particular case be- 
cause the circulation of the avail- 
able paper is highly concentrated 
in the municipal area of St. Jo- 
seph. Only about 5 per cent of the 
paper’s circulation could be pros- 
pects for LPG conversions, but 
the advertising rates are based on 
the entire circulation of nearly 
100,000. 

His success with the farm trac- 
tor phase has encouraged the 
dealer to explore other possibili- 
ties for selling L. P. gas for use 
of fuel in powering big equipment. 
Using the same public relations 
plan he applied on tractor pros- 
pects, he recently landed a con- 
tract with Burrus Mills, a local 
concern that operates 18 trucks 
in hauling wheat for winter stor- 
age. The savings angle, the de- 
crease in maintenance costs with 
LPG, the dealer found was just 
as effective with the officials of 
the mill as with tractor prospects. 

Using a total of 200,000 gal. of 
L. P. gas a year, the management 
of the mill has found its trucks 
run 200,000 miles on L. P. gas 
without major overhaul as com- 
pared with the 75,000 to 80,000 
miles on other fuels. 

During August the trucks oper- 
ated by the mill are running at 
peak and take 1800 gal. of LPG 
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per day. They are supplied from 


four 1000-gal. storage tanks on 
the mill property and from the CENTURY has the answer... 
dispensing pump, which has stor- -' 

age of 4000 gal., located on the 

island of the service station that 

fronts the J. I. Banker L. P. gas 

facilities. Most of the fuel used for 

by this fleet is also consumed dur- 


ing the summer months. Con verting 


One of the more recent addi- 


tions to the commercial accounts JOHN DEERE 


is an alfalfa dehydrating plant. 
The LPG dealer knew the firm 
used big choppers which move tractors 
into the field and cut the alfalfa 
before it is dumped into dryers 
and ground into meal for pellets 
used in making protein concen- 
trate which is added to farm feed. 
He also knew the firm had been 
carrying 5-gal. cans of gasoline 
into the field to refill the choppers. 
Banker finally persuaded the 
owners of the dehydrating plant 
to convert one chopper to LPG on 


a test basis and to keep a record NO SURGE TANK REQUIRED 


of the fuel costs in making a com- THERE'S NO LIMPING PROBLEM when you install a Century Dual 

parison with the expense for fuel Carburetor on a John Deere Model 50, 60, 70 or new 520, 620 and 
: 720. It is two complete carburetors in one. No starving of either 

on the other chopper. When they cylinder— gives a full power stroke every time. Ball bearing 

found they were saving 30 per equipped to reduce drag. 

cent they immediately converted For more lugging power on Models A, B,D or G install a ball bear- 


the other chopper to LPG. ing equipped Century Single-Throat Carburetor. Full power stroke, 
no starving of either cylinder—and no surge tank is necessary 

No other carburetors will give such perfect satisfaction for the 
bile tank for use in refilling the lifetime of John Deere tractors. Only minor maintenance is required 
choppers in the field was a help- over many years of long service. Ask for model 3C-704D Updraft 
Carburetor for Models M, 40 and 420. Write for catalog. 


The dealer’s offer of a free mo- 


ful clincher in closing this deal. 

It was very much more conveni- CENTURY GAS EQUIPMENT CO., 6855 E. Rosecrans Ave., Paramount, Calif. 

ent than those 5-gal. cans. : 
m : , Demand the dependability of a COMPLETE carburetion system. 
The total number of conversions 


made by Ival Banker does not 
sound very high, but each tractor L ENITORYV : Ay 
or truck consumes a high amount | i tart! 


we 4 


of fuel—the total adds up to over | ' ng 
300,000 gal., which offsets 450,000 | Sorburetion 
gal. for househeating during the 
winter months. 
J. I. Banker LP Gas Inc. has 
1200 LPG customers within a 25- HERE’S HOW TO KEEP 
mile radius of St. Joe. There are . 
800 cylinder accounts and 400 THEM RUNNING! 
bulk users. Seventy-five per cent ' REGO LP GAS EQUIPMENT 
of the bulk users have 500-gal. 
tanks, the rest the 1000-gal. size. 
The firm operates two bulk 
ai Petey ian oon —s a Fit Fu at Pui WRITE TODAY 
250-gal. job. Two pick-up trucks OM: [OU MON ; ] OUA for REGO literature 
and a station wagon are also | ; 
available for installations and 
outside selling. The firm has a 
total of 18,000 gal. of bulk | reco is a registered trade mark “BASTIAN- BLESSING” 


ot The Bastian-Blessing Company 4205 West Peterson Avenue + Chicago 30, Illinois 
storage. ee 


You can be sure of dependable LP Gas engine 
performance by insisting on RecO LP GAS EQuUIP- 
MENT... a complete line for every application. 
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UNDISPLAYED CLASSIFIED 15¢ a word. 


C LASSIFIED Advertising 


All Classified Advertising payable with order. 
Copy must reach publisher’s office prior to 
the Ist of the month preceding publication. 
Address: Classified Advertising Material, 
BUTANE-PROPANE News, 198 S. Alvarado 
Street, Los Angeles 57, Calif. 


DISPLAY CLASSIFIED 


$12.00 a column inch per issue. Choice of 18, 
14, 12, 10 pt. display type for headings. Set 
with 1 pt. border. Maximum ad size 3”. No 
cuts permitted. Publisher will set ad for 
maximum effect in space purchased. 











Set in 6 pt. type without border. $3.00 minimum 
charge per insertion. If Blind Box number care 
of B-P News is used, count as five words. 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance. 


DISCOUNT OF 10% if full payment is made 
in advance for four consecutive insertions of 
undisplayed ads. 





SITUATION WANTED 
BULK PLANT MANAGER SIX YEARS 
proven experience in all phases of L. P. Gas 
management, Best references, college education, 
desire connection with established firm which is 
beginning or expanding bulk plant operations. 
Reply Box 63, BUTANE-PROPANE News, 
198 So. Alvarado St., Los Angeles 57, Cali 
fornia 


HELP WANTED 


BULK PROPANE PLANT MANAGER FOR 
New York State Installation. Experience in all 
phases of L. P. Gas essential. Please state age, 
experience and salary bracket. Reply Box 56, 
BUTANE-PROPANE News, 198 So. Alvarado 
St., Los Angeles 57, C: 





WANTED: 
AGGRESSIVE SALES REPRESENTATIVES, gales 
engineer and sales trainee for LPG and NH3 stor- 
age and system sales. Free to travel. Previous 
sales experience and knowledge of L.P. Gas Indus- 
try helpful. State complete background and sales 
experience in application to: Manager, LPG & 
NH3 Equipment Sales Division, The J. B. Beaird 
Co., Inc., P. 0. Box 1115, Shreveport, Louisiana. 








MECHANICAL ENGINEER 


Old and well established West Coast engineering 
company specializing in gas plant and equipment 
engineering wants engineer familiar with equipment 
design and plant layout work. Please send summary 
of experience and qualifications. Salary open. 
Reply Box 60 
BUTANE-PROPANE News 


198 So. Alvarado St., Los Angeles 57, California 














BUSINESS OPPORTUNITIES OFFERED 


LPG BULK PLANTS. WE SPECIALIZE in 
selling petroleum properties throughout Midwest. 
Have number desirable plants for sale. OLE 
BRODD, PETROLEUM MARKETERS, 605 
Produce Bank Bldg., Minneapolis, Minnesota. 


PROPANE AND AMMONIA PLANT FOR 
SALE. Doing 1,500,000 gal. Propane, 60,000 
gal. of Ammonia, and 75 ton of Complete 
Liquid Mix Fertilizer. This load can be doubled 
in three years time with little effort. All equip 
ment in first class condition. Located in Upper 
Midwest. Reply Box 62, BUTANE-PROPANE 
tel 198 So. Alvarado St., Los Angeles 57, 
Calit 


DUE TO ILLNESS WILL SELL 45,000 GAL 
storage propane plant and business in Northern 
Towa Equipment consists of two cylinder 
trucks and one bulk tank truck, complete set 
of buildings, including office, bottling house, pump 
house, automatically heated garages and paint 
room, all fenced. About 900—100# cap. cylinders 
$26,240.00 Customer BULK Tank Contracts 
Approximately 450,000 gallons sold annually, 
to about 200 bulk users and 300 cyl. users. Good 
location and plenty of room for expansion 
Nearest competitor about 25 miles. Cash price 
$98,000.00. Please furnish financial responsibil 
ity when replying. Reply Box 59, BUTANE 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, California. 
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FOR SALE — TRUCKS - TRAILERS 


FOR SALE—TRUCKS - TRAILERS - Cont. 





FOR SALE—-TRUCKS, TRAILERS—FOR 
something different in propane tanks, see Mas- 
ter Tank & Welding (Dallas) advertisement in 
this edition. 





MAKES GAS DELIVERIES MORE PROFIT- 
ABLE; This new 1800 WG U-69 Nor-Tex Twin 
Delivery Unit operates FASTER and EASIER 
. . . delivers more gas in less time! Equipped 
with high flow piping throughout. Mounted on 
your choice of truck or on your present truck 
chassis for only $2,194.80 (including tax). Trim 
skirting, ICC lights, Viking mechanical seal 
pump, P.T.O. spline jack shaft and 50 ft. of 
filler hose. Call NOR-TEX PRODUCTS COM- 
PANY collect, C-5416, Denton, Texas. 





FOR SALE—USED DELIVERY TRUCKS. 
Several late model Propane Delivery trucks, 
1200 to 1600 WG, piped and ready to go. EASY 
TERMS. White River Distributors, Inc., 
Phone 570, Batesville, Arkansas. 


ANY USER WILL TELL YOU this 

WG U-69 Twin “will earn more . . . cost less 
IN EVERY WAY!” Mount this popular 
livery unit on a new truck of your choice or 
on a truck you now have for only $1,935.00 
(Includes tax and mounting cost). It delivers 
more gas in less time because it’s equipped with 
high flow piping throughout. Trim skirting, 
P.T.O. spline jack shaft, Viking mechanical 
seal pump, 50 ft. filler hose and ICC ligi 
Painted white enamel over red oxide. 
NOR-TEX PRODUCTS COMPANY collect, 
C-5416, Denton, Texas. 





FOR SALE—TANKS - CYLINDERS 





1800 WG MODEL 100, 250 LB. WP TRIM- 
skirted tank, mounted on 1956 Chev. Model 
6403 chassis, 2 speed, 9 x 22%, 10 ply _rear 
tires, ONLY $4,300.00, Fed. Tax paid. Pack- 
aged Plumbing, meter, etc. available at regular 
prices. EASY TERMS. White River Dis- 
tributors, Inc., Batesville, Arkansas. 





1400 GALLON 250# BULK TRUCK. Fully 
equipped—low mileage—excellent condition twin- 
barrel 1953 Chevrolet. Bob Ross, Inc., 2503 
West 67th St., Chicago 29, Illinois. 





TRACTOR & TRAILER READY TO GO. 
LJ Mack and 6000 WG trailer, 50% rubber, 
newly refinished-tested, your choice of two units, 
six trailers. Priced right. Meadow Creek Gas 
Co., Phone HE 76459 Midwest, Wyoming. 





DELIVERY UNITS: SINGLE OR 
Twin Barrel. Our prices are competitive. 
We invite comparison between the equip- 
ment and price on our units with any com- 
petitive units. We believe we can give you 
the highest payloads per pound of gross 
vehicle weight. Write, wire, or phone, 
Lubbock Machine & Supply Co., Inc. 
Drawer 1589, Lubbock, Texas. 








TRANSPORTS: SINGLE OR TWIN 
barrel; new or used; for lease, or sale on 
budget or rental sale plan. If you want 
maximum payload, with all of the latest 
equipment engineered to fit your truck, 
roads, and your hauling problem, get the 
LMC PAYLOADER 
Contact Lubbock Machine & Supply Co., 
Inc., Drawer 1589, Lubbock, Texas. 








FOR SALE 


5000, 5800, 6000 WATER GALLON U 69; 
UW 1950; TANDEM PROPANE TWIN 
BARREL TANKS, also 7000 water gallon 
ASME 1952 DROP SECTION SINGLE 
BARREL TANKS your choice of any with 
50% 10/20 tires, air brakes, now operating 
Texas R.R. Commission ICC and ASME 
approved. Prices from $3,000.00 to $6,000.00 
delivered to most northern cities for $200.00 
additional. 
Write for pictures and details 
IRVIN F. NELIS ASSOCIATES, 
P.O. Box 14472, Houston 25, Texas 








SKID TANKS 
— IN STOCK NOW — 
3000 gallon size built especially rugged for 
oil field use. Write, wire or phone 


Lubbock Machine & Supply Co., Inc. 
P, Drawer 1589 
Lubbock, Texas 








FOR SALE 
8 Types New Lift Truck Cyls. 
in Stock at All Times 
Immediate Shipment 
Write for Prices 
INDUSTRIAL SPECIALTIES COMPANY 


2238 W. Division Street 
Chicago 22, Illinois 








PROPANE 
TRUCK TANKS 
Model! 100 with Trim Skirting. 
Prices INCLUDE Federal Tax 
and Mounting on Chassis. 


1400 WG —. $1,534.00 
1500 WG — $1,630.00 
1800 WG — $1,843.00 
2000 WG — $2,081.00 
2200 WG — $2,318.00 


Your choice of 5 Models, 600 to 2300 WG 
Twin or Single 


Packaged Plumbing, pumps, meters, etc., 
and all makes of trucks available. 


LOW DOWN PAYMENT, up to 2 Years to 
Pay. Write for Descriptive Folder 


WHITE RIVER 
DISTRIBUTORS, INC. 


Batesville, Arkansas 
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CLASSIFIED Advertising 








FOR SALE—TANKS—CYLS. —Cont. 





FOR SALE—MISC. —Cont. 


PROFESSIONAL SERV.—Cont. 





ABOVE GROUND 
PROPANE TANKS 


Long Term Financing Available 


FREE DELIVERY 
In Our Trade Territory 


Write TODAY For Prices and Details 


WHITE RIVER 
DISTRIBUTORS, INC. 


Batesville, Arkansas 


TEXAS 
MANUFACTURING CO. 


Gainesville, Texas 














FOR SALE—MISCELLANEOUS 





DECALS MADE FOR TRUCKS, EQUIP- 
ment. Small or large quantities. Catalog free. 
Mathews Co., 827 S. Harvey, Oak Park, III. 





FOR SALE—IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less pro- 
duct shrinkage. Easily installed. Write for de- 
scriptive pamphlet. Eureka Equipment Company, 
P.O. Box 396, Beloit, Wisconsin. 


MAILING LISTS 


4000 LP gas bulk plants.. - $80.00 
3000 LP gas motor fuel service stations. . $90.00 
15 Foreign LP gas bulk plants $10.00 
35 Distributors of LP gas appliances 
and/or equipment $10.00 
100 Producers (mfrs.) of LP gas $10.00 
OIL INDUSTRY MAILING LIST CO. 
405 Tuloma Bidg., Tulsa, Okla. 
(our 34th year) 








SERVEL GAS REFRIGERATORS 


R400A W600A 
S400A BN600A 


Used: guaranteed in good cperating condi- 
tion. Modern, attractive, excellent condi- 
tion. Low delivery cost anywhere. Send for 
illustrated folder NOW. 


BEACH REFRIGERATOR CO. 
196-11 Northern Bivd. Flushing 58, N. Y. 
Phone Flushing 7-616! 














DON'T WAIT ANY LONGER 


Save Time, Labor & Money 


with the SUPERIOR 


Precision Rotary Pump 
Write for descriptive folder 
INDUSTRIAL SPECIALTIES COMPANY 


2238 W. Division Street 
Chicago 22, Illinois 








SERVEL REFRIGERATORS 
CLEAN — ALL CHECKED OK 
Model M500A $15.00 each 
Model N500A $18.00 each 
In lots of 12 or more. 

FRED A. BROWN COMPANY 
100 E. Allegheny Avenue 
Philadelphia 34, Penna. 

Est. 1918 REgent 9-1130 








AEROQUIP — HEWITT ROBINS — GATES 


Let Us Supply Your Propane 
ose Needs 
Immediate shipment from stock 
INDUSTRIAL SPECIALTIES COMPANY 


2238 W. Division Street 
Chicago 22, Illinois 


AEROQUIP — HEWITT ROBINS — GATES 








WANTED—MISCELLANEOUS | 





WILL BUY BUTANE OR PROPANE 
Storage Tanks 6,000 to 30,000 W.G. State 
size, working pressure, age, location and price 
Reply Box 61, BUTANE-PROPANE News, 198 
So. Alvarado St., Los Angeles 57, California 


WANTED TO BUY: 8,000 or 10,000 
gallon Butane or Propane tank, new or used. 
Ross Oil Company, Belleville, Illinois. 


PROFESSIONAL SERVICES 





LP GAS INSTALLATIONS and 
ANHYDROUS AMMONIA PLANTS 


DESIGNED AND INSTALLED 
“There’s No Substitute For Experience” 


PEACOCK CORPORATION 
Paul E. Peacock, Jr., Pres. 
Box 268, Westfield, N. J. 








L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade- 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Georgia, 
Kansas, Louisiana, Mississippi, New Mexico, 
Oklahoma and Texas. 

PAN AMERICAN FIRE & 

CASUALTY COMPANY 

Earl W. Gammage, President 

P. ©. Box 1662 Houston, Texas 











INDIVIDUALLY DESIGNED 
Ammonia and LP Gas Plants 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield, N. J. 








HOW TO FIND A BUYER 
You can do it quickly, inexpensively 
with a classified ad in BUTANE- 
PROPANE NEWS. 














BUSINESS RECORDS 





KRAFTBILT BUSINESS RECORDS IN- 
crease your profits—improve your Oe ry 
boost sales. That’s why KRAFTBILT LP-Gas 
Forms are used by more LP-Gas dealers than 
any others. Simplify your office work—use 
KRAFTBILT Simplified forms. Approved by 
your Association. Highly recommended by out- 
standing LP-Gas suppliers. Don’t wait! Send 
postcard now for LP-Gas Forms Catalog. ROSS- 
MARTIN CO., P.O. Box 800-S, TULSA 1, 
OKLAHOMA, 


BUSINESS RECORD FORMS. ALL- 
WEATHER EZE-SNAP delivery invoices, for 
use when making LP gas metered truck de 
liveries, 1000 sets (3 part) imprinted with name, 
addres and telephone. $17.50 per 1000 sets. 
DEGREE DAY SYSTEMS, WOODSIDE 77, 
ke. 3a ide Ee 





MISCELLANEOUS SERVICES 





FOR LEASE: L.P. GAS TRANSPORTS; 1— 
8000 W.G. Capacity; 1—6000 W.G. Capacity; 
2—5400 W.G. Capacity. Illinois Valley Supply 
Co. Phone 502, Carrollton, Illinois. 





CLIENTS OFTEN INCREASE PROFITS 
2% or more by using my cost reducing bulk and 
bottle operating procedures and sales procedures. 
Property evaluations and special assignments also 
handled. Floyd F. Campbell, Management Coun- 
selor, 821 Crofton Ave., Webster Grove 19, Mo. 





SELL THE LPG 
POWER MARKET 


Plan now to build a steady volume of 
fuel sales by aggressively selling LPG 
Conversions to owners of tractors, trucks 


stationary engines, buses, taxis and autos. 


Begin by ordering your copy of the 
BUTANE-PROPANE 
POWER MANUAL 

Price $3.50 
(In California add 4% sales tax) 
A deluxe edition in handy pocketsize, 23 


chapters, 334 pages, completely illus 
trated. Published by 


BUTANE-PROPANE News, 
198 So. Alvarado St., Los Angeles 57, Cal. 
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S © EDITORIAL INDEX TO VOL. 18 


January Through December 1956 


CHILTON CO. (INC), 198 SO. ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 





AUTHORS 


Abell, Carl: Agricultural Flaming .............+++ee0+5 Mar. 31 
Abell, Carl: Butane Drives Largest Land Clearing 
Machine 
Abell, Carl: Conversion To L.P. Gas Is Easy— 
Here’s How , 
Abell, Carl and Robert J. Sipchen: Crop Drying . . . For 
Farmers, a New Era... For LPG, a Major Market....Aug. 27 
Abell, Carl and Martin A. Brower: Dryers are not 
Bought—They are Sold . 39 
Abell, Carl: Hi-Yo Silver! Propane Rides the Range. . 46 
Abell, Carl: Let’s Drive Those Vehicles Safely......... Sept. 61 
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Abell, Carl: Propane is “Chlorophyll and Vitamins” 
for the Diesel 
Abell, Carl: Propane Pays in Six Ways for City 
ia ok she a dS ACCEL Sea NaN Ane 64s 6h 4 eee eN Jan. 143 
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Burdick, Fred: How Should We Make Industrial Truck 


Conversions? 

Burroughs, A. D.: Going to the Fair 

Burroughs, A. D.: The Company With 1125 Salespeople. .! 

Christensen, John W.: The Mechanics of the Modern 
Clothes Dryer 

Clark, William W.: Monthly Reports: Road Maps, 
Guides to Better Operation 

Coghill, K. W.: Douglas Industrial Trucks Show 
Quick Saving of Conversion Costs 

Coppa-Zuccari, Giovanni: Rural Italy is Cooking 
With Gas 

Creighton, Gene C.: Sub-Zero Refrigeration for 
Two-Day Meat Haul on Propane 

Creighton, Gene C.: Switching From Natural Gas to 
Propane Insures Protection of Ceramics Plant 

Deck, Karl F.: How to Sell LPG Conversions the 
Right Way 
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Dickson, Edward G.: Delta Converts Miami Ground 
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Income Tax? 
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Kintner, Earl W.: Everyone Is Affected by FTC 
Lady, Paul: Plumbers Furnaces Provide Hot Market 
for LPG 
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Lowry, Grier: Tractors Balance Load for Missouri 


Lund, W. R.: LPG Storage, Buyer Motivation and These 
Next Few Years 

MacSporran, Charles: Gauging L.P. Gas Storage Tanks. 

Madole, Tracy B.: Commercial Cooking Adds Up to 
Higher Profits for Dealers 

Martin, J. Woodward: American Railroads—LPG’s 
Senior Partners? 

Masters, Gene: BPN Transportation Survey 

Masters, Gene: Look for New Highs in LPG Sales 
Again in °56 

Maum, Emmett: Claiborne Beats Competition With 
Competition 

Maum, Emmett: Petty & Son Keep "Em Happy 

Miller, H. J.: LPG Heats Hospital for Ailing 
Thoroughbreds hen 

Montgomery, Wendell J.: Unified Gas Industry 
Promotion—Part 1: The Need ; 

Mulherin, J. S.: Dealers Team Up at Minnesota Fair 

North, M. H.: Unified Gas Industry Promotion 
Part 2: The Oklahoma Story 

O’Brien, J. G.: Finances for the L.P. Gas Dealer 

Parker, Richard S.: Installing Truck Pumps for 
Maximum Delivery 

Porter, A. W.: Broilers and L.P. Gas Bring “New 
Look” to Arkansas Ozarks 

Powell, Lloyd M.: How to Write a Better Letter 

Rector, Jack: Employee Selection, Training: It Can 
Make or Break a Dealer 

Ruthenburg, Louis: Increasing Load and Profit 

Schlich, Victor A.: Maine Dealer’s New Bulk Plant 
Planned for Future Bulk Deliveries 


Sewards, C. F.: Testing an LPG Hose in Six Simple 


Sipchen, Robert J.: Chicago Street Department Goes 
‘All Out’ for LPG 

Sipchen, Robert J., and Carl Abell: Crop Drying . . . f 
Farmers, a New Era... For LPG, a Major Market.... 

Sipchen, Robert J.: Illinois Firm Chooses Propane for 
Enamel Oven 


Sipchen, Robert J.: Open House—New Sales From Old. .Sept. 
Sipchen, Robert J.: Safe Heating Installations: Apply 

Rules Locally Throughout Each Day 
Sipchen, Robert J.: Three Corn-Belt Farmers Report 

More Crop $, Less Cost with LPG 


Sipchen, Robert J.: Truck Station Pumps 65,000 
Gallons of LPG per Month 
Thompson, J. Arthur: Colorado Tests the L. re 
Meters 2c. 63 
Thompson, 
ar. 158 
Thompson, J. Arthur: Mushrooms Require Constant 
Heat—L.P. Gas is the Answer ay 116 
Thompson, J. Arthur: Propane Pete 
Episode No. 6: Pete Rebuffs a Texas Norther.......... Jan. 84 
Episode No. 7: What a Whopper of a Fish Story *b. 58 
Episode No. 8: Hot Foot for a Gila Monster Mar. 94 
Episode No. 9: Pete Discovers Flame Cultivation Apr. 68 
Episode No. 10: Propane Pete Shaves With a 
Razorback Hog 
Episode No. 11: Pete Outfits a Grizzly Bear 
With a New Set of Teeth 
Episode No. 12: Pete Tussles With an Alligator 
Episode No. 13: Pete and the Sea Serpent 
Episode No. 14: Two Water Moccasins Become 
Pete’s Oars 


Episode No. 15: A Few Rabbits are Reduced to Size...N 


May 108 
July 69 


Aug. 43 
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Episode No. 16: Pete Upholds the Spirit of 
Christmas ad 

Thompson, J. Arthur: Red Dot Tosses a Mountain 

Onto the Scale 
Thompson, J. Arthur: The “Little Red Schoolhouse” 

Goes Modern 
Tucker, Paul W., George R. Benz and W. F. DeVoe: 

Marketed Production of L.P. Gas in 1955—a 172% 

Increase 
Walker, Robert D.: Why Small Business Owners 

Paaeis Sel WH akc onc ccedecuds mista ed beeen’ June 
Waltenspiel, N. E.: “Certified Installation” Promotes 

Safety, Good Will ..... May 
White, L. T.: More Profit Through Better Management. .Dec. 
Wood, Keith: The Pressure Gauge—Clue to Good 

Pumping .. 


FUEL DELIVERY 


* Communication * Routes and Schedules * Transportation 
* Vehicle Maintenance 


Beware of Dead Time—Martin A. Brower 

BPN Transportation Survey—Gene Masters 

Colorado Tests the L. P. Gas Meters—J. Arthur 
Thompson 

Degree-Day Counter Saves the Day—Lyman Adams. 

In Business for Health or Profit—Part 1: Profitable 
Gas Delivery Requires Knowledge of Costs 
Chalmer Jaynes 

Installing Truck Pumps for Maximum Delivery 
—Richard S. Parker .... 

It Might Be Resistance That Makes Your Pumps so 
Slow—David C. Elliott 

System Maintenance of Two-Way Radio——Joseph Jatis... 

The Most Important Factor in Costs is Time 

Carl Abell 


GENERAL 


* Industry Statistics * Regulations * Miscellaneous 


American Railroads—LPG’s Senior Partners? 
J. Woodward Martin 

BPN Editorial Staff Expanded 
Cuyk, Holland—Propane Builds a City 
Heroic Achievements in Operation Cue Feeding 

Densonstration Raveiitd x. coe scos dapetloc es san nwetnts Jan. 
Highlights From the Parkhil! Album a 4k scere cee 
LPG Storage, Buyer Motivation and These Next Few 

Years—W. R. Lund 
Look for New Highs in LPG Sales Again in °5 

Gone Nae io... ksckls teehee eee wcsnmes sheds Jan. 5 

Marketed Production of L.P. Gas in 1955—a 172% 

Increase—George R. Benz, Paul W. Tucker and 

W. F. DeVoe CO ee eee eee eee ress erseSesesesseeseesessere Jan. 
Report on the Future—Carl Abell 
Restoring Service is Big Dealer Job in Yuba City 

Flood Area 
Rural Italy is Cooking With Gas 

Giovanni Coppa-Zuccari 
1955 U. S. Bureau of Mines Report 

1955 Show Largest Increase in Industry’s History. . 


INSTALLATION AND SERVICING 
* Appliances * Bottles * Control Systems * Tanks 


“Certified Installation” Promotes Safety, Good Will 
N. E. Waltenspiel 

Housewives Replace Cylinders in Denmark 

Life Can Be Beautiful in a Customer’s Yar 

The ABC’s of Residential Air Conditioning 
Martin A. Brower 

The Mechanics of the Modern Clothes Dryer 
John W. Christensen 





LOAD BUILDING AND BALANCING 


* Agricultural Market * Industrial Loads * Offpeak Loads 
* Seasonal Loads 


Agricultural Flaming—Carl Abell .................0.- Mar. : 
Animals Want Comfort, Too 


Broilers and L.P. Gas Bring “New Look” to Arkansas 
Ozarks—A. W. Porter 

Commercial Cooking Adds Up to Higher Profits for 
Dealers—Tracy B. Madole 


Crop Drying . . . For Farmers, a New Era. . 
LPG, a Major Market—Robert J. Sipchen and 
RAN URE hss os Oe TS Oe CE he bee Aug. 


Flame Weeding for Cotton—A Full Official Report 

Glace Bioeng Wits BPC o..<s dein cap aks cae to ceheter Mar. 
Hi-Yo Silver! Propane Rides the Range—Carl Abell 

How Much Popcorn Will an LPG Popper Pop?........ Mar. 


Illinois Firm Chooses Propane for Enamel Oven 
—Robert J. Sipchen 


LPG Curing Boosts Tobaccoland Profits—Carl Abell 


LPG Dried Corn Earns Premium Prices for Kentucky 
PROMO: ss wiiadcwesuenb a cphetcet cae cis 5 siidse Nov. 


LPG Dries Walnuts for Market—Jim Kennedy 


LPG Heats Hospital for Ailing Thoroughbreds 
H. J. Miller 


LPG Helps Resurface Nebraska Highway............... Apr. 70 
LPG Incinerator Fights L. A. Smog—Martin A. Brower..May 110 
LPG Lends a Hand in Drying Caladium Bulbs 


Selma Finney June 40 


L. P. Gas Portable Rig is the Latest in Fire Fighting 
Equipment 


Louisville Produce Market Water Tower Heated 
With L.P. Gas 


Maple Syrup Producer Cuts Costs by Cooking With LPG..Feb. 62 


Mushrooms Require Constant Heat—-L.P. Gas is the 
Answer—J. Arthur Thompson ...........cecceceues May 116 
Non-Agricultural Markets for Flaming Equipment June 36 
Orchard Sprayer May Be Adapted for Frost Protection. ..Mar. 90 
Plumbers Furnaces Provide Hot Market for LPG 
Paul Lady 
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Red Dot Tosses a Mountain Onto the Scales 
J. Arthur Thompson 
Selling Propane for Flame Cutting is Easy—Here’s 
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Small Commercial Air Conditioning: A Dealer’s 
Opportunity—George Kelley 
Stevens Point has Propane O:andby 
Water System 
Switching From Natural Gas to Propane Insures 
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The ABC’s of Residential Air Conditioning 
Martin A. Brower 
The “Little Red Schoolhouse” Goes Modern 
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July 28 


35 Rain Machines Give Inverse Ratio to Gray’s 
Carl Abell 
Three Corn-Belt Farmers Report More Crop $, Less 
Cost With LPG—Robert J. Sipchen 
Whirlwind in a Feather Factory—Carl 
Year-Round Comfort Conditioning: A Rewarding 
Challenge for dealers 
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MANAGEMENT 


* Accounting and Billing * Credit and Collection * Employee 
Training and Relations * Financing * Insurance * Taxes 
* Inventory * Public Relations 


A Budget is a Plan of Action—Martin A. Brower.. 
Are You Overpaying on Your Income Tax? 
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Be Careful With Those Collection Letters 
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Credits and Collections: Hew, When, What??? 

—A. B. Buckeridge 
Don’t Overpay Your Taxes 
Employee Selection, Training: It Can Make or Break 
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Everyone is Affected by FTC—Earl W. Kintner 
Finances for the L.P. Gas Dealer—J. G. O’Brien 
Financing the Customer—Martin A. Brower 
Handling Those Damaged Shipments—Ernest W. Fair... .Oct. 
Home Gas Co. Hurdles the Safety Training Obstacles ...Dec. 
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How to Write a Better Letter—Lloyd M. Powell 


Hydro Butane Co.—The Dealer That Metered Gas Built 
—Grier Lowry 
In Business for Health or Profit— 
Part 1: Profitable Gas Delivery Requires Knowledge 
of Costs—Chalmer Jaynes 


Part 2: Appliance and Tank Sales Should Be 
Profitable, Too—Chalmer Jaynes 
Is the Insurance Picture Getting Better? 
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Monthly Reports: Road Maps, Guides to Better Operation 
—William W. Clark May 
More Profit Through Better Management—L. T. White...Dec. 
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Petty & Son Keep "Em Happy—Emmett Maum 
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PLANT OPERATION 
* Building and Designing * Operation * Maintenance 
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Bulk Deliveries—Victor A. Schlich 
Push Button Snow Removal Saves Time and Money 
Testing an LPG Hose in Six Simple Steps 

C. F. Sewards 

The Pressure Gauge—Clue to Good Pumping 

—Keith Wood 


Twelve-Month Modernization Program Completed 


PQWER—LPG CARBURETION 


* Farm Vehicles * Highway Vehicles * Materials Handling 
Equipment * Public Transportation 


Butane Drives Largest Land Clearing Machine 
Carl Abell g. 127 
B-P News Five Year Power Bibliography Jct. 138 
Chicago Street Department Goes ‘All Out’ for LPG— 
Robert J. Sipchen ......cccccccesessccccvcccvcccece Dec. 127 


Conversion to L. P. Gas is Easy—Here’s How 
Car] Abell ay 201 
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Delta Converts Miami Ground Equipment 
—Edward G. Dickson 
Douglas Industrial Trucks Show Quick Saving of 
Conversion Costs—K. W. Coghill 
80% of Transicold Units Operate on L. P. Gz 
Fork Lift Roundup 
His “Carburetion Fingers” Pay Off 
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How Should We Make Industrial Truck Conversions? 
—Fred Burdick 
How to Sell LPG Conversions the Right Way 
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In Florida, “Pounds” Means “L. P. Gas” 
Insurance for Industrial Truck Conversions to LPG 
Leading Paper Company Converts Fork Lifts 
L. P. Gas Precools California Crops—Jim Kennedy...... Mar. 
LPG Puts the Bee on the Bugs—Jim Kennedy 
Other City Bus Fleets Confirm the Chicago Story 
Propane is “Chlorophyll and Vitamins” for the Diesel 
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Propane Pays in Six Ways for City Cab Co. 
—Carl Abell 
Propane Protects your Breakfast Strawberries 
Railroad Cabooses are Going Modern 
Small Bus Fleet Gets Big Results—Selma Finney 
Sub-Zero Refrigeration for Two-Day Meat Haul on 
Propane—Gene C. Creighton 
Techniques That Sell Tractor Conversions 
RL, PRAT Mice do's wie naira kab «Nk oc de ha oe May 
35 Rain Machines Give Inverse Ratio to Gray’s 
—Carl Abell 
Tractor Conversion Advertising—With the Lydia 
Pinkham Touch—Carl Abell 


Tractors Balance Load for Missouri Dealer— 
Grier Lowry Dec. 


Truck Station Pumps 65,000 Gal. of LPG Per Month 
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Watch that Cooling System—Jim Kennedy 
World’s Largest LPG Bus Fleet—Low Cost, Top 
Performance, No Fumes 


PRODUCTION, SUPPLY AND STORAGE 


* Fuel Availability * Underground Storage * Statistics 


American Railroads—LPG’s Senior Partners? 
—J. Woodward Martin 
LPG Storage, Buyer Motivation and These Next Few 
Years—W. R. Lund 
Marketed Production of L. P. Gas in 1955—a 172% In- 
crease—George R. Benz, Paul W. Tucker, W. F. DeVoe. .Jan. 48 
Skin Diving for Today’s Oil by Looking at Tomorrow....June 33 


PROPANE PETE 


Propane Pete—J. Arthur Thompson 
Episode No. 6—Pete Rebuffs a Texas Norther 
Episode No. 7—What a Whopper of a Fish Story 
Episode No. 8—Hot Foot for a Gila Monster 
Episode No. 9—Pete Discovers Flame Cultivation 
Episode No. 10—Propane Pete Shaves With a 
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Episode No. 11—Pete Outfits a Grizzly Bear with a 
New Set of Teeth July 69 
Episode No. 12—Pete Tussles With an Alligator Aug. 43 
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Episode No. 14—Two Water Moccasins Become 
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Episode No. 15—A Few Rabbits Are Reduced to Size. ..Nov. 62 
Episode No. 16—Pete Upholds the Spirit of Christmas. .Dec. 73 
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SAFETY 


Gas is the Safest Fuel 

Let’s Drive Those Vehicles Safely—Carl Abell 

National Safety Council Campaigns Against Falls 

Safe Heating Installations: Apply Rules Locally 
Throughout Each Day—Robert J. Sipchen 


Safety Roundup—Eliminating Liquid Fuel Hazards at 
Cotton Gins 


SALES 
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All-Year Air Conditioning—It May Cost More to Live 
Without It 
Claiborne Beats Competition with Competition 
Emmett Maum 
Dealers Team Up at Minnesota Fair—J. S. Mulherin .... 
Dryers are Not Bought—They are Sold 
Martin A. Brower and Carl Abell . 
Electric Heating is Becoming a Real Threat 
Gas Air Conditioning Strides Ahead 
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Going to the Fair-—A. D. Burroughs 
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In Business for Health or Profit—Part 2 
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Increasing Load and Profit—Louis Ruthenburg June 28 
It’s Profitable to Put the Local Touch in Your 
Advertising . 80 
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Week| , 120 
LPG Storage, Buyer Motivation and These Next Few 
Years—W. R. Lund . 47 
Lone Star Gas Goes to the Fair—Julia Hunter g. 59 
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Manufacturers Aid Program of Miami Institute 
Edward G. Dickson 
Meters are a Must 
1956 Ranges are Easier to Use 
Open House— New Sales from Old 
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Parking Areas Plus Attractive Buildings Equal 
Added Sales June 69 
Jan. 114 
Sale of Gas Appliances to Hit New Peak in 1956 . 42 
The Company With 1125 Salespeople 
—A. D. Burroughs a a Nov. 69 
The Mechanics of the Modern Clothes Dryer 
John W. Christensen 


The Ultimate in Showrooms 


Propane Heats Low Cost Experimental Hothouse 


[ractor Conversion Advertising—With the Lydia 
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Unified Gas Industry Promotion—Part I: 
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The Oklahoma Story—M. H. North 
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Written Bid Auction Locates “Live Prospects” at 
Low Cost 
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Santa Claus’ Deliveries 
Still Have Us Beat... little... 


Yes, we'll have to admit that the old 
gentleman can still cover a bit more ter- 
ritory in a bit shorter time than we can. 
Of course, he has been in business longer 

. and has some help we can’t get... 
But when it comes to getting LPG any- 
place in the United States according to 
contract ... we feel like we can brag 
just a little. 


All the Best...Always... 


Besides best wishes, Anchor provides the 


highest-quality LPG and the best facili- 
ties for delivering it. Vast underground 
storage installations not only give you 
assured supplies during peak demand 
periods, they are equipped with dehy- 
drators and test facilities to assure you 
that your gas is as pure as when it came 
from one of our many plants. Then there 
is our huge fleet of tank cars for flexible 


delivery 


And certainly not least is our numerous 
staff of experienced LPG men. . . who 
all join in wishing you the happiest of 
holidays .. . and a big Anchor contract 
for the new year. 


PETROLEUM COMPANY — TULSA 


SALES OFFICES: Des Moines, Shreveport, Toledo 
Houston, Long Beach, Oklahoma City, Midland 
Texas, San Francisco, Seattle, Salt Lake City 
Hattiesburg, Miss., Tyler, Texas, Minneapo 
Minnesota, Calgary, Canada 





